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THE NATIONAL SCREW & MFG. CO., CLEVELAND, OHIO 
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ON SHIPS THAT 
GO TO SEA 


“Only a thin paint film stands between a 
ship’s wood or steel and the destructive 
forces of salt water, wind, sun, and rain; so 
paint is more than a decoration.” - Frederick 


Simpich, in the National Geographic Magazine. 
' ; steaiiilidtice WooSTER WARTIME BRUSHES 


are available for essential uses 
through Wooster Jobbers 


eon My, 
FOSSSET 

THE WOOSTER BRUSH CO. © WOOSTER, OHIO », we & 

Brush Manufacturers Since 1851— Thru 4 Ward 4 4 woo 
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BIG DRIVE TO INSULATE HOMES 


AND “SAVE FUEL FOR FIGHTING” 


DEALERS PREPARE TO SUPPORT HEAT CONSERVATION PROGRAM — 
SELL MAINTENANCE, REPAIR AND INSULATING ITEMS TO SAVE COSTLY, 


“It will pay for itself in the 
fuel you will save this winter” 
is a powerful sales argument 
you can use in selling a wide 
variety of products and repair 
services right now! 

Insulating materials, storm 
sash, weatherstrips, wall board, 
as welLas furnace maintenance 
and repair materials, can all be 
part of your program of com- 
munity heat conservation. 


Both Practical and 
Patriotic 
Dealers have been quick to 
see that a “Save Fuel for 
Fighting’? Drive centering 
around the hardware store will 





RATIONED FUEL 


not only increase store traffic 
this Fall, but will also serve the 
war effort and build good will 
among customers and _pros- 
pects. 

And while you are helping 
lower your customers’ heating 
bills by proper insulation, you 
will find other opportunities for 
related sales—furnace and 
chimney repair materials, paint 
and other maintenance items. 


Facts and Figures for 
Your Customers 
. “Did you know that one 
third of the heat in your house 
in summertime enters through 
the roof?” 





“Housing experts say that in 
winter 60% of the heat in your 
house filters through the side 
walls, 40% through the roof.”’ 

“Through insulating mate- 
rials alone the government esti- 
mates a saving of 8,400 tank 
cars of oil in 200,000 war 
workers’ homes. That’s a lot 
of oil for our cargo fleet.” 

“The same methods applied 
to 37,000,000 dwellings in the 
U. 8S. would mean a billion 
dollars a year saved!” 

“Tn one case last October, an 
uninsulated house burned 168 
gallons of oil, while an insulated 
house under same conditions 


burned only 98 gallons of oil!”’ | 





This display idea, using the imitation “E” flag on an insulated house, well illustrates how heat 
conservation helps the war effort, and cuts your customers’ fuel bills, as well. A display of this 
kind may help you build store traffic this autumn. 








Government Okays Loans 
for Essential Home 
Remodeling and Repairs 

The Federal Housing Authority 
is insuring loans to encourage 
essential repairs and maintenance 
of homes, remodeling to house war 
workers, and installation to con- 
serve heat and fuel. 

Perhaps your customers do not 
know that conditions are favorable 
for any new improvements that 
save heat, help house war workers, 
or maintain health and sanitation. 
Tell them — and sell them! 





Yale sponsors this campaign in 
the Saturday Evening Post — one 
of a series of advertisements urging 
millions of readers to “Shop at 
Your Local Hardware Store.” 


Notes in the News 


Some stores are making more 
use of open displays to promote 
self-service during this period of 
help shortage, placing cashier in 
good position to watch the entire 
store. 

The “Trading Post” idea is 
taking hold. Dealers buy and sell 
used goods. The idea is particu- 
larly effective in low-income areas. 
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PRETTY FAR GONE! Even 
the best paint with Pure 
Turpentine wouldn’t stand 
up here . . . No, sir! Not 
until the surface has been 


thoroughly scraped. 


WHAT IT TAKES! On a 

smooth, clean surface like 

this, good paint, thinned 

with Pure Turpentine, will BUSINESS-BUILDER! Good 

stick and stay, materials apply easier, last 
longer. They save the paint- 
er’s time on every job, pro- 
tect his reputation as a 
workman, 


NO AUTHORIZATION NEEDED...JUST GO AHEAD! 


YOUR GOVERNMENT is not only willing, but anxious to 

have you go ahead with every painting job you can get. Spic- 

and-span, well-painted homes build morale . . . improve values. 

“# So let’s go! Let’s go with good paint and Pure Spirits of Tur- 

pentine! Rich with pinene, Hercules Pure Turpentine penetrates deep into 

the surface, attracts oxygen, helps paint dry hard and tough, anchoring it 

firmly for years to come. And, think of it, the best turpentine costs less 

than 2 cents out of every dollar spent for the paint job ... and what a 

difference it makes! Naval Stores Department, HERCULES POWDER 
COMPANY, Wilmington, Delaware. . 


Hercules Steam-distilled Wood Turpentine meets government 
and A.S.T.M. specifications for Pure Spirits of Turpentine. 


HERCULES * LURPENTINE 


FOR OVER 20 YEARS BEST-KNOWN BRAND 
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MR. DEALER, that ad on the opposite 


page can mean a lot to you. Because with 
both paint and turpentine available to fill 
the demand you can sell Hercules Steam- 
distilled Wood Turpentine almost every 
time you sell paint. In this way you not 


only keep the cash register singing but 


you boost profits on every sale. Check 


up on your supply today. 








Bomber bodyguard 


This little chunk of 
ground heat-treated steel is the 
core of a caliber .50 machine gun 
bullet. It’s the bodyguard which 
protects our American bombers 
when Messerschmitts and Focke- 
Wulfs come screaming in to attack; 
and battle records show how devas- 
tatingly successful our caliber~ .50 
bullets are. 

In this war, a million rounds of 
ammunition may be fired while 
you’re reading this sentence. 

The cores—the actual projectiles 
which fly through the air from the 
muzzles of heavy-caliber machine 
guns—are made from steel “‘rods.”’ 
When the war emergency came, 
Bethlehem continuous mills were 
turning out steel for America at 
peace—steel for coiled springs for 
automobile seat cushions and mat- 


precision- 


tresses, for pump chain, for clothes 
lineand baby-carriage-wheel spokes; 
for woven wire farm fence and 
nails. 

Now Bethlehem mills are work- 
ing for the armed forces. From their 
swiftly-turning rolls come bullet- 
core steel by the thousands of tons 
for our fighting men—and mile up- 
on mile of rushing rods of steel to 
be drawn into wire for ships’ rigging 
and harbor-defense strand, for coast- 
defense communication systems and 
camouflage netting, and for scores 
of other war-time uses in the battle 
areas and on the home front. 


aleali) , y 


Hot steel for bullet cores speeding around a 
“looping stand” in Bethlehem’s continuous mill. 
Traveling at a top-speed of 1200 feet per minute, 
this steel rod rushes through the mill, is coiled 
onto take-up reels. Then, following quick but 
critical inspection, the rod is further processed 
and hurried on its way to the bullet-core makers. 
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Photo by Office of War Information 


Hand tools used “round-the-clock” wear out far more rapidly 
than when peacetime schedules prevailed. Wastage is increased 
by inexperienced workers, by lack of time for proper care. Keep- 
ing up with the constant demand for replacements and the demand 
from the armed services is a tremendous job. 

Stanley has taken every possible step to increase production. 
Needless variations in tool lines are out for the duration. Critical 
materials are used more efficiently, manpower more effectively. 

As a result, the vast needs of war industry, and of our armed 
forces, are being well served. 

While the war demand continues, tools will be,scarce for normal 
needs. Sell them only for essential use. 

With the return of peace, there will be more and better Stanley 
Tools — for the carpenter, the mechanic, the repairman, the hobby- 
ist and the householder. Stanley window and counter displays and 
other merchandising helps will be even better than they were 
before Hitler “turned the world upside down”. The Stanley 
Works, New Britain, Connecticut. 


TOOLS ARE VITAL TO VICTORY — SELL ONLY FOR ESSENTIAL USE 


lem 
STANLEY TOOLS 


DIVISION OF THE STANLEY WORKS 


1843 LSTANLEY] 1943 THE TOOL BOX OF THE WORLD 
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Retail Sales 






MAY | HAVE 
A CARTON OF 

GILLETTE 
BLUE BLADES ? 








—Sorry, sit 


ans 
first. That me 
only one package to a 
customer. 


















fe) 


Contest Rules And Instructions 

























1. Only retail sales people, 
store owners and managers 
eligible. 

2. Replies to each of the 
four questions must not ex- 
ceed fifty words. 

3. Number your answers from 
“1” to “4” to match the four 
contest questions. 

4. Since space is insufficient, 
do not attempt to fill in the 
blank balloons themselves. 
— your —- on 
plain paper. Even a post 
card will do. But be sure to 
write your name and address 
clearly and include name of 
your store or company. 


5. Every entry will be care- 
fully considered and judged 
on its originality, les ap- 
peal and conviction. 

6. The deeisions of the poten 
are final and all entries be- 
come the property of the 
Gillette Safety Razor Com- 
pany. 

7. In case of ties, duplicate 
prizes will be awarded. 

8. Address entries to Gillette 
Safety Razor Co., Box 60, 
Dept. HA3, Boston 1, Mass. 
9. Contest closes at midnight 
August 31, 1943, and no 
entry postmarked later than 
that date will be considered. 


JUDGES 
K. B. HUR' , American Druggis 
AGLAR CoG er, Dru Tigice” e 
G. H. GRI s, ,, are Age 
V. J. FARLEY, publisher, Retail Tobacconist 
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People Hurry! 


NO 
GILLETTE 


YOU MEAN 
TO SAY 
YOURE 
OUT OF 

GILLETTE 
RAZORS! 
WHY ? 


nd is great 
t+ limits 


rT. 


Yes, Si 
REPLY—Y° ry 





AMPLE 
sip Gillette Razor 
1-A in this ¥ 

one is 





Gillette For Filling In Four Balloons 


HERE’S no time to lose if you want 

to win up to $2,500 in War Bonds 
just by answering four simple questions 
that customers all over the country ask 
retail sales people every day! 


and Stamps for the best replies. 


Gillette’s easy sales-quiz contest closes 
tighter than a drum the last day of 
August. So get in your entries right away. 


Read the balloons and sample replies 
in the pictures numbered one to four. 


GILLETTE SAFETY RAZOR COMPANY -+ 


issue of this publication. 
BOSTON, 





AUGUST 5, 1943 





5,000 Contest 





This Is Your Last Chance To Win One Of The 
289 War Bond And Stamp Prizes Offered By 


Check the facts, study the rules and mail 
your answers. That’s all—and it’s easy. 
Gillette offers 289 prizes in War Bonds 


Send as many entries as you wish. It’s 
a cinch to win. But hurry. Remember 
this great sales-quiz contest closes August 
31, 1943. All entries must be postmarked 
not later than midnight of that date! 
Awards will be announced in an October 
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WILL YOU 
GIVE ME 
A LARGE 
PACKAGE 
OF THIN 
GILLETTE 
BLADES? 






the dur 
a ackage 
shavers a break. 








289 Prizes In 
War Bonds And Stamps 
(Face Value ) 
Ist prize . . . $2,500 in Bonds 
2nd prize . . . $1,000 in Bonds 
3rd prize... $500 in Bonds 
4th prize... $250 in Bonds 
5th prize... $100 in Bonds 
6th prize... $50 in Bonds 
7th prize... $25 in Bonds 
8th prize... $10 in Stamps 
th prize... $5 in Stamps 
10th to 289th prize $2 in Stamps 
MASS. 















This Sales-Building Team 






















National Advertising plus Local Tie-Ins 


In the Country Gentleman, Hoard’s Dairyman, and a score of leading 
state farm papers, continuous advertising of Schwartz Perfection Milk 
Filter Discs is building year round sales and profits for hardware 
dealers. Schwartz dealers are provided with tested tie-in and local 
sales helps that bring in new customers. 


Perfection Discs Are Famous For Their Trouble- 

Free Milk Filtering _ 
To dairy farmers everywhere, Perfection Discs <a 
mean trouble-free milk filtering — faster filtering 
speed, greater capacity, and unsurpassed effi- 
ciency. Hundreds of thousands of dairy farmers, 
from coast to coast, are now steady users — and 
their number is growing daily. 


Freight Prepaid on 5 Cases 


Perfection Milk Filter Discs are packed 100 discs 
to a box, 36 boxes to a case. Freight is prepaid on 
drop shipments of 5 cases or more. Order from | First quality but lighter 
your hardware jobber today. Cash inon Schwartz | °™*'ruction. foruse where 

top-capacity is not re- 


advertising and the sales-building performance of | quired. Means extra vol- 


Perfection Milk Filter Discs. ume and profits. Lower 
rice. 100 discs ick- 
SCHWARTZ MFG. CO., Two Rivers, Wis. | ise. 36 packages per case. 


America’s Oldest Maker of Cotton Milk Filter Discs Order from your jobber. 
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SA turned full-out for war. The final bugle 
Tiust fai us with a full head of steam, & Then 
jobs and products, products and jobs will be 
America’s urgent need. Then industry, ready 










to go with new goods, new ideas, new services, 
























must fill the gap quickly...and in so doing 

make wasteful “make work’’ projects unnecessary. 

ie * That’s the job LCN is preparing for today. 
tes In the midst of pouring out a tremendous 
on stream of vital war parts, we make time to forge 
ack- ; the plans for the critical first days of peace. * Expect 
= us then to switch over men and machines with utmost speed 


. . . to unleash a steady flow of new and better 
products. The factory whistle, calling 

men to productive peace time jobs, will be 
America’s answer to the final bugle. 





BOOR CLOSERS 


NORTON LASIER COMPANY, 466 WEST SUPERIOR STREET * CHICAGO 











AUGUST 5, 1943 11 

















Just as Simonds Power Hack Saw 
Blades increase production and re- 
duce cutting costs, so do Simonds 
Hand Blades. Men and women can 
get far more work out of them... 

with far less “elbow grease” and 

fatigue... and with far fewer 
trips to the tool crib for replace- 
ments. 

That's why it will both pay you 
now...and bring you post- 
war business... to fill all rated 

hacksaw orders only with 

Simonds “Red End” High 
Speed Molybdenum Blades 
... the most blade anybody can 
get for any amount of money. 


SIMONDS SAW and STEEL Co. 


1350 Columbia Road, Boston 
127 So. Green St., Chicago 
228 First St., San Francisco 

520 First Ave., So., Seattle 
311 S. W. First Ave., Port- 
land, Ore. 


\ | FAMOUS FAMILY 


OF METAL-CUTTING TOOLS 






BOUGHT YOUR BONDS THIS WEEK? 
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Fle ei Harn lock Co. 


NEW HAVEN, CONN. 
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face a critical heating problem next winter, 
we expect to be swamped with order 


for HEETSAVER GUMMED 
WEATHERSTRIP TAPE 


*Prevents wind and draught leaking through cracks between 
window sash and frame 










wu 


To prevent bottlenecks with resultant loss of profits — 
we ask Jobbers, Retailers and Buyers to please calculate 
their needs now and place their orders without delay. 
It would be a shame if you lost out on even part of the 


extraordinary demand for this Heat-Saving Product. 
60-f. rolls list for BHF —_ 150-ft. rolls list for SOF 


Available in White, Buff and Brown 


*HEETSAVER Weatherstrip TAPE proved 100% effective in preventing wind 
leakage in tests ducted by a national Testing Company. Details upon request, 
















33 1/3% more effective than DEAL “A"—Expires Oct. 1, 1943 


storm sash. These kits contain 12—-60-ft. rolls — Retails $3.00 
everything but the glass ... 12—150-ft. rolls—Retails 6.00 
HEETSAVER TAPE, holding FREE 2—150-ft. rolls—Retails 1.00 


cleats, nails, HEETSAVER Re- Total Retail Value........ $10.00 
mover and accurate creasing YOUR PRICE ONLY..$6.00 
device. Enough for 12 30x40 Assortment includes 6 white, 3 brown and 
sashless storm windows. 3 buffs in both sizes. Free goods all white. 

: FREE SELLING AlDS—Counter display card, 
List... $] .00 window streamers, cain. orate 


SOILICIDE LABORATORIES, monrciair, Nn. J. 
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LEADERSHIP 


“Not a moment's trouble—not 
a single repair—in 8 years of 
fine service with my Myers 


(~ Water System." 
A } — Jack Harvey, Utica, Mich. SPERM OY 5 


Ae. — 
j ) ee) 


Hundreds of thousands of pleased 
owners everywhere testify to the 
remarkable dependability of Myers 
Water Systems through long years 
of service. This dependability is one 
of the cornerstones upon which Myers 
leadership is firmly built. 

Myers Products in increasing 
quantities will be available for 
essential farm installations under 
new Farm Equipment Limitation 


Order, L-257. ae nn ae ot 


THE F. E. MYERS & BRO. CO. MYERS** 


Ashland, Ohio = 


PUMPS & WATER SYSTEMS— HAY TOOLS 
HAND & POWER SPRAYERS — DOOR HANGERS 
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UNNINC SHORT OF NAILS OR SCREWS ee 


GENUINE AE 


MERS THE 


CAN SELL YOUR COSTS wan, / 


aay | Dealers now can make up for 

sales— simply by stocking WAR- 
TIME SPECIALTIES that THEY wel 
CAN GET! Columbia Wartime Spe- a a ~ ——hy 
cialties include: i - - 
SERVICE HAND BAGS and Many 
Other Heavy Duty Fabric Items . 
Plus Amer‘ca’s Leading Line of FIRST 
AID KITS. 


IMMEDIATE DELIVERIES — ATTRACTIVE DISCOUNTS 
Contact your jobber or get Samples and Complete Details Direct. 
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25 SO. MARKET ST 
CHICACO 








COLUMBIA FIRST AIDERS 








PRODUCTS 


BARN EQUIPMENT 
Cattle Stalls, Stanchions, Pens, Water 
Bowls, Milking Stools, Feed Carriers, 
Feed Trucks, Litter Carriers, Cork Brick, 
Steel Columns, Ventilation, etc., etc. 


Established 1879 


atso HAYING TOOLS anp 


HARDWARE SPECIALTIES 
"Guaranteed to satisfy the user’’ 


THE NEY MFG. CO., CANTON, O. 


BRANCH HOUSE COUNCIL BLUFFS, IA 











we’re working 100% for Uncle Sam. But . . our engineer- 
ing department is constantly experimenting with new 
ideas and materials to assure GEP’s post-war line being 
first with the best and latest . . as usual. 


GEPHART MFG. CO. | 
1020 West Adams Street + Chicago, Ill. | 


Specialists in Steel Fishing Rods for 
BAIT CASTING « FLY FISHING « SALT WATER FISHING 











| THE SPARTAN co. 





CHECKMATES 


“Digest” Editions of 
America's Most Con- 
sistently Popular 
Games. 


Chinese Checkers, Back 

gammon, Checkers, Gin 

Rummy, Cribbage, Card 
and Chip Set 


Measure just 4%”. Dark 
polished hardwood with 
saddle-tan case. Packed 
in appealing ‘“‘tweed”’ 
cartons, 24 to a ship 
ping container. Order 
from your local jobber 


1498 Merchandise Mart, Chicago 
Factory: 


Minneapolis, Minn. 




















On the Fighting Fronts 
All Over the World... 





3 Flashlight Batteries 


Our entire production now going 
100% to the Armed forces 


RAY-0-VAC COMPANY 


MADISON, WISCONSIN 
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Working full-tilt on war contracts, 
Columbian is nevertheless able to 
produce limited quantities of rope 
for civilian use, from the best pos- 
sible fibre authorized by the 
United States Government. In 
war, as in peacetime, it pays to 

use Columbian. 


COLUMBIAN ROPE CO. 
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RFACE AND LINE 


SAND’S LEVEL & TOOL CO. 


FACTORY 


__ _@ 


Half a Century 
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FELL FTHE FTRUTS 
8631 Gratiot Ave. 


Detroit, Mich 
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BUILT-IN ACCURACY” 
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OLD STAND-BYS 
IN NEW DRESS 


Two items that are still available and 
very profitable too... 








Attractive in the new display cartons; red, white 
and black for the Flint Paper and red, white and 
blue for the Emery Cloth. 


Small and compact; you don’t have to sacrifice a eee “pq f it’s the newest thrill in 
lot of counter space. — _ decorated glassware. Fea- 


: , paste d 
10¢—the right price. They sell themselves if you bari ices 


i ft 
put them out where people can see them. ea a ks . 


Handy; assorted grits in just the right size for ~ mag vie ‘= appealing. Make a store 
those little odd jobs around the house. > ndtg fo j display of Satintone. 
You'll find it popular . . 
profitable. Order from 

your jobber today. 


Flint Paper for sanding drawers that stick, 
taking splinters off rough handles, or smooth- 
ing old painted surfaces before repainting. 
Emery Cloth for cleaning rusty tools or any 
other metal surfaces. 


They’re not only “handy”; they’re practically 
indispensable! 









Division of Nort 


BEHR-MANNING 
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Quality Coated Sandpapers Since 1872 





5960 Broadway 4 : Ralph Higgins 
Chicago, Ill f C ? Ze Mdse. Mart, Chicago 
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that is real is the kind you can Ut 
easily make this fall on saad 


WALLPAPER 


The prospects for profits and sales on wallpapers this fall are 
excellent, for there are no priorities on wallpaper — it is one 
item available in quantity. 

Plan to cash in on these “‘paper profits’’ right now by fea- 
turing Giant Value and Charm wallpapers. 

These lines are tested, fast-selling, complete . . .they satisfy 
every taste and purse. Exclusive patterns scientifically selected 
give an edge on competition . . . tie the business to your store. 
Giant Value and Charm wallpapers will step up your store 
traffic . . . increase sales of related items, such as paint .. . 





return handsome profits on a small investment. Stocks are 
available for immediate shipment and over-night service on 
fill-in orders is available from fifty warehouses, helping fast 
turn-over and keeping inventories low. 

To help you sell, merchandising experts have created for you 
a complete package of colorful, compelling sales material — 
window displays, cards and banners . . . a consumer mailing 
piece . . . handbills . . . newspaper mats . . . unique self- 
service store units. All are free and ready to go to work for 
you... on your order. Use this coupon today for the full 
story of turning wallpaper into profit. 





Giant Value and Charm Wallpapers are | COUPON | CHARM WALLPAPER 
distributed by these nationally known FIRST AVENUE AT 44TH STREET, NEW YORK 17, N.Y. 
concerns: Please send me complete 


details of your Wallpaper Campaign for fall. 
DEVOE & RAYNOLDS CO., INC. 


NAME 





PEASLEE-GAULBERT PAINT & VARNISH CO. 











WADSWORTH, HOWLAND & CO., INC. city 
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FILE 





QUALITY 


-.. but it’s the work 
they do that counts 


Steel is a critical war material. There are two 
ways to conserve it. One is to use less. The 
other is to make it do more work. 

Consider a Nicholson or Black Diamond 
file. It contains no more steel than an in- 
ferior file of the same size, kind and weight. 

But, compare the number of efficient file 
strokes the user can get from each, and the 
quality product will outlast and outperform 
the other every time—usually by a wide margin. 






CONSERVES 





FILE 





Every conscientious hardware man can 
render his country-at-war a worthy service 
toward conserving precious steel by recom- 
mending and selling his customers files that 
deliver the utmost service. 

Files are recognized as essential tools for 
keeping America’s farm, repair and other in- 
dustries going. Never have you had better 
reason for handling and urging the use of the 
best in the land. Work closely with your job- 
ber toward keeping up your needed stock of 
Nicholson and Black Diamond brands. 


NICHOLSON FILE CO. +¢ PROVIDENCE, R. 1., U.S. A. 


(Also Canadion Plant, Port Hope, Ont.) 
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DEMING “MARVEL” 
For Shallow Wells 
Capacities: 275 to 375 
G. P. H. 


xxewrk 


DEMING “OIL-RITE” 
For Deep Wells 
Capacities: 190 to 3635 
G. P. H. 


DEMING PUMPS 
AND WATER SYSTEMS 
READY FOR FARMERS 


It takes FOOD as well as bombs 
and bullets to win this war. And 
it takes Deming Pumps and 
Water Systems to help produce 
MORE FOOD! So turn on the sales 
faucet—SELL DEMING PUMPS 
AND WATER SYSTEMS! 


DEMING JET PUMPS HAVE EVERYTHING! 
THESE FEATURES PROVE IT! 


Automatic regulator on every pump. 

Shaft with true aligning compression type coupling. 
Quiet operation—only one moving part. 

Renewable impeller wearing ring. 

Renewable guide bushing. 

Patented sealing packer for single pipe ejector. 
Threadless pressure pipe connection in pump casing. 


These and many additional features make the Deming Jet Pump the 
“leading” unit of its class. The complete Deming line meets all farm needs. 


PUMPS AND WATER SYSTEMS 


The Deming Company - Salem, Ohio 
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How Do You Like 
Your 1943-4 “Who 


Makes [t?’’ Issue: — 


By this time, all regular 
readers of HarpwareE AGE 
have received, at no extra 
cost for the twenty-second 
time, their annual copy of 
“Who Makes It?” Directory 
Issue. Dated July 22, 1943, 
this issue arrived a few days 
late. We regret this unavoid- 
able delay but feel sure our 
readers will understand that 
the production and distribu- 
tion of this highly valuable 
issue is a tremendous job, par- 
ticularly under war-time con- 
ditions with its manpower 
shortages. We feel sure that 
its great usefulness for the 
next twelve months will more 
than offset any inconveniences 
incident to its delayed deliv- 
ery. It is larger than ever be- 
fore in its twenty-two years of 
constant service as a buyers’ 
guide for hardware men. It 
continues not only the original 
of all such trade directory is- 
sues but also the most com- 


plete and most easily used in 


your daily work. 


* * * 


Streamlined A gain 
To Save Your Time: 


As an experiment which we 
knew would save your time in 
your daily use of this direc- 
tory issue, last year’s edition 
was streamlined, providing 
“one-stop service.” Products 
listings, in alphabetical order, 
include the brand and trade 
names as well as the manufac- 
turer’s name and address—all 
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in one place under the indi- 
vidual and respective product 
headings. Again, you need 
only locate the product and 
you can quickly secure the 
manufacturer’s full name and 
address, if you know the trade 
mark or brand or vice versa. 
This information is all in the 
same tabulation under the 
product heading. It is stream- 
lined. You don’t have to look 
in more than one place when 
you use the HARDWARE AGE 
Directory Issue. Last year 
more than 1,000 wholesale 
and retail hardware buyers 
voluntarily endorsed this ex- 
clusive feature and urged us 
to continue its practice. This 
we are happy to do in response 
to such eloquent testimony as 
to its obvious advantages in 
daily use. 
* * * 


A Few Important 
Facts About Your 
Latest “Who Makes 
It?” Issue:— 

Included in the streamlined, 
one-stop service of your 1943- 


1944 Harpware AcE “Who 
Makes It?” Directory Issue 
are more than 20,000 brand 
names under 5442 main prod- 
ucts headings; 9026 cross-ref- 
erences; a complete tabulation 
of jobbers’ brands; a total of 
344 pages of listings including 
the names and addresses of 
more than 14,000 manufactur- 
ers and a very useful reference 
section of data you will wish 
to have and will greatly appre- 
ciate when you need the infor- 
mation provided. There is no 
unnecessary padding nor du- 
plication of reference data in 
this issue to give it bulk—it 
has that despite its streamlined 
format, and is the largest issue 
of its kind ever published. 


* * * 


How Do You 
Like It? :— 

Naturally, the publishers of 
HARDWARE AGE are very anx- 
ious to know that subscribers 
received their copies of the 
“Who Makes It?” issue in 
good condition and are even 
more anxious to have the reac- 
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tions of those who will use this 
book in their daily work. 
Please write and tell us how 
you use this book, how often, 
the features you particularly 
appreciate and, if you will. 
give us any suggestions for im- 
proving subsequent editions. 
How do you like the stream- 
lined “one-stop” service han- 
dling of the listing of manu- 
facturers’ names and addresses 
with brand names all “in one 
place” under the product head- 
ings? How much time does 
this save you? How do you 
like the Reference Section? 
How do you like the arrange- 
ment of the condensed cata- 
log advertisements alternating 
with listings. This is the fourth 
year this latter practice has 
been followed. Do you like it? 
How do you like the Products 
Index, the green index in the 
front of the book? It is the 
key to the condensed catalog 
advertisements of 650 manu- 
facturers distributed through 
the issue and whose products 
are available for hardware dis- 
tribution. Please write and tell 
us today. 


* * * 


Post-War Surplus 
Goods—In Whose 
Hands? :— 


Just a few lines on this 
really vital future problem 
the disposition of surplus 
goods in the immediate post- 
war period. Officials show lit- 
tle inclination to discuss the 
matter and throw the subject 
off the table by declaring that 
the first and only major prob- 
lem is to win the war. And, 
of course, they are correct— 
yet we must win the 
peace. 

Everything possible should 
be done to avoid a repetition 
of the post-war experiences 
following World War I. when 
huge quantities of all kinds of 
goods were literally dumped 
on the market at distressed 


also 
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prices, upsetting the rehabili- 
tation of industry and distri- 
bution. 

The control of the distribu- 
tion of all surplus goods, at 
hand when the war ceases, 
should rest entirely with busi- 
ness men experienced in the 
normal distribution of each 
group of merchandise. With 
government's blessing, such a 
group of men could and 
should be organized now. by 
business, for business and 
from within the ranks of busi- 
ness. This is not a job for law- 
yers, professors, or politicians. 
It is a problem of distribution 
and can only be solved by men 
who have been successfully 

* 





* 








and importantly employed in 
such activities before the war. 
Business should take the initi- 
ative and get started to organ- 
ize its own plan for handling 
the post-war surplus goods— 
for there will be plenty of it. 
It couldn’t be otherwise. 

One hardware manufac- 
turer suggests that all such 
surplus stocks be diverted to 
export customers only. An- 
other would allocate such 
stocks to existing legitimate 
distributors by lines. There 
may be other and better plans. 
Certainly some orderly pro- 
cedure is highly desirable and 
necessary as an aid to con- 
structive post-war progress. 

* 


Nameless Children:— 


RANDING cattle so as to in- 

dicate ownership is a well rec- 
ognized and approved method of 
protecting property rights. The own- 
er of a herd selects his brand which 
becomes, so to speak, his trade 
mark. Out in the big open spaces 
where men are men and cattle the 
principal product, any one who 
obliterates a brand is considered a 
criminal and treated accordingly. In 
the past, when crime was not as 
highly regarded or as softly treated 
as it is today, shooting or hanging 
were considered suitable punish- 
ments. 

One can well understand that at- 
titude on the part of the cattlemen. 
They risked their lives, not to speak 
of their money, faced the hazards 
and hardships incident to exposure 
to extremes of heat and cold and 
gave all that they had to building 
up their business of beef on the 
hoof. And all that they had to pro- 
tect — what they had so painfully 
built—were their brands. 

I presume that cattle rustlers may 
have had an organization or trade 
association and perhaps a lobbyist 
or two to protect their interests. If 
so, they may well have considered 
how beneficial it would be to them 
if a law could be passed making it 
illegal to brand cattle. They would 
hardly have the effrontery to ask 
that cattle stealing be eliminated 
from the criminal codes, 
elimination of brands would do just 
as well because it would completely 
abolish the identity of the product. 

Under such circumstances it would 
be a simple matter for a strong arm 
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man with political protection to take 
over in a matter of hours or days 
what had cost another man years 01 
a lifetime of honest work to build. 

Silly even to think of such an 
absurd proposal, isn’t it? Free man 
in a free country would not stand 
for anything like that. But that is 
exactly what an important and pow- 
erful group of economic reconstruc- 
tors are proposing to do in connec- 
tion with brands applied to products 

not to cattle on the hoof, but to 
beef and other foods in the can, to 
stockings, to shoes and a multitude 
of other products. 

The effect on property rights and 
the destruction of lifetimes of work 
of both men and money would be 
exactly the same as it would be in 
the case of the elimination of cattle 
brands. But beyond this, the effect 
on quality of product would be 
deplorable. 

No manufacturer can afford to 
put a brand or a trade name on an 
inferior product. Anonymity is the 
only cloak under which the “just as 
good” product can be handled and 
sold. A brand name on a product 
is the best possible protection for 
the consumer because it automatical- 
ly forces the maker of that product 
to maintain quality. 

We have a word in this language. 
and it is not a pretty one, that we 
apply to nameless children. Do we 
want this same term applied to the 
products of America’s farms and 
factories? 

—Joun H. Van DEVENTER 
President and Editor 
of The Iron Age 
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“Well, I don’t need to tell you that stock storage and record- 
keeping on a line of builders’ hardware can be the world’s worst 
headache — or just as simple as A-B-C. Now I’ve found out the 
easy way. 

“With all the building plans getting set to go after the war, 
right now is the time to change over our system and do it right. 
And while we’re at it, we can put in a real, bang-up department 
that’ll pay good profits straight through. 

““Now look at these record forms. . .”’ 

*» ¢ 
Most hardware men will agree that there has never been a better 
opportunity to install an up-to-the-minute system of storing and 
displaying stock and of keeping efficient records covering stock 
on hand, on order, and on delivery to the customer. During the 
busy days when building is resumed after the war, this will be 
an enormous advantage. 

Lockwood wants to help. Not only are we prepared to aid you 
in choosing a model stock which will enable you to handle the 
average run of orders, but also to show you, from the experience 
of many dealers, some of the most efficient and attractive methods 
of storage and display, simple forms for record-keeping, and hints 
that will help toward successful sales. 

Dealers who qualify for a Lockwood franchise are entitled to 
this service —— this, and a line of buildérs’ hardware that will 
make permanent customers of first-time buyers who come into 
your store. Why not plan now for a builders’ hardware depart- 
ment — small or large — that will be second to none for service 
in your community. 





HARDWARE MFG. CO. 
Division of Independent Lock Co. 
FITCHBURG, MASSACHUSETTS 
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Information obtained from ‘Taking the 
Mystery out of Builders’ Hardware,” 
published by HARDWARE AGE. 






Dinnerware, glass- 
ware, pottery and 
gift goods showed 
to far better ad- 
vantage when the 

ment space 
ae doubled. 
Sales also in- 

creased. 


ON AVAILABLE GOODS 


HE housefurnishing 
department of the Clark Hardware 
Co., Jamestown, N. Y., became a 
homefurnishing department when 
numerous soft lines were added to 
the stock to replace metal utensils 
and other lines which were no 
longer obtainable. By shifting to 
available soft lines that fitted into 
housefurnishings, this company 
has been able to push the sales of 
the department into higher volume 
brackets. This also has opened up 
new fields of promotion and mer- 
chandising. What was once a 
housefurnishing section, supplying 
mainly equipment used in the 
kitchen of the home, is now a com- 
plete home-furnishing department 
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New Lines Help Create a 


featuring merchandise used and 
required in every room. 

“Volume ceilings seem practi- 
cally unlimited,” says W. H. 
Anderson, manager of the depart- 
ment. “Our customers have ac- 
cepted every new, line we have put 


in stock. We have tried not to go 
too far afield but some of the items 
we have added have provided us 
with many sleepless nights until we 
knew how our customers were go- 
ing to accept them. 

“One rule we have followed 


Bath rugs, mats, pillow cases and sheets were shown to best advantage 
neatly arranged on open tables with popular priced items featured. 
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Luncheon sets 
and gilt towels 
were effectively 
shown on tables 
along a sidewall. 
Decorative mirrors 
on the wal ls 
proved to be ex- 
tremely popular 
with the stores 
customers. 


New Homefurnishings Department 


rigidly in adding new lines is to 
put in a complete and adequate 
stock from the start. In several 
instances, this has resulted in the 
investment of several thousands of 
dollars in just one line. We took 
some chances but chances had to 


When shortages developed Clark 
Hardware Co. added soft lines— 
and customers accepted them all 


be taken if we were to replace lost 
volume.” 


A wide variety of cleaning supplies was assembled in this display. 
Shoppers served themselves and bought more than they had intended. 
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One of the first homefurnishing 
items added was blankets. A com- 
plete stock of all-wool and _part- 
wool blankets was ordered and dis- 
played properly in the department. 
The line was carefully “price 
lined” and all prices established 
were in line with local competi- 
tion. They sold Tike “hot cakes” 
from the start and sales today are 
an important factor in the depart- 
ment. 


Next to be added was a com- 
plete stock of sheets and pillow 
cases, and bath, hand and kitchen 
towels. This line required a major 
cash investment in order to achieve 
a complete stock. Again local com- 
petition was checked before add- 
ing the line. Today, this section 
accounts for more than 33-1/3 per 
cent of the volume in the home-fur- 
nishing department. The line is 


» 
= 











one major reason why volume for 
the department as a whole has 
reached unexpected levels. 

Soft lines, such as bath rugs, 
bath mats, closet seat sets and 
shower curtains are new items 
which are very popular. It is 
necessary to carry a wide variety 
of this merchandise so the invest- 
ment in stock is high. Margins, 
on the other hand, are very gener- 
ous and turnover is better than 
average. 

“Few of our customers would 
expect to find bed spreads in our 
store,” says Mr. Anderson. “How- 
ever, we added the line and they 
have sold unusually well. They are 
related to blankets, sheets and pil- 
low cases and complete this group 
of items.” 

Display space of the home fur- 
nishing department was doubled 
to make room for the new lines and 
to provide the space in which to 
show them properly. Soft lines, 
for the most part, are shown on 
open tables or on tables along the 
sidewalls. 

Shower curtains are featured 
with bathroom scales. Nearby are 
the bath rugs, closet seat covers 
and other related goods. This type 
of display leads to increased sales 
in almost every case. 

The company always carried a 
most complete stock of dinner- 
ware, gift pottery and similar 
items. These assortments have 
been enlarged, displays improved 
and new items added. This has 
served to increase sales materially. 





Extra sales resulted from these 
shower curtains arranged around 
the display of bathroom scales. 
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Low flat tables were ideal for showing various types of pottery. The 
items featured on this table were decorated and were rose colored. 


When the display space of the 
department was revamped and en- 
larged, displays of many of the 
every-day items were improved. 
The cleaning supplies section is an 
example. Heretofore, these items 
were scattered. Now they are 
shown in a section especially de- 
signed to present such goods so 
that customers can wait on them- 
selves. It is a very popular section 
and customers always buy more 
than they originally intended. 


“We are expecting great things 
from our homefurnishing depart- 
ment when the war is over,” says 
Mr. Anderson. “At that time, we 
will be able to secure many essen- 
tial items of equipment for which 
there is an unprecedented demand. 
The lines we have added during 
the war will definitely be retained. 
Under these circumstances, we 
should be able to provide our cus- 
tomers with a very complete home- 
furnishings service.” 


How to Find Your Cost 
of Doing Business 


ep of doing business in the 
retail hardware store is a term 
which indicates the portion total 
expense is of the total net sales of 
the business. It is written as a per- 
centage figure. 

A firm’s cost of doing business is 
a very important figure to know. It 
is used extensively in the analysis 
and comparison of operations. It 
also is a guide to the merchant in 
the operation of his business from 
month to month and when used in 
connection with other’ operating fig- 
ures of the business enables him to 
determine the approximate results 
from such operations. 

To determine your cost of doing 
business; first, secure total expenses 
of the business for the period under 
consideration. Next, arrive at the 
total net sales of the business for 
the same period. Then, find what 
per cent total expenses are of total 
net sales by dividing the total ex- 
pense figure by the total net sales 


figure. The result is your cost of 
doing business in per cent. 

For example: total expenses in 
a hardware store for the month of 
August were $756.00. Total sales 
after deduction of returns and al- 
lowances were $2,700.00. Divide 
$756.00 expenses by $2,700.00 sales 
and the result 28.0 per cent is the 
cost of doing business for this 
month, 

Cost of doing business in a retail 
hardware store can be determined 
for each month of the year provid- 
ing the operating figures are avail- 
able. Cost of doing business should 
also be figured on a cumulative 
basis during the year so as to pro- 
vide an overall picture of operations 
to date for consideration of the own- 
er or manager. 

This is determined in the same 
way that it is figured for an in- 
dividual month except that expense 
and sales figures for the entire peri- 
od are used in the calculations. 
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For Early September—Sporting Goods, 


Heater Repairs and Window Shades 


HARDWARE AGE Original Window Display IDEAS 
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BASKETBALL FOOTBALL 
FIT’ 
. THIS FALL 
Bo NG 
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HEATER 3 
REPAIR 
WINDOW 
MERCHANDISE: 


Oil heater wicks 
for all kinds of 
heaters, heat re- 
sisting glass 
globes, elements 
for electric bowl 
heaters, heater 
cords. 


SHADE 
WINDOW 


MERCHANDISE: 
All kinds and 
types of window 
shades. Show on 
a rack similar to 
the one shown 
in this window. 
Dust cloths, shade 
pulls, and shade 
metal fixtures. 

BACKGROUND: 
Center panels of 
buff corrugated 
board or painted 
wallboard. Side 
strips of tan. Cut- 
out letters of red 
and yellow. 
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Portasie Room 


HEATERS 


REPAIR AND 


MAINTENANCE 


SuPPLIESs 


FALL 
SPORTING 
GOODS 
WINDOW 


MERCHANDISE: 
Footballs, shoul- 
der pads, football 
shirts, football 
shoes, athletic 
supports, bowling 
balls, bowling 
shoes, ball carry- 
ing cases, zipper 
bags, badminton 
sets, rackets, cocks, 
badminton nets. 
home muscle ex- 
ercisers, soft balls, 
gloves, soft ball 
bats, hand balls, 
hand ball gloves, 
basket balls, bas- 
ketball trunks. 
basketball shirts, 
gym shirts, etc. 

BACKGROUND: 
Center panel of 
buff corrugated 
board or painted 
wallboard. Side 
panels of tan. Red 
cut-out letters on 
center panel. 


SHADES 


WASHABLE 
SUNFAST 
INEXPENSIVE 


SHADES 
TOFIT 
YouR 

WINDOWS 


No Extra 
Cranage 











HARDWARE AGE READERS SAY 
“LET'S KEEP REGULATION W" 





EGULATION W was a war-inspired measure of business control. 
Its primary purpose was to aid in the fight against inflation by 


making mandatory certain provisions dealing with retail credits 


and installment selling terms. Under this mandate many retail hardware 


firms cleaned up old credit accounts, improved their installment sales 
contracts status and knew that no competitor could offer longer or better 


terms. 


Having faced, for twenty years or more, some thoroughly un- 


economic competition in the installment selling of major appliances, 


most hardware dealers welcomed the arm of government as expressed 


in Regulation W. 


It forced intelligent down payments and sane install- 


ment terms and required fairly prompt settlement of old accounts before 


new credit could be extended—and that new credit also had to be con- 
sistent with the terms of Regulation W. 


From the many letters received in response to an editorial discus- 


sion which invited reader comment, three outstanding letters have been 
selected for publication, with permission, on these pages. Other readers 


agreeing or opposing the opinions expressed here are welcome to con- 
tribute their thoughts on this subject. The letters selected follow. 


SAYS H. F. SKIDMORE 


Skidmore Hardware Co., 
Elizabethtown, Ky. 


\ V read with interest your com- 


ments on Credit Regulation W in 
your issue of July 8. We would like 
to state in the beginning that we feel 
that Regulation W is the only regu- 
lation, of the millions concocted dur- 
ing this emergency, to be of any 
help whatsoever to the retail dealer. 

We also fully realize the danger 
that if Government is allowed to 
make one regulation for business 
that it follows that they are liable 
to make many others. We also 
doubt that we will ever return to 
the days when Government practiced 
almost no control over retailers. 
History has shown over and over 
again that we never go back to the 
good old days, so certainly if we 
are going to have regulations, let’s 
don’t discard the one that has done 
more to put us on a sensible footing 
than all the resolutions approved 
and speeches made at conventions 
since credit business came into be- 
ing. 

We notice that you believe the 
distributors of appliances would be 
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able to control credit practices. We 
know from experience that these peo- 
ple have no desire to control credit 
practices or the price at which their 
merchandise is sold at retail. Re- 
gardless of what they say, they are 
interested in one thing and one 
thing only, and that is selling as 
many units of their product as is 
humanly possible, regardless of who 
it is sold to or what it is sold for. 
Our understanding of a real demo- 
cratic government is that it is to 
control all sections of a group for 
the good of the group when that 
group does not have sense enough 
to control itself. 

Ninety-five per cent of all people 
doing installment selling might be 
willing to live up to some form of 
voluntary agreement similar to Reg- 
ulation W, but that other five per 
cent who can always sell merchan- 
dise for absolutely no profit and 
extend the longest credit terms on 
record would at the same time in 
less than a year force us back into 
that same rut we were in before 
Regulation W was born. 

We could consume several para- 
graphs enumerating the good that 
came out of this regulation but 
every legitimate retailer knows those 











benefits as well as we. So we would 
like to conclude by saying let’s keep 
Regulation W, the only contro] that 
has ever worked so far as credit is 
concerned. 

x wk * 


SAYS P. E. NICHOLS 


Credit Manager, 
Buhl Sons Co., 
Detroit, Mich. 


r 
Vow editorial “Post War Credit 
Control” was read with considerable 
interest and while I am not a dealer, 
I am, nevertheless, very much inter- 
ested in the welfare of the hardware 
dealers our company serves. 

There is no question as to the 
substantial benefits to hardware deal- 
ers through governmental Regula- 
tion W, judging the results by the 
present condition of some dealers’ 
accounts and evidence of the manrer 
in which the majority of them quick- 
ly availed themselves of the expedi- 
ent. Like any other company in our 
position we encouraged those of our 
dealers, who would be benefited the 
most. to make the fullest use of Reg- 
ulation W. It worked fine and now 
many tell us they would prefer some 
post war governmental control along 
similar lines. 

Our own opinion is that economic 
regimentation does not apply in any 
sense to American business, except 
as in the emergency we are now 
passing through. There would be a 
tendency to limit the progress of 
business and we believe that when 
after the transmission period has 
reached a point when perhaps the 
various governmental alphabetical 
groups will be disbanded, Regula- 
tion W should go with it. It has 
already been the means of proving 
to us the soundness of intelligent 
credit—retail dealers and wholesal- 
ers alike—because almost immedi- 
ately that the regulation went into 
effect the wholesaler benefited too 
and many a dealer’s purchasing pow- 
er reached a point he never before 
realized existed. 

This has all been very educational 
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Several score of HARDWARE AGE readers respond to editorial dis- 


cussion in July Sth issue. They favor continuance of this one particu- 
lar form of governmental control, believing it the only device that 
can curtail the competition of uneconomic installment selling and 


credit extension. 


Only two readers express contrary view. Their 


opposition is an opposition to continuance of any further govern- 
mental control over business procedure for the post-war period. 


and while its results may not be of 
lasting duration with all dealers, it 
undoubtedly will be with many. 

Meanwhile our national credit 
groups have not been idle. The 
credit profession realizes that it 
will be called upon to handle busi- 
ness on a bigger scale than ever be- 
fore. It realizes, too, that our na- 
tion’s profits must be conserved, 
closer cooperation, among credit 
executives must be the rule. Credit 
competition was a pre-war fallacy 
and to some extent may still exist, 
but only where there is an absence 
of cooperative effort. It is realized 
that post war credit problems will 
lurk with many dangers but our 
country’s credit interchanges have 
been keeping their files up to date as 
against the day when business will 
go back to a peace basis and there 
will be a rush for late credit infor- 
mation. Business requirements will 
be quickly served and we believe 
any challenge to credit problems will 
be quickly and intelligently dealt 
with because we have for some time 
now been operating on a sound eco- 
nomic basis. 

The prospect of post war business 
is inspiring and exhilarating and, 
as developments occur, this thought 
will become contagious. Business 
must be prepared to meet the de- 
mands that will be made upon it. 
Post war planning by business should 
be already well on its way. Aggres- 
sive and intelligent planning in in- 
dustry is right now working closely 
with credit planning. The thought 
back of all such preparation is noth- 
ing more than the old pioneer spirit 
brought up to date. An American’s 
faith in America. That is why our 
boys are away fighting. When they 
return their needs will be many and 
our credit machinery will be geared 
to take care of them. 

Our company serves not alone the 
hardware dealer but also large and 
small industries, furniture dealers, 
appliance dealers, service stations, 
etce.—hence our contacts are many 
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and varied. The writer’s association 
with the various credit groups calls 
for attendance at numerous meet- 
ings, etc., and I know that much 
thought and planning is already tak- 
ing place. Business generally seems 
to be sound and ready to go into 
peace time stride. There is a slight 
leaning towards conservatism, how- 
ever, perhaps because of the realiza- 
tion that many entirely new items of 
merchandise will be on the market. 
The feeling is that wise buying will 
profit the most, but when we get in 
stride, America will be on its way 
once more, doing business in its own 
way. 
x « *® 


SAYS O. D. JONES 


— President, 
O. W. Jones Hardware Co., Inc., 
Thomaston, Ga. 


‘Youn discussion of post-war con- 
sumer credit regulation is timely, 
and should be given serious thought 
by retailers in all lines. 

While the writer is definitely op- 
posed to the numerous government 
wartime controls over business being 
continued after the war, retail credit 
regulation has never been properly 
accomplished in the past; human 
nature being what it is, it will not 
likely be accomplished without some- 
thing like Regulation W—despite 
the individual and collective intelli- 
gence of retailers. (Since Reg. W is 
effective only at the retail level, re- 
tailers and financing institutions are 
the only ones directly concerned.) 

There are some retailers who have 
always had the backbone to operate 
on a sound credit policy; they are 
the ones who are in the best position 
today. There are others who out 
of fear that they will not get their 
share of business, or through care- 
less methods, offer installment terms 
too long—down payments too small 
—open account privileges without 
close control or definite terms within 


reason. There is still another group 
(the largest by far) that wants a 
sound credit policy, but has not the 
backbone to support it—and in order 
to be competitive, falls in line with 
group two. These two groups have 
suffered for years because of un- 
economic or improper credit selling. 
Their credit policies have had a de- 
moralizing influence on all retail 
business. If business could not or- 
ganize itself before the war as re- 
gards credit, what reason is there to 
hope that it will (not can) do so in 
the future? 

The buying public has now be- 
come conscious of its obligations un- 
der Regulation W; there has been 
little if any irritation to the public 
by the credit restrictions. Because 
of Regulation W, consumers as a 
whole have been able to put them- 
selves in a current financial position 
—as compared with a condition of 
being debt-ridden before the effec- 
tive date of W. Because of Regula- 
tion W, most retailers have also been 
placed in a more comfortable posi- 
tion by reason of having cash money 
with which to operate, with which to 
retire dans and mortgages, and with 
which they can take fuller advan- 
tage of cash discounts and other 
privileges. 

Your editorial lays emphasis on 
the amount of paper and book work 
imposed by Regulation W. For a 
well-regulated business, the paper 
work is not heavier but lighter. This 
is not a statement of theory or be- 
lief, but of experience. No new 
forms are needed, no reports of com- 
pliance are required, and less book- 
keeping is involved. All that is 
necessary is to prepare by the tenth 
of each month a list of names in de- 
fault, and keep this list corrected 
daily — involving only a very few 
minutes each day. Even without 
Regulation W, this minimum amount 
of time should be spent by a respon- 
sible person in regular examination 
of accounts receivable. 

(Continued on page 83) 
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Elect J. E. Woodmansee 
Richards & Conover Pres. 


J. E. Woodmansee was re- 
cently elected president and 
treasurer of Richards & Conover 
Hardware Co., Kansas City, Mo., 


wholesale hardware distributors. | 





J. E. WOODMANSEE 


capacity in the concern. 
Mr. Woodmansee was elected as 
treasurer of the company in 
1914, having continued in that 
office ever since. Prior to his 
elevation 
Richards & Conover he was vice 


every 


| ‘ 
| president and treasurer of the 


Mr. Woodmansee, who has been | 
associated with the organization | 


for 40 years, succeeds the late 
(. B. Richards as president of 
the company. He began his ca- 
reer with the Rich-Con organ- 
ization as an office boy and has 
through the years, at one time 
or another, served in practically 





LANCASTER 


| trict of the city. 





company. 

Intensely interested in 
affairs and business organizations 
he is a past president of the 
Chamber of Commerce, has 
served as chairman of the Elec- 
tion Board of Commissioners, 
and under his guidance the per- 
manent registration system in 
Kansas City was installed. He is 


civic 





H. H. KUEHLKE 


also a trustee of the Kansas City 
Art Museum and recently be- 
came chairman of the “Old Town 


Committee,” for the purpose of | 


rehabilitating the north end dis- 
One of his out- 
standing hobbies is serving in the 
Don Bosco center, composed 
mostly of people of foreign na- 
tionalities, to see that they are 
properly acquainted with the 
American way of life and its va- 
ried activities. 

M. E. O'Neil, George R. Con- 
over and Capt. Conover Smith 
are vice presidents of the com- 
pany. Herman H. Kuehlke was 
elected secretary and assistant 


to the presidency of | 











secretary; and R. R. Lancaster, | 
general director of sales. The | 
board of directors is composed of 
the Messrs. Woodmansee, 
O’Neil, Conover, and Capt. Con- 
over Smith. Other directors are: | 
Samuel W. Sawyer, J. W. Mitch- 
ell, Charles N. Seidlitz, and Col. 
Hugh C. Smith. 


RICHARDSON HEADS 
RUBBER COMMITTEE 


Prentiss M. Brown, OPA ad- 
ministrator, announces the ap- 
pointment of William S. Richard- 
son, general manager of the in- 
dustrial products sales division, 
B. F. Goodrich Co., Akron, Ohio, 
as chairman of the OPA 
Mechanical Rubber Goods In- | 
dustry Advisory Committee. The 
committee is composed of rep- 
resentatives of all rubber com- 
panies that manufacture many 
thousands of rubber mechanical 





| items. 


| port manager for The Barr Rub- 


| lines for the post-war period. His 
| headquarters are in the Bank of 





treasurer: C. D. Moore, assistant | 


| 


| 
| 


PEREIRA REPRESENTS 
U. S. MFRS. IN CUBA 


A. Pereira, for 12 years ex- 
ber Products Co., Sandusky, 
Ohio, is now a manufacturers’ 
representative in Havana, Cuba. 

At the present time he is rep- 
resenting The Osborn Mfg. Co., 
Cleveland, Ohio, and The Per- 
fect Circle Co., Hagerstown, Ind., 
and is interested in securing a 
few  non-conflicting hardware 





Nova Scotia Bldg., Havana, Cuba. | 








A. PEREIRA 


WICKWIRE SPENCER 
PROMOTES W. F. SEWART 


Dean Rollans, vice-president in 
charge of sales, Wickwire Spen- 
cer Steel Co. and its subsidiary, 
the American Wire Fabrics Cor- 
poration, today announced the 
appointment of W. F. (“Bill”) 
Sewart as asst. sales manager, 
Hardware Products Division. 

Mr. Sewart has been with the 
company since 1923 and _ until 
1932 was a sales correspondent 





W. F. SEWART 


in its export department. Since 
that time he has been active in 
the domestic sales of the com- 
pany’s hardware items, manufac- 
tured for distribution through 
the hardware jobbing trade. He 
is especially familiar with the 
trade in the east and in the Chi- 
cago area, and will be located in 
the firm’s home offices, 500 Fifth 


| Ave., New York 18, N. Y. 


Percy Jenkins continues as 


| sales manager of the Hardware 
| Products Division. 


TOURNAMENT PLANNED 
AT EXCELSIOR SPRINGS 


The directors of the Hardware 
Golf Association have decided 
to hold its 18th annual tourna- 
ment, conditions permitting, Sept. 
23 to 25, 1943, at the Elms Hotel. 
Excelsior Springs, Mo. Since all 


| the money usually given in prizes 


will be donated, as before, to 
some form of War Relief, just 


the regular trophies will be 
awarded. Any correspondence 
should be directed to A. J. 


Eggleston, secretary-treasurer, 311 
Lake St., Chicago, Ill. 
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NCER ‘s - 


sewart § Keating Heads Board | 


resident in | 
vire Spen- : | 
subsidiary, war atzinger 0. 
brics Cor- 

inced the The Edward J. Katzinger Co., 


(“Bay : 
Bill Chicago, Ill., has recently an- 
manager, nounced the following changes | 


sion. in the executive personnel: 

with the Arthur Keating, formerly presi- 

ind until dent of the company, has been 

-spondent elevated to the position of chair- 


man of the board. Lee B. 
Thomas, now the president of | 





ee a es me me 


OHIO’S GOVERNOR SIGNS TRADE DIVERSION BILL. 
Gov. John W. Bricker (seated) of Ohio recently signed the 
state’s new trade diversion bill, which was passed by the Ohio 
Legislature. Ohio is the eighth state to enact such legislation 
to minimize industrial selling at wholesale to employees. The 
Ohio bill was sponsored by a group of retail trade associa- 
tions. Shown here are: standing, left to right, Victor L. 
Keys, secretary, Ohio State Pharmaceutical Association; 
George V. Sheridan, executive director, Ohio Council of Re- 
tail Merchants; Senator Stanley Mechem of Nelsonville, a 
F : f shoe merchant, and Representative J. E. Simpson of Kenton, 
live vice-presidegt and treasurer, | co-authors of the bill; Representative Paul R. Barnes, Colum- 








ARTHUR KEATING 























remains actively in that post. | bus, a druggist; Howard E. Hawk, Columbus, director of the 
‘| Robert D. Burns, former con- | Ohio Retail Jewelers’ Association; John B. Conklin, Colum- 
| troller, is still controller and | bus, secretary, Ohio Hardware Association, and Representa- 
| also assistant secretary. tive H. E. Louis, New Holland, a hardware merchant. 
| The other vice presidents of — — . 
this firm are as follows: Joseph | ford, president of the electric | courageous service to his fellow 
Since G. Jackson; Louis Alton, Carl | shaver company which is now | airmen and his country. 
ctive in LEE B. THOMAS C, MacBurney ; Tom Dillon; | engaged in precision manufac- Sergeant Billington was cited 
ie gait ——— ee Paul Crissey ; Benson Littman; | ture of war products, Mr. Powell, for meritorious achievement 
anufac- rears ais sha nine eed M: and Jack Zimmer. who will head the financial de- while participating in an aerial 
through Thowas Rites ps J ffili " | . — partment, concluded 15 years’ | fight over enemy shipping in the 
- . s S$ previously alhliated | SCHICK, INC., NAMES association with the Bausch?& |} Pacific. 
. with Butler Bros. M. K. Schra- Lomb Optical Company at 
ith the ger, who has been associated NEW SEC.-TREASURER Rochester, N. ¥.. i id-June to 
he Chi- with the company for 10 years The appointment of William a a eae SOILLESS GROWERS GUILD 
: 2 : . accept the Schick position at MOVES TO MICHIGAN 
ated in in the capacity of secretary, is| H. Powell as secretary-treasurer | Gramford. Conn 
0 Fifth now vice-president and_ secre- | of Schick, Incorporated, has been | 4 ouedente of Niagara Uni- The Soilless Growers Guild, 
—— tary. Mortimer Marder, execu- | announced by Kenneth C. Gif- versity, with post-graduate nuance ee eee Poy a 
rdware studies at Mechanics Institute | ““* ‘ay a a a a inl 
and the University of Rochester, cently beta to 259 Jac kson 
Mr. Powell is an active member Ave., S. E. Grand Rapids 3. 
NED of the National Association of Mich. ‘ ; 
: | Coast Accountants. He was as- 
mas | sistant controller at Bausch & | CHANDLER NOW TREAS. 
rdware | Lomb and aside from business WESTERN NEW YORK 
ecided | Snamee has had extensive ex- ADJUSTMENT CORP. 
ourna- | perience with industrial engineer- v. A Cheniiee wee 
, Sept. : ing, manufacturing and account- the Beenie in: Ga. hen ten 
Hotel, q ing methods. elected vice-president of the 
ent all . Western New York Adjustment 
_—— 4 H. M. BILLINGTON Corp., an affiliate of the Credit 
mm to : RECEIVES AIR MEDAL Men’s Association of Western 
- | H. S. Billington, Canajoharie, | New York. 
Ht be : | N. Y., retail hardware dealer, F. A. Chandler brings a wealth 
dence | has been informed that his son, | of experience to this office, hav- 
> } | Sergeant Herbert M. Billington, | ing served as an executive of 
a oa : | was decorated with the Air| the Barcalo company for many 
3 M. K. SCHRAGER WM. H. POWELL | Medal in recognition of his years. 
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JAMES E. MacMURRAY 


James E. MacMurray, founder 
and former chairman of the 
board of Acme Steel Company, 
Chicago, Ill., passed 
cently at Pasadena, Cal. 
80 years of age. 

Mr. MacMurray held the presi- 


away re- 





JAMES E. 


MacMURRAY 


dency of Acme Steel Company 


He was | 





OBITUARIES 








when that company, La Belle 
Iron Works, and Wheeling Steel 
& Iron Co. consolidated to be- 
come Wheeling Steel Corp., be- 
came manager of the Galvanized 
Sheet Sales Division. Promi- 
nent in trade association activi- 
ties, he was a high Mason and 
Rotarian. He is survived by two 
daughters and four sons. 


JOHN RAYMOND FLYNN 


John Raymond Flynn passed 


away recently in Merced, Cal., at 


for 38 years and then became | 


board chaiman until his retire- 
ment several years ago. He saw 
the development of the company 
he founded from a small enter- 


prise to one of the leading in- | 


dependent _ steel 


the United States. His interests 


companies in | 


| 


in educational and religious ac- | 


tivities were manifested in do- 
nations made during his life- 
time of over $2,250,000 to Mac- 


Murray College at Jacksenville, 
Ill., and $235,000 to Garrett 
Bibical Institute at Evanston. Mr. 
MacMurray served as_ Illinois 
State for years. 
He is survived by two daugh- 


senator six 


ters, 


JOHN F. JOHNSON 
John F. Johnson, Brady, Neb., 


passed away recently following a 
short illness. In 1907 Mr. John- 
son worked for the hardware and 
implement firm of O’Rourke and 
Kratzenstein. In 1920 he pur- 
chased half interest in the busi- 
and it was renamed the 
Bros. Hardware Co. 
Later he became the sole owner 
under the firm name of 
son’s Hardware Co. 


ness 


Johnson 


WILLIAM L. LATTA 


John- | 


| tioner 


William L. Latta, 68, manager | 


of the Galvanized Sheet Sales Di- 
vision of Wheeling Steel Corp., 
Wheeling, W. Va., passed away 
recently at his home in Wheel- 
ing as a result of a stroke suf- 
fered last year. 

Mr. Latta joined the Whitaker- 


Glessner Co. in 1907, and then, | 
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the age of 53. He had been for | 
years owner of 
Merced Hardware Co., which he 
and his father purchased. 

His Mrs. Elsie A. 
Flynn, and three sons, Robert, 
James and Frank, all of Merced, 
survive. 


sev eral sole 


widow, 


R. L. SWEETNAM 
R. L. 


at the age of 70 following a long 
illness. He was owner of the 
Sweetnam Hardware Co., in 
Peoria, Ill., and served for some 
time on the board of 
of the Illinois Retail 
Dealers Association. Sweet- 
nam for four years 
was delegate to the national con- 


Sweetnam passed away 


directors 
Hardware 
Mr. 


consecutive 
vention. 


JOHN EDWIN McCRADY 


John Edwin McCrady passed 
away recently in Diedem, Fla., 
Mr. MecCrady was with the A.C. 
Gilbert Co. as general sales man- 
ager, president of the Kalmet 
Corp., president of the Sherman 








JOHN EDWIN McCRADY 


Radio 
of the Liberty 
Retail Stores. 


He 


Mfg. Co., and president 
Radio Chain of | 
developed an air condi- 
and humidifier and was 
well experienced in the mnufac- 
turing and marketing of 
radios, and electric appliances. 
At the time of his death he re- 
sided in Clearwater, Fla., where 
he moved when he retired from 
the employ of the National Car- | 
bon Co., Inc., on account of ill} 
health. 


toys, 


MRS. FRANK CHAPMAN 


On June 17, in Glendale, 


Calif. Mrs. Frank Chapman, | 


vice president and _ co-founder 
with her husband, Frank Chap- 
man, of The M. W. Dunton Co., 
passed away at her home in 
Glendale, Calif. 

Mrs. Chapman, born Mary 
Winslow Dunton, May 5, 1866, in 
the town of Hope, Maine, mar- 
Frank Chapman in 1898. 
Providence. 


ried 
later 


a 


moving to 
in 1901. 

On November 2nd, 1902, she 
and her husband started the 
business of manufacturing Noko- 


rode Soidering Fluxes, and in 
her honor the company was 
started under the name of M. 


W. Dunton and Company. Later 





| at the Wesley Memorial Hospi- 
| tal, Chicago, Til. 





MRS. FRANK CHAPMAN 


the same was incorporated unde 


its present name of The M. W.| 
| Dunton Co. 
At its incorporation, Mrs. | 


Chapman was elected vice presi- 
dent of the 
mained in that capacity 
Locating 


company and re- 
up to 
the time of her death. 
in California in 1923, on account 
of her health, she and her hus- 
East 
times. } 


band returned several | 

Although an invalid for years. 
she did not give up until last | 
February, when it became neces- | 
sary for her to remain in bed, 
and she had been a very great 
sufferer since that time. 

She leaves a husband, Frank 
Chapman, who has been presi- 
dent and principal owner of the 


company. 








GEORGE F. McGILL 


George F. McGill, 52, pres'- 
dent of the McGill Metal Proc- 
ucts Co., passed away recently 


In 1908 Mr. McGill became 
president of the company 
founded by his father in 1878. 





G. F. 


McGILL 


Originally manufacturing only 
ticket punchers, they expanded 
their line under Mr. McGill to 
include change carriers, mouse 
traps, and rat traps. 

Survivors of Mr. McGill are 
his mother, Pauline McGill; his 
widow, Grace Mitchell McGill, 
and three sisters. 





HENRY N. MURPHY 


Henry N. Murphy, partner in 
the Murphy Bros. Hardware store 
in Galesburg, Ill., before its 
dissolution, passed away at the 
age of 93. 

He is survived by his widow, 
a son, Dr. H. S. Murphy of Neb., 
and a granddaughter. 


ALMON SMITH 


Almon Smith passed away re- 


cently at the age of 83. His 
hardware business in Gridley, 
Cal. wiil be carried on by his 


son Sidney R. Smith. 


GEORGE E. RING 


George E. Ring, owner of the 
Anchor Hardware, Kansas City. 
Mo., passed away recently at 
the age of 65. He was vice- 
president and secretary of the 
Kansas City Hardware Club. 


JOSEPH J. GERWE 


Joseph J. Gerwe, former vice 
president of George A. Clark & 
Son, Minneapolis, Minn., passed 
away recently following an ex- 
tended illness. 

Survivors include his widow, 
daughter, son, mother, four sis- 
ters, and three brothers. 
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LANGSAM AGAIN WITH 
MASBACK HDWE. CO. 
Ralph H. Langsam recently 


returned from the service with 
WPB in Washington, D. C., to 


the Masback Hardware Co., New | . 
| American 





RALPH LANGSAM 


York City, where he will hold 
the position of vice-president in 
charge of trade sales. Mr. Lang- 
sam will supervise the company’s 
trade sales, sales promotion and 
advertising, marketing research 
and post-war planning ideas. 

In Washington, D. C., Ralph 
Langsam served originally as 
chief of the Consumer Goods 
Unit, Wholesale and Retail Pol- 


icy Section, Office of Civilian 


Supply, WPB, and later as chief | 


of the Manpower and Services 
Unit, Service Trades and Distri- 
bution, Office of Civilian Re- 
quirements, WPB. 


BRUMBAUM RETURNS TO 
LANDERS, FRARY & CLARK 


H. R. Brumbaun, sales execu- 
tive of Landers, Frary & Clark, 
New Britain, Conn. is resuming 
his connections with that firm 
after a leave of absence, during 
which time he has been asso- 
ciated with OPA, Washington, 
Bc 

Mr. Brumbaum has been in 
charge of cutlery and_ allied 
products in the Consumers’ Dur- 
able Goods Branch, participating 
at industry meetings and 
tacting other government agen- 


cles, 


con- 


ROSSE EXPORT MANAGER 
WICKWIRE SPENCER CO. 


Wickwire Spencer Steel Co., 
New York City, recently an- 
nounced the appointment of 
Matthew R. Rosse as sales man- 
ager, export division, succeeding 
W. H. Lynn. 

Mr. Rosse, a native of Glas- 
Scotland, has had more 
than 25 years of continuous ex- 


gow, 
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| issued a 








perience in the exportation of 


steel products and_ industrial 
equipment. 
Prior to joining Wickwire 


Spencer, he was for eight years 


assistant export manager of the | 
Cable Co. | 


Chain & 
Mr. Rosse will be located at 500 


| Fifth Ave., New York 18, N. Y. 


BISSELL’S STATEMENT 


| ON SWEEPER PRODUCTION | 


| to succeed Gordon W. Cameron. 


UNDER AMENDED L-30-d 


Following inquiries from cus- 
tomers concerning the availabil- 
ity of sweepers, under the terms 
of WPB order L-30-d, as 
amended, Bissell Carpet Sweeper 
Co., Grand Rapids, Mich., has 
statement of the 
amended order, and its effect 
upon sweeper manufacturing. 
The company’s statement says in 
part: “Basically it permits the 
manufacture of carpet sweepers 
containing not more than 1% 
Ibs. of steel net per sweeper, and 
not more than 30 per cent of the 
amount of steel consumed during 
an average quarter in the base 
period year running from July 1, 
1940, to June 30, 1941. 
number of units a given manu- 
facturer might make would de- 
pend on the average steel con- 


tent of his pre-war product... . | 
| Simonds Saw & Steel Co., Fitch- 


This is all conditional on having 
steel] or being able to secure it. 
. . . Other hard-to-get materials 


| treasurer of the Gillette Safety | ; Pig 
Thus the | | shower curtains, gift items and a 


| been reelected | 
| Boston Control of the Controllers | 


are also involved. . . . Finally, a 
sweeper within the limitations | 
must be created and priced... . 
Whatever sweepers we make will 
consist of one model only, to be 
known as ‘Bissell’s War Model.’” 


PALMER HEADS BOSTON 
ALUMINUM CO. OFFICE 
Ray E. Palmer has been made | 
manager of the Boston office of 
the Aluminum Co. of America 


Mr. Palmer had formerly been | 
a general salesman in the Bos- 


ton office. 


GURWELL PRESIDENT 
DETROIT CONTROLLERS 


O. J. Gurwell, controller of | 


| the Michigan plant of Thompson | 


president of the Detroit Control 
of the Controllers 
America. 


Products, Inc., has been elected | 
Institute Hl 


REELECT RIGBY, SEC. 
BOSTON CONTROLLERS 


Richard 


N. Rigby, assistant 


Boston, Mass., has 


secretary of the 


Razor Co., 


Institute of America. Stanley F. 


Chittick, controller of — the 


berg, Mass., was renamed a di- 





| 
rector. | 








| 





Above is Theodore Regensteiner, president of the Arrco | 


Playing Card Company of Chicago, 


congratulating Max 


Glazer, the new general manager of the company. Mr. Glazer | 


was formerly with the Regensteiner Corporation. Mr. 


egen- 


steiner, who celebrated his 75th birthday on May 16, has just 


| written his autobiography, “My First Seventy-Five Years,” a 
history of the development of color printing in the United 
States. He was recently honored by the graphic arts industry 
with a special radio broadcast dramatizing his first use of 
three-color printing. Mr. Glazer is announcing a new series of 
beautiful designs of the plastic-coated Duratone playing cards, 
which he says “have proved themselves to be “‘tops’ in lasting 


qualities.” 


CONNALLY PRESIDENT 
WADEL-CONALLY CO. 


Walter B. Connally has been 
elected president of the Wadel- 
Connally Hardware Co., Tyler, 
Tex. Gus F. Taylor is chairman 
of the Board of Directors. C. L. 
Bullington was elected vice 
president, which was Mr. Con- 
nally’s previous position. T. G. 
Whitener became secretary-trea- 
surer. 


LEYSE ALUMINUM CO. 
SOLVES “NOTHING TO 
SELL” PROBLEM 


The Leyse Aluminum Co., 
Kewaunee, Wis., limited in its 
production of aluminum utensils 
by war time restrictions, has de- 
veloped an extensive “jobbing 
line of non-critical merchan- 
dise consisting of chinaware, 
crockery and woodenware-includ- 
ing such items as ironing board 
pads, hooked rugs, yarn ball and 


needle sets, collapsible clothes 


| dryers, knitting bags, clothespin 
| aprons, shopping bags, brooms, 


transparent plastic cooking jars, 
canister sets and cake covers, 
variety of china, glassware, oven- 
ware and pottery items. The 
company states that this policy 
has added more than 3,000 new 
accounts to its dealer list. 


HARDWARE MEN VICE- 
PRES. OF HARTFORD 
CONTROLLERS 


Homer T. Huffield, 
secretary and assistant treasurer 
of the Capewell Mfg. Co., Hart- 
ford, Conn., and Francis L. Dab- 
ney, controller of Landers, Frary 
& Clark, New Britain, Conn., 
have been elected vicé-presidents 
of the Hartford, Control of the 
Controllers Institute of America. 
Other hardware executives chosen 
as directors are: Floyd A. 
Pearce, assistant treasurer of the 
Torrington, 


assistant 


Torrington Co., 
Conn.; ‘Eugene P. Borkowski, 
auditor of the North & Judd 
Mfg. Co., New Britain, Conn.; 
Park C. Boyd, secretary and 
treasurer of the Whitney Chain 
& Mfg. Co., Hartford, Conn., and 
Burgess. secretary of 


Harry F. y 
Tor- 


the Union 
rington, Conn. 


Hardware Co., 


FOERTH DIRECTOR 
OF BRIDGEPORT 
CONTROLLERS 


J. T. Foerth, controller of the 
Bassick Co., Bridgeport, Conn., 
has been elected a director of 
the Bridgeport Control of the 
Controllers Institute of America. 
He is immediate past president 
of the local organization. 
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BUTLER BROS. CHANGES 


DISTRIBUTION POLICIES 


Separates Ben Franklin and Federated stores 


from all other 


separate functional organizations. 
to Non - Voluntary Chain Stores. 


selling 


Butler Bros., distributors of 
hardware and general merchan- 
operating 
branches, has divorced 

its service to and development of 
Ben Franklin Federated 
stores from all 

according to an 
made by T. B. Freeman, presi- 


dise, and 


and 


announcement 


dent of the company. Two sepa- 


rate functional organizations have 
been set up, each leading to an 
head. The 
tivity of service to and develop- 
ment of the Ben Franklin 
Federated stores be 
direction of the present 
managers in each of the 
pany’s seven locations, who will 


executive 


will 


com- 


be known as the regional direc- | 


tors of the Voluntary Chains. All 
other activities which heretofore 
lead to the house managers will 
in charge of branch 
managers, and the branch houses 
will continue to be located in the 


be house 


same seven key cities. 

Under the 
branch house function 
the operating service for all cus- 
tomers in the warehousing, ship- 
ping and billing of all merchan- 


the 


becomes 


new set-up, 


functions, 


seven 


entirely | 


other functions, | 


major ac- | 


and | 
under | 


house | 


setting up two 
Continue 


dise. This will converge al exec- 


| . . 
utive headquarters under the di- 


rection of C. W. Harris, director 
f operating. 

That selling to non-voluntary 
chain stores remains an impor- 
tant part of Butler Bros.’ plan is 
the fact that the 
present general sales manager at 
headquarters, Harris M. Me- 
Laughlin, is directly responsible 
to President These 
other accounts to 


ev idenced by 


Freeman. 


will continue 


receive all listings of available 
goods. Such of these. stores as 


have kept departmental and item 
records of their 1942 purchases, 
which are the basis of the But- 
ler Bros.’ rotating allocation plan, 
will continue to get their share 


of critical goods, says the an- 
nouncement. 
Mr. Freeman announced that 


because of wartime conditions it 
is no longer possible to keep 
sample displays representative of 


available goods. Therefore, the 
sample rooms, at each of the 


seven houses, were contracted on 


| July 1 for the duration to just 


enough space to take care of 


| limited lots and close-outs. 


Detroit Paintmen Hold | 
Golf Tournament 


The Detroit Paint, Varnish and 
Lacquer Association held a golf 


tournament July 13 at the 
Orchard Lake Country Club, 
Detroit, Mich. Members and 


guests numbering 86 enjoyed a 
chicken dinner and the evening’s 
festivities. In the afternoon 63 
entered the tournament to com- 
pete for the Reichhold Trophy. 
L. J. Harding, Boydell Bros. 
White Lead & Color Co., was the 
chairman of the golf committee 
assisted by R. A. Disher, Conti- 
nental Can Co.; E. Dunn, Berry 
Bros., Inc.; P. F. Robb, Hercules 
Powder Co., and K. H. White, 
Socony Vacuum Co. The Reich- 
hold Trophy was won by K. G. 
Miller, Western Rosin & Turpen- 
tine Co., who also had first low 
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gross and H. P. Walmsley, third 
low gross; L. Mettetal, first low 
net; K. H. White, Socony Vac- 
uum Co., second low net, and 
R. P. Pearsal, third low net. 


ALEXANDER HADDEN 
DISTRICT MANAGER 
THERMOID CO. 

Themoid Rubber Division of 
Thermoid Company, Trenton, 
N. J., has announced the appoint- 
ment of Alexander Hadden as 
district manager covering West- 
chester and Putman _ counties, 
N. Y., greater New York City 
and the state of Connecticut. Mr. 
Hadden will make his headquar- 


ters at Themoid’s new  indus- 
trial rubber products _ sales 
office at 330 Fifth Ave., New 


gross. Bill Lott had second low | York City. 






| Ed Knudston 


| Sons Inc.: 





ALEXANDER HADDEN 


Mr. Hadden is well known in 


the rubber industry and in the 


For 
been 


area which he will cover. 
the past 15 years he has 
covering the same area for the 
B. F. Goodrich Company. 


CENTRAL STATES HAVE 
GOLF TOURNAMENT 


The Central States Hardware 
Club held its fifth annual golf 
tournament at the Tam O’Shanter 
Country Club in Chicago, ill., 
June 25. Eighty-three members 
ind 40 guests enjoyed a day of 


golf and entertainment. Prizes 
were awarded in the form of 
War Stamps. 


The committee in charge con- 
sisted of: Frank J. Koch, chair- 
McKinney Mfg. Co.; 
George H. Beaudin, J. Wiss & 
Sons; A. J. Eggleston, Richards 
Wilcox Mfg.; Walter M. Floto, 
American Steel & Wire Co.; Ben 
The Carborun- 


man, 


Leve, secretary, 
dum Co. 

Prizes awarded fol- 
lows: Came longest distant Will 


J. Feddery—Hardware Age; first 


were as 


low gross, George Macklin- 

Eagle Lock Co.: first low net, 
Matt Spoerr—Yale Towne Mfg. 
Co.; second low gross, Ed. 
Weichmann—American Cabinet 
Hardware Co.; second low net. 


J. C. Benitte—American Steel & 
Wire Co.; third low gross, K. C. 


Warner——Hardware Age; third 
low net, W. M. Olsen——Lamson & 
Sessions Co.; fourth low gross, 


C. E. Larsen—Illinois bron & Bolt 
Co.: fourth low net. Walter Selck 
Selck Co.; fifth 
gross, R. G. Hollingsworth 
P. & F. Corbin. fifth low net, 
Art Ackerman-— Millers Falls Co.: 
net, J. M.—Russall 


Glover low 


sixth low 


| Burdsall & Ward Bolt & Nut Co.; 
| seventh low net, William Reilly 


The McKay Co.; eighth low net, 
Henry Disston & 
ninth low net, H. S. 


McAllister—Atlas Sales Co. 












GRAND SPECIALTIES 
WINS MERIT AWARD 


The Grand Specialties Co., 
Grand Ave., Troy, N. Y., was 
presented with the Army Ord- 
nance Banner of Merit at a buf 
fet luncheon held in celebration 
of the dedication of its new fa 
tory building and offices. Captain 
C. M. Price, U. S. Army Ord 
nance Department, made _ the 
presentation after a welcoming 
address by M. J. Sasgen, presi 
dent. The employees of the com 
pany were also given certificates 
of award by Mr. Sasgen. 


| PROPOSED STANDARDS 


ON OIL BURNING 
FURNACES 


I. J. Fairchild, chief division 
of trade standards, announces a 
proposed commercial standard, 
TS-3518, for oil burning floor 
furnacés equipped with vaporiz- 
ing pot-type burners. 

The purpose of this standard 
is to establish minimum specifi 
cations for the guidance of manu- 
facturers, distributors, and users 
of these furnaces. Also, to avoid 
delays and to provide a uniform 
basis for guaranteeing compli 
ance through labels or certifica 
tion. 


CAPT. PRINCE NOW 
IN TEXAS U.S.M.C.R. 


Captain Albert J. Prince. 
USMCR, has been transferred 
to Dallas, Texas, in command 


of the Marine Corps Procure 
ment Office. 

Previous to this he underwent 
some special training at New 
River, N. C. His present ad 
dress is Marine Corps Procure 


ment Office, 1524 Allen Bldg.. 
1700 Commerce St., Dallas. 
Texas. 
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CAPT. A. J. PRINCE 
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celebration 
ts new fa 
es. Captain 
Army Ord 
made the 
welcoming 
os presi. e ’ * 
vive aaa Reasons for not doing this in August 
‘n. 
DARDS It’s not only dogs that like to relax on dog days. 
ING Everybody does. But, with conditions as they 
: i are in the hardware and sporting goods busi- 
7E 6division - . 
nounces a ness, you may be missing a bet if you relax 
standard, too much 
ning floor F 
h vaporiz- 
ee After all, in another few weeks the football 
standar¢ z ? 
m specifi and hunting seasons will be at hand. Why not 
de pracu start making promotion plans now that will 
users 
, to avoid ring the cash register then? 
| uniform 
compli ‘ 
pani ot Another thing — remember that before very 
long folks will be busy fixing up and painting 
up their homes for the fall and winter seasons. 
“4 That, too, means business for you—in paints, 
Pees weather stripping, patching cements, various 
insferred repair items, tools, waxes, polishes .. . to name 
— a few timely things. Yes, and there’s furnace 
and stove repair business, too. 
iderwent 
at New ” e 
ent ad If you think there’s anything in the idea of 
Procure . ‘ ee 
"Bldg. promoting these, why not give them a whirl? 
Dallas. Remington Arms Company, Inc., Bridgeport, 
Conn. 








ae Aa nme 
Sidelines.. 


Why does night keep on falling but 
never breaking . 
breaks without ever falling? 























. . did you know that a 


penetrate eight %” pine boards? 







A lot of people mean to put more 
money into War Savings than they 
actually do. Why not remind cus- 
tomers by asking if they’d like 
part of their change in War Sav- 











“They say she got a double chin because one couldn’t do 
all the talking!” 
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F. Marion Willis Heads R. F. Willis & Bro. 


F. Marion Willis was recently 
elevated to the presidency of 
R. F. Willis & Bro. Inc., Penn’s 


Grove, N. J. succeeding his 








F. MARION WILLIS 


father, Robinson F. Willis, who 
will continue as chairman of the 
Board of Directors. 


dent of the Corporation. 


R. F. Willis & Bro., Inc., has | 


carried on business for the past | 
42 years and R. F. Willis stated | 


William J. | 


Brodesser was elected vice-presi- | 


when relinquishing the position 
as president to his son, “The 
progress of time dictates 
active organization be turned 
over to younger men who have 
proved their ability.” 

During the period prior to his 
election as president, F. Marion 
Willis held the office of general 
manager and will remain in that 
position. Both men have been 
buyers for many years and will 
continue as such. P. B. Emory 


| is the treasurer of the company. 





WM. J. ERODESSER 








BAYER-SEMSAN NOW 
duPONT SEMSAN 


The Bayer-Semsan Co., maker 
of DuBay Seed Disinfectants, 
became a wholly-owned subsid- 
iary of the E. I. duPont de 
Nemours & Co., recently, and 
will be henceforth known as the 
duPont Semsan Co. 

As quickly as is practicable 
the duPont name will replace 
the familiar DuBay trade-mark 
on packages and sales literature. 
No immediate change will be 
made in formulae or in sales 
policies as they affect jobbers 
and dealers. J. Hunter Gooding 
will continue as sales manager. 


PHILA. LAWN MOWER 
HAS POST WAR 
COMMITTEE 

Recently the Philadelphia 
Lawn Mower & Mfg. Co., Phila- 
delphia, Pa., organized a_post- 
war planning committee to form- 
ulate plans to reenter the lawn 
mower field wher the war ceases. 
The committee of the 
following: S. H. Paul, president; 
J. W. Kootz, vice president and 
chief engineer; Maurice Web- 
ster, purchasing agent; N. C. 


consists 


Herrold, acting sales manager; 
E. L. Davis, secretary-treasurer. 
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Some time azo this company 
acquired a | rger and more 
modern Luildirg so that it will 
be in a better position to carry 
out the manufacture of lawn 
mowers when “V” day comes. 
In addition the knowledge and 
methods gained through the pro- 
duction of materials for the 
armed services will supply fur- 
ther assistance in creating finer 
lawn mowers. 


HAMMERSLEY HEADS WPB 
CONSUMER GOODS DIV. 


Appointment of William 
Hammersley as director of the 
consumers durable goods divi- 
sion War Production Board, was 
announced by Operations Vice 
Chairman H. G. Batcheller. Mr. 
Hammersley, who has been dep- 
uty director of the division, suc- 
ceeds Dudley P. Felt, who has 
returned to private business in 
New York. 

Robert Beatty, previously 
chief of section I in the division, 
handling principally incandes- 
cent and fluorescent lamps and 
bulbs, flashlights and _ batteries, 
and clocks and watches, will 
take over the post of deputy 
director. 

Mr. 
with 


Ss. 


has_ been 
since Sept., 


Hemmersley 
the division 


that | 


1941, serving in various execu- | 


| tive capacities. He was appointed 





deputy director in May, 1942. 
Before coming to Washington, 
he was with the New Jersey 
Zine Co., New York City, and 
the Reynolds Metals Co., Har- 
rison, N. 3. 

Mr. Beatty came to Washing- 
ton in July, 1941, as a consultant 
on electrical goods with the 
Office of Price Administration 
and Civilian Supply, later trans- 
ferring to the Consumers Dur- 
able Goods Division in a similar 


capacity. Before coming to 
Washington, he was associated 
with the  Driver-Harris Co., 


manufacturers of heat and cor- 
rosion-resisting nickel-chrome al- 
loys in Harrison, N. J. 


CORDINER LEAVES WPB 


Ralph J. Cordiner resigned as 
vice chairman in charge of facil- 
ities, WPB. 
ters made public by Donald M. 
Nelson. Cordiner had _ stipu- 
lated he would have to leave 
WPB last April but was induced 
to stay on. He _ was formerly 
president, Schick, Inc., Stamford, 
Conn. 


E. H. FUNKE REPRESENTS 
WINDY CITY PRODUCTS 
Erwin H. Funke, 41 Union 

Square, New York City, has been 

appointed Atlantic seaboard sales 

for the Windy 

City Feeder Co., Chicago, manu- 

facturers of brooders, feeders, 

etc., made of non-critical mate- 
rials. 


representative 


In exchange of let- | 














SILEX CO. HAS NEW 
SALES DIVISIONS 


The Silex Co., Hartford, Conn, 
manufacturers of glass coffee 
makers, has established an east. 
ern sales division office at 300 
Fourth Ave., New York City, 
and a western sales division 
ofice at 14-109 Merchandise 
Mart Bldg., Chicago, Ill. 

William S. Cary, for nine 
years New York district man- 
ager, has been named assistant 
to the vice-president in charge 
of the eastern sales division, and 
Walter S. Wormser, assistant to 
the vice-president, has been 
placed in charge of the western 
sales division with headquarters 
in Chicago, Ill. 








DOBYNS VICE-PRES., 
W. B. GREENE CO., INC. 
S. Flem Dobyns, formerly 
treasurer of the Dobyns-Taylor 
Hardware Co., Kingsport, Tenn., 
was recently elected vice-presi- 
dent of the W. B. Greene Co., 
Inc., in the same community. For 
many years Mr. Dobyns has been 


known as one of Kingsport’s 
progressive merchants and_ has 


served as president of the Kings- 
port Merchant Association. He 
first started with the Kingsport 
Store Inc. which in 1922 was 
bought out by the then newly 


organized Dobyns-Taylor Hard- 
ware Co. 
Also now with this firm, as 


manager of the mill supply de- 
partment, is Robert T. Ander- 
son, who formerly was affiliated 
with the Dobyns-Taylor Hard- 
ware Co. in the same capacity. 








HUSBAND AND WIFE SHOOTING TEAM TOURS ARMY 
CAMPS: Mrs. Ada Topperwein, one of the most famous living 
woman marksman, will give her exhibitions this year with 
her equally famed husband, Ad Topperwein, at 64 military 


training camps. 

ord at aerial tar- 
gets, having 
broken 1,952 out 
of 2,000 regula- 
tion targets in 
five hours and 20 
minutes of con- 
tinuous shooting. 
Her husband's 
greatest feat with 
a rifle was to 
break 72,491 out 
of 72,500 two- 
inch blocks in 12 
days of shooting. 
The Topperweins 
have been tour- 
ing the country 
for 39 years un- 
der the auspices 
of Western Car- 
tridge and Win- 
chester Repeating 





Mrs. Topperwein holds the world’s rec- 





Arms Companies. 
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is, formerly 
obyns-Taylor 
sport, Tenn., 
J vice-presi- 7 
oo Do you respect the judgment of business houses whose products are listed 
ras has been below? They are buying space in the FARM JOURNAL to talk to your 
Rage gree: customers, knowing that the results must be worked out in your store. 
—- These experienced advertisers select the FARM JOURNAL because it is 
ciation. e . . 
Hg ole: welcomed and read in 2,700,000 homes—by far the largest and most influ- 
— es ential rural circulation in America. 

ren newly z . , 
ylor Hard- Meet this money half way—cooperate with these advertisers by display- 

ing and featuring their merchandise. 


is firm, as 
supply de- 
















T. Ander. Here are the products in your line Of the TOP FOUR 
as afhliated ° e : : 
Y Page: advertised in current issues of general magazines 
— the FARM JOURNAL ONLY ONE is rural 
ATFA GUM TURPENTINE GENERAL ELECTRIC PRESTO DURA-GLASS 
BAG BALM GOLDEN FLEECE JARS . 
BALL yg ne yt POT CLEANER home A FARM 
5 ACK L ‘ 
S ARMY BOND FLASHLIGHT OR ess AND CLARK RED ARROW SPRAY 
ous living BATTERIES HIGH STANDARD GUNS _—-REPUBLIC STEEL 
BOSS KEROSENE STOVES HOTPOINT APPLIANCES DR. SALSBURY'S 


year with 





AND OVENS PAR-O-SAN AND 


























+ military CARBORUNDUM FILES KALAMAZOO STOVES HOG OIL 
rid’s rec- CAT'S PAW RUBBER KERR JARS AND CAPS SANI-FLUSH 
HEELS AND SOLES MARLIN FIREARMS SPRED WASHABLE PAINT 
CHORE GIRL CLEANER NORGE TA-PAT-CO COLLAR PADS 
CLOROX OAKES STIRRUP PUMP TOXITE 
COLEMAN APPLIANCES PARMAK ELECTRIC U. S. STEEL 
CYANOGAS FENCER WALKO TABLETS 
DISSTON’S SAWS PETERS CARTRIDGES WESTINGHOUSE 
DUTCH BOY WHITE LEAD PHILCO PRODUCTS PRODUCTS 
EVEREADY FLASHLIGHT PINCOR MOTORS WINCHESTER FLASH- 
BATTERIES PLANET JR. STEELS LIGHT BATTERIES 
FRIGIDAIRE PLUMB AXES ZENITH RADIOS 











Do you know that in more than two thousand counties out of 3,072 in the 
United States, FARM JOURNAL has more readers than Life, Collier’s or 
the Saturday Evening Post? Let us give you the actual figures for your 
county. Write for them today. 


FARM 


GRAHAM PATTERSON, Publisher (8) 8 RN AL Washington Square, PHILADELPHIA 
AND Farniers Wife 
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Appoint 12 to Serve on OPA 
Farm Equip. Suppliers’ Committee 


Twelve officers and executives | ager, Indiana Farm Bureau Co- 


of wholesale distributing houses, | operative Assn., Indianapolis, 
mail order firms and cooperative | Ind.; Russell G. Lindsay, presi- 
distributing agencies were ap-| dent, Lindsay Brothers, Inc., 
pointed by the Office of Price | Milwaukee, Wis.; C. J. Reilly, 


serve on a/| president, Reilly & McGravy, 
Ad- | Brooklyn, N. Y.; C. N. Silcox, 
Cooperative G. L. F. Exchange, 

The committee will Inc.. Ithaca, N. Y.; C. A 
OPA on industry matters and | gin, manager, The H. C. 
assist in studies of pricing prob- | Co., Stockton, Calif.; L. A. Har- 
manager, 
Warren Hardware Co., Memphis, 
| Tenn.; H. R. Kimmel, manager, 

All geographical sections and | farm equipment division, Sears, 
types of distributors are repre- | Roebuck & Co., Chicago, IIL; 
sented on the committee. Those | Wade Newbegin, president, R. 
appointed are: W. F. Carroll,| M. Wade & Co., Portland, Ore.; 
manager, farm equipment divi- | M. O. Sackheim, president, The 
sion, Montgomery Ward & Co.,| Brown Fence & Wire Co., Cleve- 
Chicago, Ill.; Howard A. Cow- | land, Ohio, and E. A. Syftestad, 
den, president, Consumers Coop- | general manager, Farmers Union 
erative Assn., North Kansas City, | Central Exchange, Inc., St. Paul, 


Mo.: I. H. Hull, man- | Minn. 


Administration to 
Farnt Equipment Suppliers’ 
visory Committee. 


advise Cog- 


Shaw 
lems and actions affecting the | dison, sales 
industry at the distribution lev- 


els. 


veneral 


Study of Electronics Outlined 


At Westinghouse Conference | 


\t a recent conference held at) electronic tubes 


function was 
the Hotel Astor, New York City,| given to those present. Titled, 
more than 200 business paper | “The ABC of Electronics at 
and magazine editors heard an| Work” or booklet B-3260 copies 
outline of the engineering ac-| may be obtained from Depart- 
tivities in connection with elec-| ment 7 N 20, Westinghouse Elec- 
tronics by Westinghouse Electric| tric & Mfg. Co., E. Pittsburgh, 
& Mfg. Co. A. C. Monteith, man-| Pa. High frequency heating, dy- 
ager, Westinghouse’s Industry | netric balancing, resistance weld- 
Engineering Department at E.| ing control, radio and radio-tele- 
Pittsburgh, Pa., told of the new | phony television. _ Precipitron, 
group of electronics engineers, | industrial and medical X-rays are 
within the company, working as| some of the electronic devices 
consultants to guide all of the| discussed. Another booklet on 
industry engineers, in the organi-| the subject known as B-3264 and 
zation when analyzing specific | available from the same depart- 
industry applications. He pointed 








out that in the strict sense|44 pages eltcronic applications 
“electronics” is that which|in industry, war, medicine and 
has to do with the action of| the home. 


electrons with such a general | 
definition sweeping into its arms | 
heat, light, magnetism and —_— EMERSON PERSONNEL 
tricity. Gordon F. Jones 

Carl J. Madsen, who head the | 
Industry Engineering group, ad- | Recently cies of employees 
dressed the meeting, Mr. Madsen | of the Emerson Radio & Phono- 


outlining electronics in industry. | graph Corp., New York, held a 


Mr. Jones spoke on electronic golf tournament and luncheon 
conversion of power. A_ film at the Engineers Golf Club, 
Roslyn, Long Island. Glen Kil- 


“Electronics At Work” explain- 
ing the six basic functions of 
electronic tubes, and showing 
how each type of tube is used 
in some of the latest industrial 
and military applications was ex- 
hibited. The film is loaned free 
for exhibit at war plants and 
Engineering and Technical So- 
cieties. 

A 36-page booklet explaining 
the six basic ways in which 


patrick of the purchasing de- 
partment was manager of the 
proceedings and arranged prizes 
for all participants. The group 
was conveyed to and from the 
course by an old-fashioned horse 
and wagon. The grand prize of 
a $25.00 war bond was awarded 
to Carl Bonamassa for low score. 
In appreciation of the mirth 
caused by the efforts of Larry 
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ment illustrates and describes in | 


and | HOLD GOLF TOURNAMENT | 


Lieberman to make low score, | 
the boys all chipped in to pur- | 
chase the book “Golfer’s Helper” | 
for his score ef 246 at the end | 


of the 13th hole. 





P. & F. CORBIN NAMES 
MIDDLEMASS, EDWARDS 
ASST. SALES MGRS. 
Walter S. Johnson, 
| sales manger of P. & F. Corbin, 
|announces the appointment of 


general 


|W. F. Middlemass and R. G. 


ARVEY CORP. ANNUAL 


SALES MEETING 
| Mr. 


All salesmen and sales execu-| 96 yale University, 


| tives of the Arvey Corp., Chi- 


Stratton- | 


| to Sim 








| being made only in the 20-gallon 


cago, Ill., attended the company’s 


| Edwards as assistant sales man- 
| agers. 

Middlemass, a graduate 
has spent 
|most of his business life with 
'this company. During this time 


recent annual sales meeting and | 1. filled many p*sitions in the 


social get-to-gether at the Bel- 
mont Hotel in that city. L. L. 
Grisamore, general manager of the 
company, welcomed those pxes- 
ent and turned the meeting over | 
Strauss, merchandise 
manager, who presided for the} 
balance of the two-day session. 
Plans were discussed for im- | 
proving and enlarging the com- 
pany’s expanding line, including 
R-V-Lite window material, the 
new R-V fibreboard utility can | 


and utility basket, and other new | 
products. It was decided to add | 
a new 10-gallon size of the} 
utility can, this item at present | 


size. A number of possible ad- 
ditions to the Arvey line were 
examined and several were rec- 
ommended for adoption. Speed 
up of deliveries was discussed, 
many helpful along this 
line being adopted. A feature 
of the business program was a 
complete inspection of plant 
facilities, equipment and routine. 
Social activities included golf at 
the Bryn Mawr Country Club 


ideas 





and an evening at the Chez | ~ 


club. 
| 


Paree, a Chicago night 


QUARTERMASTER GEN- 
ERAL NAMES ADVIS- 
ORY BOARD 
The War 
nounces the appointment of 39 | 
scientists and industrialists to | 
the Advisory Board of the Re- 
search and Development Branch, 
Military Planning Division, Of- 
fice of the Quartermaster Gen- 
eral. These experts will advise 
on the problem of feeding, cloth- 
ing and equipping the army. 
Included among those on the 
board are: N. J. Clarke, presi- 
dent, Republic Steel Corp., al- 
loy steels; Dr. William B. Cool- 
idge, research director, General 
Electric Co., metals, plastics, 
high frequency and technical de- 
vices; A. E. Lacombie, president, 
Shell Development Co., lubri- 
cants, solvents, plastics, and syn- 
thetic rubber; and G. R. Meyer- 
cord, Jr., president, Haskelite 
Mfg. Corp., manufacturing of 


Department an- | 


| organization and has consequent- 
ly acquired an extensive knowl- 
edge of the sale and manufac 
ture of builders’ hardware. 

| Mr. Edwards, a Harvard grad 
| uate, has likewise had experience 
|in the sales field. He formerly 
was affliated with the Chase 
Brass Co. of New York on pro- 
motional work and with Patterson 
Bros., New York, as _ sales 
manager. 


DASHIELL SOUTHERN 
DISTRICT MGR FOR 
BOSTON WOVEN HOSE 


W. F. Dashiell, who has been 
a member of the Boston Woven 
Hose & Rubber Co. sales or 
ganization for many years, and 
for 15 years has represented them 
| with headquarters at Richmond, 
Va., will become southern dis- 
trict sales manager on August |. 

Mr. Dashiell will be in charge 
of all salesmen covering the 
southern territory and will con- 
tinue to be located, for the pres 
ent, at Richmond, Va. 








RECENT ARMY AND NAVY 
PRODUCTION AWARDS 
Animal Trap Co. of America. 

Lititz, Pa. 

*Independent Lock Co. and 
Lockwood Hardware Mfg. Co.. 
Fitchburg, Mass. 

The Irwin Auger 
Wilmington, Ohio. 

The Lufkin Rule Co., Saginaw, 
Mich. 

Skilsaw, Inc., Chicago, Ill. 

St. Charles Manufacturing Co.. 
St. Charles, lil. 

Youngstown Pressed Steel Co. 
(division of Mullins Mfg. Corp.) 
Warren, Ohio. 


Bit Co., 





formed plywood. 





* Award made for second time 
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That tomorrow’s home will be scientifically lighted, 
dustless, draftless, and air-and-sound-conditioned, 
now seems inevitable to many authorities. But its 

reatest contribution to better living will, they pre- 
Sct, come from its structural flexibility. Literally, it 
will know no bounds! 

Many architects agree that the only fixed unit of 
this home will be a central control room, or “power- 
house”. Around it can be built as many rooms of 
varying dimensions as you desire—each chosen from 
your dealer’s stock of pre-fabricated sections that 
permit a wide variance in individual home design. 












Theres a 
AL A EN 
COMING! 


= Your post-war home 
will know no bounds 





Extra rooms may easily be added any time your 
family’s growth or desiges dictate. 

The interior of this home will be amazingly 
adaptable, too. Walls and partitions may be moved 
at will. One room may be made into two, or two 
into one... or the side of your house opened to the 
garden .. . quickly and easily. 

Naturally, this post-war home will require cora- 
fort and convenience equipment in keeping with its 
functional modernity. Delco Appliance will pro- 
vide it, once peace comes. Until then, “Victory Is 
Our Business”. 


Delco Appliances include Automatic Deico-Heat (oil-coal-gas), Delco 
Water Systems, Delco-Light Power Plants and Delco-Light Batteries. 


DELCO APPLIANCE 


ROCHESTER, N. Y. 


DIVISION of GENERAL MOTORS 






DURING 
WAR OR PEACE 
DELCO 
APPLIANCES 
“DO THE JOB 
BETTER” 
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The purpose of this club is to 
exchange ideas and information. 
Take part by submitting your 
successful ideas for publication. 








HARDWARE AGE 











Hidden Treasures 


ANY hardware stores con- 
tain hidden treasures in 
the form of old, obsolete, 

slow-moving stocks which can be 
liquidated and converted into cash 
during the present period of mer- 
chandise shortages. 

If these are to be found, ana- 
lyzed, reclassified and sold, the 
salesman in the retail hardware 
store will, in all probability, have 
to do it. Here is an opportunity 
the members of the HARDWARE 
Ace Retail Sales Idea Club to dem- 
onstrate their worth to their em- 
ployers. 

The first step is to search out 
these items line by line, study the 
stock, then plan the best method 
for selling it to those customers to 
whom it will be of greatest interest. 

If you haven't already started 
on this treasure hunt in your com- 
pany, go over your stock, search 
out possible lines that could be 
sold and eliminated now, then 
suggest them to your employer 
along with your plan for dispos- 
ing of them. 


Eliminate Waste! 

Precious electricity is wasted 
when lighting fixtures in the store 
become covered with dirt and 
grime. Not only is the electricity 
wasted but illumination in the 
store is reduced. Merchandise 
does not look as attractive nor 
does it stand out as prominently 
when there is poor illumination. 

Wasting electricity in this man- 
ner leads to losses of sales and 
customer traffic also is affected. 
People will not continue to patron- 
ize a business unless it appeals to 
them and _ pro- 
vides them with 











a measure of 





pleasure and sat- 
isfaction in their 
search for needed 





merchandise of various kinds. 

So check on the condition of 
your lighting fixtures immediately. 
Globes and lamps should be wash- 





ed thoroughly and the entire fix- 
ture should be dusted. Replace 
lamp bulbs which have been in 
use for a long period of time. 
Such bulbs use much more elec- 
trical energy and produce less illu- 





August Contest 


“What Do You Know?’ 


Win a $25.00 War Savings Bond 
By Answering These Questions Correctly 


1—In retail selling there are four ways to make the second 
sale or increase the amount of the customer’s original pur- 
chase. Name them and explain each. 

2—A dealer paid $5.88 per doz. for an item f.o.b. his store. 
He wants to retail the item at a price which will show a 30 per 
cent margin. What retail price should he put on the item? Be 
sure to show all your calculations to prove your answer. 

3—Name several ways circulars or handbills can be used to 
promote or increase sales volume. 


1—Seasonal atmosphere for window displays can be achieved 
through the use of colors charcteristic of the season. List those 
colors generally recommended for spring. summer, autumn and 


winter seasons. 


5—The cost of doing business of a retail store is usually 


expressed by a percentage ngure such as 22 or 29 per cent of 
sales. Can vou determine the cost of doing business for a com- 
pany whose sales are $32.000.00: margin 31 per cent and 
expenses $8,320.00? Show all cal@ilations to prove vour 


answer. 


Send in Your Answers— 
Win a $25.00 War Savings Bond. 


CONTEST RULES 


Harpware AcE will give a $25.00 
War Savings Bond for the best paper 
submitted in answer to the above ques- 
tions. Entries must be received not 
later than Aug. 23, 1943. The winner 
will be announced and correct answers 
to questions published in the Sept. 30 
issue of Harpware AcE on the Retail 
Sales Idea Club pages. In case of ties, 
duplicate prizes will be awarded. De- 
cisions of the editors will be final. All 
material submitted becomes the prop- 
erty of Harpware AGE. 

1—Just write your answers to ques- 
tions on a sheet of paper and mail to 
Harpware AcE Retail Sales Idea Club, 


100 East 42nd Street, New York. N. Y. 

2—Be sure your own name and ad- 
dress is written on the paper, as well 
as the name of your company. 

3—Write the name of the contest— 
August “What Do You Know?” Contest 
—on your entry. 

4—Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 
to participate in this contest. If you 
are not a member, you can become one 


by filling in the simple registration 


form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 
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mination than new ones. So be 
sure to check them. 

Be sure to check the lighting 
equipment of the windows during 
this same period. See that it is 
thoroughly cleaned and that old 








bulbs are replaced with efficient, 
new ones. 

Next, make a note on your cal- 
endar so that you will be reminded 
to do this complete cleaning job 
again at a specified time not too 


x * * 







pages of successful ideas. 





distant in the future. This is a job 
that must be done again and again 
if waste is to be eliminated and 
if the business is to use completely 
services of precious commodities 
that it requires. 


Correct Answers to Questions in the 
June “What Do You Know’ Contest 


1—Insurance protects a_ busi- 
ness against losses resulting from 
conditions or events over which it 
has little control. Name the types 
of insurance a merchant should 
carry to have complete protection. 

Answer—Workmen’s compensa- 
tion insurance; public liability in- 
surance; fire, windstorm, hail, and 
allied lines insurance; war _ risk 
insurance; sprinkler leakage dam- 
age insurance; fidelity bond in- 
surance; automobile insurance 
covering public liability, property 
damage, fire, theft, windstorm, 
hail and collision; plate glass 
breakage insurance; merchandise 
burglary insurance; safe burglary 
insurance; boiler explosion insur- 
ance; holdup insurance; elevator 
liability insurance, and products 
liability insurance. 

2—A co-insurance clause is 
common in several types of busi- 
ness insurance policies. Explain 
what it is and give some of its ad- 
vantages ? 

Answer—Co-insurance is a term 
applied to an agreement between 
the merchant (the insured) and 
the insurance company, whereby 
the merchant agrees to carry an 
amount of insurance at a stipu- 
lated proportion to the total value 
of the property insured. An 80 
per cent co-insurance clause is 
very common in policies written 
on hardware dealers’ property. 

This means that the insuring 
company protects the property up 


to 80 per cent of its value, the mer- 


chant assumes the risk on the 20. 


per cent balance. For example: A 
hardware stock is valued at $40,- 
000.00. Insurance policies writ- 
ten under an 80 per cent co-insur- 
ance agreement or clause would 
amount to $32,000.00 or 80 per 
cent of the total value of the stock. 
The dealer, therefore, is assuming 
the risk on the remaining $8.- 


x «x * 
June 
Contest Winner 





ALBERT J. BALNICKE 


Albert J. Balnicke, Elmora 
Paint & Hardware Co., Eliza- 
beth, N. J., is declared the win- 
ner of the June “What Do You 
Know?” contest of the HARD- 
WARE AGE Retail Sales Idea 
Club. The $25.00 War Savings 
Bond prize is awarded to him. 
Mr. Balnicke has entered the 
Midshipmen School of the 
United States at Columbia Uni- 
versity, New York City. 


000.00 or 20 per cent. In fact, 
the dealer is saying, “I don’t be- 
lieve that I will ever have a fire 
or other catastrophe where my 
stock or property will be damaged 
more than 80 per cent. This the 
insurance company will protect 
and pay for if such occurs. How- 
ever, should a greater loss occur, | 
will stand this out of my own 
pocket.” 

In case of fire or loss the insur- 
ance company would pay the mer- 
chant for any loss up to $32,000.00 
or 80 per cent of the total value 
of the stock at the time of the loss. 
Experience has shown that there 
are few instances where the dealer 
suffered a loss that was not cov- 
ered by insurance under this agree- 
ment. Modern fire fighting equip- 
ment, and the fact that hardware 
store merchandise is not seriously 
damaged by smoke’ or water are 
partly responsible for this. 

Insurance premiums are mate- 
rially lower in policies containing 
co-insurance clauses. 

Merchants are, however, obli- 
gated to carry policies insuring 
the full 80 per cent value of the 
stock at all times to keep the co- 
insurance clause in force. Should 
the stock value increase to $50,- 
000.00 during the 
year, the insur- 
ance _ protection 
must be increased 
to $40,000.00 
from $32,000.00. 








You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 














































This would be 80 per cent of the 
value of the stock. 


Policies are written by most 
companies which provide for fluc- 
tuations in inventory during the 
year. Premiums in these instances 
are determined from monthly in- 
ventory figures supplied by the 
dealers. 


3—In what type of business in- 
surance policies are co-insurance 
clauses used most extensively? 


Files to the Front! 


Bring the popular selling sizes 
of files to the front by using a 
display rack of this type. It can 
be easily made by any employee 
who is handy with tools. 

Take a solid block of wood at 
least 2 in. thick and cut to the de- 





Display files in this fashion and 
you put them in the spotlight. 


Answer—In fire, and allied line 
policies. 

4—Define the term “margin” as 
it is used in bookkeeping and 
financial operations of the retail 
hardware store. 

Answer—Margin as used in dis- 
cussions of bookkeeping and finan- 
cial operations of a retail store is 
the difference between New Sales 
and the Cost of the Goods Sold. It 
can be written in dollars or ex- 
pressed in percentage ratio to sales. 

5—You can easily find the ap- 


* * * 
IDEAS 

sired shape. Then drill holes ap- 
proximately 1% to 5% in. in diame- 
ter at various angles in the wide 
end. A block 2 in. thick will pro- 
vide space for at least three holes 
across the block. Four rows of 
holes can be drilled the length of 
the block. Mount the block on a 
bracket so that it will extend 
about half way across the display 
table within easy reach of cus- 
tomers. 

Place small cards below each 
type of file to give selling price, 
size and type of file. 


x *« * 


Step-Up Units Ideal 
For Showing Candles 


A most attractive display of 
popular selling candles can be 
created on step-up units used on a 
table. Candles,are good sellers the 
year around. They are also at- 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


Just Register—Paste Coupon on Penny Postal Card—Mail Today 


REGISTRATION FORM 






HARDWARE AGE 
Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Ideo 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


. a ad pie eee 
ae . S or ee ee Pe LAC: 
City duien State__ 








| am submitting the following idea which may be of interest to other mem- 


bers of the club. 








proximate profits of a business at 
the end of each month. Work this 
out for a business from the follow- 
ing: Sales for the month, $3,- 
500.00; expenses, $1,100.00; and 
the margin of the business, 31 per 
cent of sales. Be sure to show all 
your figures in order to prove 
your work. 

Answer — Loss, $15.00. $3,- 
500.00 x 21 per cent margin = 
$1,085.00 margin. $1,085.00 mar- 
gin — $1,100.00 expenses = 
$15.00 loss. 


tractive merchandise in which 
practically every woman shopper 
is interested. Improve sales by 
improving the display. Keep the 
candles clean by covering the box 
with Cellophane or some other 
transparent material. 





Display candles in this manner 
and they'll attract customers. 


Copy this form on a penay 
post card if more than one 
form is necessary. 










USE THIS 
FORM TO 
REGISTER 
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WHEN YOUR CUSTOMERS START TO 
WINT) ER “dE WILL YOUR STORE BE READY? 


Prepare Now for a “Save Fuel for Fighting” Drive — Another 
Business -Building Idea from Yale’s Wartime Progress Plan 








The makers of Yale locks . .. now producing for war industries and 
the armed forces . . . suggest that you start today to prepare for a fast 
turn-over in weather stripping, calking, insulating materials, maintenance 
supplies for heating systems, etc., when your customers begin to “winter- 
ize” their houses for fuel savings this coming winter! 

An issue of the “Yale Victory News” will soon appear in your hard- 
ware paper, telling the full story. 

Yale’s SATURDAY EVENING POST advertising will stimulate thou- 
sands of home owners to shop at their local hardware stores for heat 
maintenance supplies. 

It’s another Yale “Wartime Progress Plan” Promotion, designed to 
help you keep your store busy despite scarcity of many products. Get 
ready now to profit from a practical, patriotic heat-saving program! 


More store traffic means more sales 
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Harry D. Kaiser Hends N.R.H.A. 


Elected at Indianapolis, Ind., July 13, 1943. Theo. Suen- 
nen chosen as vice-president and John Skolfield be- 
comes new member of board. For the second time 
annual meeting is curtailed to one day due to war 
pressure on transportation facilities. 


URTAILED to one day, in- 
stead of the customary four- 
day convention, for the sec- 


ond time due to war conditions, the 
annual meeting of the National Re- 
tail Hardware Association was held 
at the Lincoln Hotel, Indianapolis, 
Ind., on July 13, 1943. About fifty 
delegates and guests were present. 

Harry D. Kaiser of Philadelphia, 
Pa., was elevated from the vice- 
presidency to the presidency suc- 


ceeding A. E. Herrnstein of Chilli- 


cothe, Ohio, who presided over the 
meeting. Theo. Suennen of Hudson, 
Wis., was elected vice-president and 
John Skolfield, Gardner, Me., is the 
new director representing the New 
England and New York State dis- 
trict. The full slate of officers is 
given elsewhere in this report. 

In his annual address as president, 
Mr. Herrnstein said that business 
generally had become very unselfish, 
it is living on its own fat and doing 
the best it can under the circum- 
stances. A year ago, he said, we 
had all hoped to have a victory by 
this time so that we could return to 


the normal American way of living. 
He called on hardware dealers to 
fight just as hard for their own sur- 
vival as American troops are fighting 
to win the war. 


Jobbing Practices 


He told of a large jobber, whom 
he visited recently, who has decided 
that he is through seeking retail 
hardware dealer business. He said 
this particular wholesaler has found 
it more practical and more profitable 
to ship merchandise to 30 chain store 
groups than he has found it profit- 
able or practical to serve hardware 
dealers. It is his opinion that other 
jobbers, elsewhere, have the same 
notion. He called attention to the 
fact that chain stores, and other non- 
hardware dealers have drills, and 
many other hardware items that are 
now difficult to get. and referred to 
the fact that too many wholesalers 
are calling in their salesmen because 
hardware dealers do not have the 
opportunity for obtaining the good 
priorities that industrial customers 
are able to obtain. 


Mr. Herrnstein was very compli- 
mentary to a few wholesalers whom 
he said were issuing weekly, or at 
least regular, data sheets keeping the 
retail hardware trade informed as 
to what merchandise is still avail- 
able in these strenuous times and 
said he felt that such wholesalers 
would enjoy continued support from 
dealers when the war difficulties are 
over. He urged all hardware men 
to cooperate with WPB Deputy 
Arthur D. Whiteside by filling 
in all questionnaires submitted by 
the association in an effort to keep 
Mr. Whiteside informed so that he 
would have accurate data available 
before making decisions effecting the 
hardware business. 


Factual Data Needed 


Managing Director Rivers Peter- 
son devoted most of his talk to a 
review of the association’s activities 
in Washington and reiterated what 
President Herrnstein had said re- 
garding the importance of getting 
factual data before WPB. He said 
the greatest difficulty faced in Wash- 





Harry D. Kaiser, Philadelphia, Pa.; Rivers Peterson, managing director. 


N.R.H.A. BOARD OF GOVERNORS 
Left to right—back row: Retiring president A. E. Herrnstein, Chillicothe, Ohio; newly elected president 


Second row: Dan E. Billmans, 


Minneapolis, Minn.; Earl Dean, York, Nebr.; Carl A. Miller, Kendallville, Ind.; Thos. K. Ruff, Columbia, S. C.; 


Chester Young, Fairview, Okla. 


Front row: New director John Skolfield, Gardner, Me.; new vice-president 


Theo. Suennen, Hudson, Wisc.; Louis L. Hill, Postville, Iowa; J. D. Reynolds, Carthage. Mo.; W. C. Judson, 
Big Rapids, Mich: Geo. W. Green, Long Beach, Calif. 
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SENSATIONAL WEW FROFIT ITEM... 


meimz CEDAR CLOSET 


WALLPAPER 





GENUINE CEDARWOOD 


Read \- Pasted MADE INTO WALLPAPER 
— Looks Like Cedar! 
‘} —_ Smells Like Cedar! 






A thrilling new product with such amazing consumer- 
acceptance it has boosted dealer’s profits in every area 
where pre-tested! Women call it the paper of a thousand 
uses... and really go for it! It’s ready-pasted . . . They 
can put-it-up themselves! 


WOMEN USE TRIMZ “CEDAR CLOSET” WALLPAPER FOR: 












e@ Closets e@ Chiffonier drawers 
e@ Closet doors e@ Trunks 
e Dresser drawers @ Storage closets 






e Hat boxes, and 101” other uses. 






Be ready to “cash-in” on the big demand 











this fall for TRIMZ “Cedar Closet” Wallpaper! 
























| A Self-Merchandising 
Package! 






Attention-Getting 
Counter Displays! 






Newspaper Ad-Mats / 
for Dealers! 4 





a Te SMALL INITIAL INVESTMENT 
a ee Opening stock order, 12 Boxes, costs only $15.44— 
Consumers! Retails for only $1.98 per Box. 


YOU MAKE 35% GROSS PROFIT! 


é Cees. «A HUGE NATIONAL ADVERTISING CAMPAIGN! 


— Starting in August! 





THE TRIMZ COMPANY, INC. | 
1010 So. Spaulding, Chicago, Illinois | 
Please send me full details concerning your new product, TRIMZ 
“CEDAR CLOSET” Wallpaper. This does not obligate me in | 
any way. | 


Buy TRIMZ 
“CEDAR CLOSET” WALLPAPER 


rr 

| 

| 

| 

from your Regular Jobber. If DSR coho ini hid nctiibdadiceledbeseiieeceanesiwees | 

he doesn’t have it, send in the EEE OT RE PO ae ERAT TOE MEAT te | 

coupon at right with your job- ge OS OS ae Oe Tae, RCP Ce ny eee PPE | 

ber’s name and address. We ES TE SIE eee Oe Le RON eter RTC eT ey | 

will see that you are supplied. 
ie 
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ington is getting adequate, reliable 
information, which problem he said 
could be averted if more hardware 
dealers would fill in questionnaires 
that are submitted to them from his 
office. He was critical of most OPA 
executives as theorists who shunned 
practical business men and said that 
the hardware association had been 
the spear-head in the attack which 
led to the Patman investigation of 
OPA proceedings. 


Civilian Requirements 
Outlook 
Representing WPB’s Office of 


Civilian Requirements, H. A. Dine- 
gar outlined the functions and pro- 
grams of that particular division of 
WPB stressing the difficulties of at- 
tempting to supply even basic civil- 
ian requirements. He prefaced his 
remarks by saying “we have no brief 
for any distribution channels—all 
must be treated impartially” and 
told how his division was attempt- 
ing to ease the situation despite the 
tremendous demands of the armed 
forces and the basic war industries 
for most hardware and tool lines. 
He, too, emphasized the importance 
of filling in questionnaires for WPB’s 
guidance and made the comment 
that the groups that furnished the 
most and best factual data were the 
groups that got the most goods in 
all phases of the present-day pic- 
ture. 

He brought out the point that 
those interested in civilian require- 
ments, at best, had the disadvantage 
in competition with the armed ser- 
vices seeking the same kind of mer- 
chandise as the armed services need- 
ed no explanation of the reasons for 
their needs, 


Open Forum 


Following Mr. Dinegar’s remarks 
there was an open forum on six pre- 
pared questions some of which the 
speaker answered. In this discus- 
sion one dealer said he was requir- 
ing customers to return their burned 
out lamps if they wanted to buy new 
ones. Another said that if a farmer 
wants two hay ropes he endeavors 
to sell him one explaining the neces- 
sity of conservation. On such scarce 
merchandise as galvanized tubs one 
dealer said that he had a waiting 
list and observed it strictly, asking 
all prospective customers “How many 
in the family?” and “What have you 
now?” He then tells them to come 
back in two weeks in the hope that 
the merchandise might be available. 
Another dealer explained that he 
followed a similar procedure on gal- 
vanized pails and tubs and told any 
complaining customers that if this 


46 





** Last three past presidents. 





OFFICERS 
of the 


NATIONAL RETAIL HARDWARE 
ASSOCIATION 


Elected at Indianapolis, Ind., July 13, 1943 


President 
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rationing plan had not been estab- 
lished in his store, there would not 
even be a single one of either item 
available at the time the complain- 
ing customer wanted to make the 
purchase. He said he had no diffi- 
culty in persuading the customers 
that this was a fair basis. In answer 
to the question ag to whether or not 
under CR-19 merchandise, included 
in this order, was to be reserved for 
sale to farmers, the answer was, by 
Mr. Dinegar, that there is no such 
requirement but only on farmer’s 
orders can replacement be expected. 
It was also brought out that there 
is no legal liability incurred by a 
retailer if he refuses to sell scarce 
merchandise for any reason at all 
providing it is his own decision and 
not a decision in collaboration with 
another dealer. 


Post-War Planning 


Following a luncheon for dele- 
gates and visitors, Pyke Johnson, 
president of the Automotive Safety 
Foundation of Washington, D. C., 
talked on post-war planning. He 
stressed the need of resuming nor- 
mal employment as far as possible 
for returned soldiers, and said that 


the reconversion to peace need 
would necessarily require adjust- 
ments of a drastic nature. He said 
that distribution groups are close 
to consumers and, therefore, since 
they influence Washington’s think- 
ing, they must watch legislative 
trends now and think of the post- 
war situation and long-term implica- 
tions of any proposed legislation. 

Following Mr. Johnson’s talk there 
was another open forum discussion 
on questions regarding priorities. 
The question was asked, “Should 
Regulation W be continued” which 
brought about a vote overwhelming- 
ly in favor of continuing this control 
of credits and installment selling 
terms, 

Then followed a discussion from 
the floor on new merchandise being 
handled by hardware dealers and 
the general view was expressed that 
hardware dealers need not worry 
about stepping on the toes of other 
merchants in town because no other 
merchants ever worried about steal- 
ing hardware store lines. It was 
also generally agreed that no one 
man’s experiences, good or bad, 
could be a guide for all hardware 
dealers as each dealer must study 
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his own community and add _ avail- 
able lines that could be sold there. 
A further discussion concerned 
the distribution of post-war surplus 
merchandise following which Mr. 
Peterson told oi a program: which 
the association is sponsoring. This 
will include breaking down the 
quantities so that individual small 
dealers can bid. Also that all bids 
be placed in the hands of the asso- 
ciation so that all members will be 
notified and war bulletins be issued 
indicating what is available and how 
much. It was also suggested that 
a 30-day period elapse between the 
opening and closing of the bids to 
give all dealers a chance to consider 
their own requirements and ability 
to dispose of any merchandise they 
might obtain. In order to make this 
equitable it was part of the plan to 
suggest that all goods be disposed 


of first to the highest bidder, and 
then to the next highest, etc., so that 
there will be a minimum of dis- 
tressed price buyers and. therefore, 
a minimum of distressed price sell- 
ing. 

Past president Horace P. Aikman. 
Cazenovia, N. Y., who retired from 
the advisory board at the close of 
the session emphasized the impor- 
tance of having surplus goods bulle- 
tins describe goods very accurately 
so that no one would be misled. He 
cited several examples of failure to 
follow this procedure at the close 
of the last war which he said had 
brought about both amusing and dis- 
tressing experiences. 

The closing feature of the one- 
day meeting which was the 44th 
annual: meeting of the organization 
was the election of the officers and 
their induction. 
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SNAPSHOTS AT N.R.H.A. MEETING 


War-Time Ideas 


Cig veer of steel springs 
_4 in furniture saves 30,000 tons 
of steel annually. 

Cotton fibers, impregnated to 
make them durable, are now used 
to manufacture house screens. 

Great Britain has almost 2.000.000 
community war gardens. 

Paper wrappings, substituted for 
lead foil on cigarettes, smoking and 
chewing tobacco, have saved 44,- 
000.000 Ibs. of foil. 

More than 23 railway tank cars 
of heavy fuel are needed to supply 
a single destroyer on a round-trip 
convoy trip to North Africa. 

The shellac coating formerly ap- 
plied to oranges to prevent thei 
shrinkage in transit has been re- 
placed by a wax coating to save 
shellac for war use. 


we 





No. 1. Newly elected N.R.H.A. President—Harry D. Kaiser, Philadelphia, Pa. No. 2. Vice-President Theo. 


Suennen, Hudson, Wisc. 
Mrs. Herrnstein (see pic 


No. 3. A. E. Herrnstein, Chillicothe, Ohio, retiring N.R.H.A. President, smiling as 
ture No. 5) accepts the silver service presented to the Herrnstein family by the- 


N.R.H.A. Board. No. 4. Past President Horace P. Aikman, Cazenovia, N. Y., retiring member of the N.R.H.A. 
Advisory Board, presenting his successor in the New England-New York District, John Skolfield, Gardner, 


Me., new N.R.H.A. Director. No. 5. Mrs. Herrnstein. 


No. 6. H. A. Dinegar, Office of Civilian Requirements, 


WPB, Washington, D. C.--the speaker at the N.R.H.A. convention. 
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143,000 TONS OF STEEL 
ALLOTTED FOR CONSUMER'S GOODS 


Ends Army-OCR Controversy 


Army surplus consumer goods may be released 


for civilian purchase to forestall 


The allotment of the major 
portion of 143,000 tons of steel 
for the fourth quarter for mak- 
ing vitally needed civilian goods 
will resolve the controversy be- 
tween the Army, the Office of 
Civilian Requirements Committee 
and the members of the WPB 
Requirements Committee over 
whether civilians shall have a 
minimum of consumer goods, 
WPB officials say. Sufficiently 
high urgency ratings and _ allot- 
ment numbers will be given to 
prevent military demand from 
killing off the allotment, OCR 
is also preparing a report for 
transmission to War Mobilization 
Director Byrnes showing the rel- 
ative demand and OCR’s recom- 
mendations for various civilian 
items, Part of the report will in- 
clude a survey made by OCR of 
the needs of 85 per cent of the 
retail hardware trade. 

OCR is also preparing a report 
for transmission to War Mobili- 
zation Director Byrnes showing 
the relative demand and OCR’s 





recommendations for various ci- 
vilian items. Part of the report 
will include a survey made by 
OCR of the needs of 85 per cent 
of the retail hardware trade. 

It is pointed out that while 
Army warehouses are bursting 
with consumers goods, the Sen- | 
ate Truman Committee has asked 
the Army for information regard- 
ing inventories. The Army is pre- 
paring to forestall criticism by 
declaring part of the goods sur- 
plus and making them available 
for civilian purchase, it is reli- 
ably reported. 

The early the 
Italian venture plus public ex- 


success of 


pectation that a_ forthcoming 
Truman report will condemn 


extravagant war buying promise 
to be factors in determining 
amounts of civilian goods to be | 
made available. 

OCR’s request, if granted, 
means more metal ware for ci- 
vilians by the first of the year. 
While the steel tonnage request- 
ed is considered minor by WPB 


criticism. 


officials tonnage-wise, at the same 
time it is deemed considerable 
for the manufacture of the items 
for which it is requested. 

The hardware products OCR 
is requesting materials for in- 
clude: 

Collapsible tubes; glass cook- 
ing utensils; electric lamp bulbs 
and tubes; dry cell batteries; ice 
refrigerators; flashlight cases and 
portable electric lanterns; liquid 


fuel lamps; portable electric 
lamps (incandescent); cutlery; 
razors; razor blades; animal 


traps and cages; kitchen, house- 
hold and other miscellaneous ar- 
ticles; office supplies; brushes, 
brooms and mops; tacks and 
nails; low pressure cast iron 
heating boilers; cast iron radi- 
ators; cooking stoves and ranges; 
domestic heating stoves (exclud- 
ing electric) ; warm air distribu- 
tion equipment, registers, etc.; 
warm air furnaces; hot water 
heating equipment, including 
tanks; and screen cloth. 





FABRICATED PARTS 
FOR HARDWARE 
RELEASED BY WPB 


Certain fabricated parts, hither- 
to frozen in inventory by Con- 
servation Order M-9-c, have been 
released by WPB for use in the 
manufacture of builders’ finish- 
ing hardware, cabinet locks and 
padlocks, by an amendment to 
Schedule I of Limitation Order 
L-236. 

Parts affected by the amended 
Schedule are those which 
in the possession of the producer 
on or before May 31, 1943, and 
in which 10 per cent or more 
of the total weight is metal other 
than copper or copper base al- 
loy. 


were 


FENCE POST 
PRODUCTION 
SCHEDULE REVISED 


WPB issued a revised schedule 
to Steel Products Limitation Or- 
der L-211 recently which further 
confines steel fence post manu- 
facture. Only two styles of fence 
line posts are to be produced, 
one weighing 1.33 lb. per ft. 
maximum, the other 1.12 Ib. per 
ft. maximum. No end or corner 
posts are permitted and line posts 
can only be produced in 5, 51», 
6, 6%, and 7 ft. lengths. All 
will have a simple anchor plate 
and one coat of paint. They will 
be bundled in the usual way. 

One light weight (345 Ib.) 
painted post for electric fence 
can be produced in 4% ft. length. 
It will have no anchor plate and 
will not be painted. 











OPA Allows Addition of Special Delivery 


Charges on Sales of Iron and Steel | 


Warehousemen and jobbers on 
sales of iron and steel products 
when the buyer has specified spe- 
cial delivery service may pass on 
to the buyer actual special de- 
livery service charges less normal 
freight from shipping point to 
destination, the Office of Price 
Administration 
cently. 

Special delivery services are 
defined as shipments by railway 
express, air express or parcel 
post. 7 

If the special delivery service 
charge is cheaper than normal 
freight, however, the difference 


AS 


announced _ re- | 


between the special delivery 
charge and normal freight must 
be deducted from the maximum 
delivered price for the shipment. 

This change in computing 
transporting charges is made 
in Amendment No. 17 to Re- 
vised Price Schedule No. 49 
(Resale of Iron and Steel Prod- 
ucts), and became effective | 
July 20, 1943. 

The change formalizes an in- 
terpretation of the schedule is- 
sued some time ago by OPA, 
stating it was the intent of the 
Schedule that special delivery 
charges thus could be passed on. 


Ration Restrictions on Track 


Baseball and Football Shoes Lifted 


Baseball, 


has announced. Men’s_ and 
women’s riding boots which were 


in stocks or in process of manu- 


facture were also released from 
rationing. Baseball, track and 
football shoes are being made in 


| limited quantities and manufac- 
| ture of riding boots has stopped 


OPA cautioned that 


entirely. 


only men’s and women’s riding | 


boots of knee-height may be sold 
ration free. The types of athletic 
shoes released are not suitable 


track and football | 
shoes were released from ration- | 
ing July 7 by Amendment No. | 
25 to Ration Order 17, the OPA | 


for general wear and their pro- 
duction also is under war-time 
limitations which make rationing 
control unnecessary. 

Dealers must keep with their 
inventory form R-1701 a list of 
any released shoes, by type and 
quantity which he had in his in 
ventory on the date they were 
released from rationing. In this 
record must also be indicated 
any such shoes in transit to him, 
and any in storage. Such records 
must be attached to the inven- 
tory within five days after any 
release of rationed footwear be- 
comes effective. 
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FROM STOVES WE'VE SWITCHED T0 































































our Allies we are achieving 
"new precision man- 
ufacture that will 
be apparent in im- 
proved L & H post- 


war products. In 


Metal cases to protect electrical shells, steel pins for tank tracks _ 
control apparatus are being pre- and motor truck 
cision-made by L &H sheet assemblies. 

metal workers. Steel tool boxes The facilities of this 
and metal containers for bomb pioneer stove manu- 
parachutes are other products of facturing organiza- 
their skill. From L &H looms tion are devoted to 
comes cartridge belt webbing in- war-winning mate- 
stead of stove wicks. Other de- rials. In thus serv- 
partments produce tracer igniter ing our Nation and 


your planning for 
peace, keep L&H 
in mind. It will be 
a good line to tie to. 








A. J. Lindemann & Hoverson Co. 


MILWAUKEE © Since 1875 « WISCONSIN 
MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS ALCAZAR | 
KEROGAS GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS ALCAZAR 
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LITTLE INTERVIEWS 
WITH “JUST FOLKS” 


The Painting 
Contractor 


“Pve always been happy about the way 












































Martin-Senour finishes work on the job. 
Inside or outside they go on fine, the colors are 
good. they last the way they should (which is 
pretty important in war times) and they al- 
ways please the customer. Besides I like to do 
business with Martin-Senour dealers. All in all 


I'm delighted I can go right on with the 


Martin-Senour line.” | WARTIN 4 
SENOUR 


PAINTS 


SHOES that save necks 


FIT ALL STANDARD LADDER RAILS 


She House of ‘ Quality 


THE MARTIN ~ SENDUR CO. 


2520 QUARRY ST.CHICAGO, ILL 
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SAVES ACCIDENT 
Rubber sole pon she 
mum gripping sur ac ° 


oe 


USE THEM ON ANY SURFACE! 


A slip-proof, skid-proof and creep-proof Safety Lad- 
der Shoe . . . almost indestructibie! A flip of the 
finger puts it into working position for any one of 
a dozen dirt or floor surfaces. Extra heavy pressed 
steel base has a hardened steel point, a jagged spike 
toe that digs into the ground. Hard rubber sole, 
with a ten square inch gripping area holds securely 
to any floor surface. Order now from your supply 
jobber or send direct! 


| DUO-SAFETY LADDER CORP. 


809 NINTH STREET 
OSHKOSH, WISCONSIN, U.S.A. 





















| specific 


| is devoted to civilian production 






eae | WPB Permits Production 


Of 10 Household Articles 


Permission — to 


produce 10 


sorely-missed household articles, 


such as metal pot scourers, 
flour sieves, carpet sweepers, 
etc.. was announced by WPB 
July 20, 1943. In addition, 


WPB in amending L-30-d 
(Kitchen, Household and Other 
Miscellaneous Articles) permits 
increased production of lunch 
boxes, baking pans, and other 
utensils of commercial 
and household use, 

L-30-d, in its revamped form, 


exclusively. All allowances are 
for civilian production supple- 
mentary and in addition to the 
requirements of primary mili- 
tary claimants. Production for 
military use is not restricted. 

Manufacturers of these items 
are permitted under the amended 
order to produce certain per- 
centages of their production in 
the base period which is the 12 
months ending June 30, 1941. 
The items to be produced and 
the quarterly quotas for each are 
as follows: 


Class of Quarterl 

Articles Quotas* 
Frying pans 50% 
Baking pans, 

household 50% 
Baking pans, 

commercial 75% 
Roasting pans, 

heavy duty 35% 
Basting spoons 35% 


Cake turners 35% 
Can openers, 
household 





Can openers. 
commercial 
Egg beaters, 
rotary type 


ue 
~ 


Flour sieves 


Food choppers 


and grinders 75% 
Miscellaneous 

cooking utensils.. 100% 
Food mills 35% 
Ice cream dippers, 

commercial 15% 
Ice picks 50% 
Jar wrenches 35% 
Scoops, commercial. 35% 
Wire strainers 35% 
Wire whips 35% 
Repair parts for 

any kitchen tool 5% 
Hand clothes 

wringers 30% 
Hand clothes wring- 

ers, repair parts 5% 
Carpet sweepers 30% 
Vacuum bottles 75% 


Lunch boxes holding 


vacuum bottle 100% 
Miners’ dinner 

pails 100% 
Garment bags 100% 
Garment hangers 20% 


Pails, buckets. 
tubs Unlimited 

* Percentages of production in 
same quarter of base period. 

All manufacturers producing 
the above articles must conform 
to the restrictions on size, weight. 
permitted metals, etc., as listed 
in the order. 

The order also provides for 
more equitable distribution of 
all articles which are produced 
under its provisions. As far as 
possible, manufacturers must 
follow the same distribution pat 
terns as they followed in the 
past, but 25 per cent of their 
production must be retained for 


| emergencies and new accounts. 
| these special orders to be ap 


proved by the WPB on WPB-547 


applications. 


Actual Transport Charges May Be 
Passed To Consumer On Farm Equipment 


Farm equipment retailers may 
pass on to consumers the actual 
transportation charges incurred 
by them instead of “average 
combined freight charges,” the 
OPA recently announced. The 
action taken in Amendment No. 
5 to Maximum Price Regulation 





133 (Retail Prices for Farm 
Equipment), effective July 31. 
1943, simplifies former provisions 
for determining freight charges 
the dealers were allowed to in- 
clude in their selling prices. 
Existing limitation on _ pro- 
duction of farm equipment and 


HARDWARE AGE 





the ra 
caused 
farm 

carloa 
houses 
that ¢ 
vision: 
ence 


Pr 








Th 
prog! 
speed 
ern a 
tion 

Ur 
factu 
tribu 
their 
area: 


10 
A 


Lou 
Care 
20 
tuck 
lina 
gini 
Col: 
25 


Tow 


















3% 
O% 


1% 


mited 
tion in 
rd. 
ducing 
onform 
weight. 
listed 


es for 
on of 
duced 
far as 
must 
n pat 
n the 
their 
“d for 
ounts. 
e ap 


B-547 


ont 


Farm 

31. 
sions 
rges 
> in- 


pro- 
and 








the rationing of equipment have | freight and the lower carload 
caused increasing shipments of | rate. This action applies to all 
farm equipment in less-than-| cases of shipment of complete 
carload lots even to branch | items and parts of farm equip- 
houses and transfer points so | ment by allowing the actual 
that dealers under the old pro-| transportation charges to be 
visions had to absorb the differ- added to manufacturers’ sug- 


ence between the higher lel | gested retail prices. 








Pressure Cooker Rationing 


Revised by WFA’ 


The pressure cooker rationing | Missouri, New Jersey, Ohio, 
program has been revised to| Pennsylvania, Rhode Island. 
speed up distribution into north- ‘ 
ern areas, War Food Administra- | 15 Per Cent to Area No. 4) 
tion announced July 20, 1943. Maine, Michigan, Minnesota, | 

Under the revised plan, manu- New Hampshire, New York, Ver- 
facturers are directed to dis- | ™ont, Wisconsin. 
tribute specified percentages of! 30 Per Gens to tees Min s| 
their current production into five 


Arizona, California, Colorado, 
areas of the country as follows: 


Idaho, Montana, Nebraska, Ne- 
10 Per Cent ‘to Area No. 1| vada, New Mexico, North Da- 
Alabama, Florida, Georgia, kota, Oregon, South Dakota, 
Louisiana, Mississippi, South t tah, Washington, Wyoming. 
Carolina, Texas. | WPB estimated that more than 
| 123,000 cookers would be avail- 
20 Per Cent to Area No. 2) able by the end of July, and more 
Arkansas, Delaware, Ken-| than 225,000 by the end of 
tucky, Maryland, North Caro-| August. It was reported that 
lina, Oklahoma, Tennessee, Vir- | Pressure canner output has been 
ginia, West Virginia, District of slower than anticipated because 
Columbia. only two manufacturers were 
able to get into production until 
25 Per Cent to Area No. 3) this month, but that two more 





Connecticut, Indiana, Illinois, | companies are now getting under- 
Iowa, Kansas, Massachusetts, | way. 








Copper Wire for Farm 
Operations Under CMP 


WPB recently announced a| material order for the amount of 
method whereby retailers, and | copper wire shown in the certifi- 
wholesalers are permitted to fill | eate by placing on his order the 
orders of farmers for copper wire | allotment number appearing on 
of over 75 ft. required in the| the certificate followed by the 
operation of their farms. An| quarterly identification and en- 
important document in the plan | dorsing the order with the certifi- 
is the “Copper Wire Allotment | cate set out in paragraph (s) 
Certificate” which farmers must| (3) of CMP Regulation No. 1 
have and which they secure from | or the form of certificate shown 
their county USDA War Boards. | in CMP Regulation No. 7. The 

A retailer who receives an or- | retailer may not, however, use 
der for copper wire supported by | both methods of placing author- 
a “Copper Wire Allotment Cer-| ized controlled material orders 
tificate” issued to a farmer by} on the basis of “Copper Wire 
a County USDA War Board may| Allotment Certificates” during 
treat the certificate just as though | any one calendar month. 
it were an allotment. He may A retailer must fill orders ac- 
place an order on a warehouse| companied by a “Copper Wire 
or mill for the amount of cop-| Allotment Certificate” in the or- 
per wire shown in the certificate | der in which received and must 
and attach the certificate to it. | give preference to such orders 
An order with such a certificate | over orders suported by prefer- 





attached placed by a retailer with | ence ratings alone. 
a warehouse or mill is an author-| A warehouse who receives an | 
ized controlled material order and | order from a farmer or retailer | 
has the same effect as any other | for copper wire supported by a} 
authorized controlled material | “Copper Wire Allotment Certifi- | 
order under CMP regulations. Or, | cate” must treat the order just as | 
if the retailer prefers, he may| though it were an authorized | 
place an authorized controlled | controlled material order. 
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FOR 
WINDMILL 
HEADACHES 


Monitor windmill doctors are on the job! Grateful 
farmers will never forget the service of Monitor deal- 
ers, who are repairing hundreds of disabled windmills. 
When the WPB authorized the emergency manufacture 
of repair parts for farm wells and windmills, Baker 
Manufacturing Company acted quickly to provide new 
replacement parts. Every facility of the company has 
been strained to supply windmill parts, pump repairs 
and cylinders. Every ounce of obtainable material has 
been utilized. The c y will conti its round- 
the-clock efforts to meet as much of the demand as 
circumstances will permit. 




















No ration certificate is required for windmill repair 
parts, if it is specified that the parts replaced are 
worn out or damaged beyond repair. For complete 
details, write or wire your nearest Baker branch. 


) \VA )D \¥ WV ni) ny 
SUL POW 235i WINDMILLS 
, DISTRIBUTED BY 
BAKER MFG. CO.; Minneapolis, Minn.; Madison, Wis.; 
Fort Dodge, !a.; Cedor Rapids, la.; Omaha, Neb.; 
Kaonsos City, Mo.; Enid, Okla.; Hutchinson, Kon. 


AXTELL CO.; Fort Worth, Texas; Amarillo, Texas; 
Lubbock, Texas; Son Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS, 


AFTER 3 YEARS, MORE POPULAR 


THAN EVER—A REAL COAL SAVER 


The “EVENHEAT” Coal Heater is an 
improved magazine type heater scien- 
tifically constructed with fire brick 
linings and auxiliary combustion chamber 
that mixes secondary air with the gases 
forced from coal in the process of cok- 
ing, thus increasing the heat output bs 
burning gases and products of combus 
tion that are ordinarily lost. 


EVENHEAT 


Magazine Type Coal Heater 
Sold only a 
thru i, 
recognized 
hardware 
and appliance 
jobbers 


PAYS FOR ITSELF FROM FUEL SAVED 
No Puffing or Blowing 


Se PUMPS 





WINDMILL 
A pumPrack’ + 
wawo PUMPS ® 


wett 


suPPLies 








Burns any kind of coal, hard, semi- 
anthracite, soft, lignite, briquettes, etc., 
successfully, leaving only fine white ash 
and no clinkers. 





Have your jobber obtain full particu- 
lars if he is not already an EVENHEAT 
Distributor. 


MIDWEST STOVE CO. Linea with speciai de- 


ji Heat Retaini 
728 Delaware Kansas City, Mo. — Fire Brick a 





PATS. PENDING 
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America's armed might depends upon good 
tools ... Walden Worcester is proud of its part 
in furnishing these. 


Not only in the field, but also in the factory, 
Walden Worcester tools will help you win your | 
production battles. 


Send for catalog showing complete range of | 
dependable sockets, wrenches, and tools... | 
produced by a plant with over thirty-six years | 
experience in building good tools. | 








Sales of Hand 


Tools to 


Employees Eased Under CMP 


(Washington Bureau 
of HARDWARE AGE) 
Employees will be permitted, 
under specific circumstances, to 
use CMP Regulation No. 5 pref- 
erence ratings assigned to their | 
employers for maintenance, re- 
pair and operating supplies, to 
purchase hand tools that they re- 
quire to retain or obtain employ- 
ment, the WPB announced re- 
cently. 

At the same time, WPB is per- 
mitting employers to purchase 
such items as hand tools for re- 
sale to employees, although this 
has not been a customary busi- 
ness practice in the past. 

If the employer is unwilling or 
unable to (1) buy the necessary 
tools for himself and check them 
out to his employees, or (2) pur- 
chase for resale to em- 
ployees, an employee may use 
his employer’s MRO preference 
rating to purchase tools (includ- 
ing gages and engineering instru- 
ments) which he requires for use 
exclusively in his employer’s busi- 
ness and which his employer re- 
quires him to furnish. The rating 
will be valid only if the employee 
gives the seller of the tool a 
certificate filled out and signed 
by his employer and himself, as 
follows: 


tools 





Preference rating ........... 
tet: (specify rating). The fol- 
lowing hand tool .............. 
(Only one tool may be placed 

on each certificate; specify 

type and size of tool) 

is required by the undersigned 
employee as a condition to re- 
taining or obtaining employment 
with the undersigned employer. 
The undersigned employee fur- 
ther certifies that he does not 
own or possess any similar tool 
which will serve the same pur 
pose. 

Name and address of employer 

Authorized signature 


Position 
This procedure is available 
only to industries listed on either 
Schedule I or Schedule II of 
CMP Regulation No. 5, which 
assign AA-1] and AA-2 preference 


ratings, respectively, for MRO 
purposes, to the listed business 
activities. 


Suppliers who sell hand tools 
are required to keep the certifi- 
cate given to them for two years. 
They may extend the ratings on 
these certificates in the manner 
provided in Priorities Regulation 


*! No. 3. 








OPA Sets Retail Prices 


on 


New Bicycle Tires and Tabes 


Bicycle tires and tubes were 
given dollars and cents ceilings 
for brands and sizes by OPA 
effective July 29, 1943, in Maxi- 
mum Price Regulation No. 435 
(Bicycle Tires and Tubes) that 
covers their sales at all levels 
from the manufacturer to the 
retailer. The only exceptions are 
sales to the United States or its 
agencies, and sales in which the 
price is that of a whole bicycle. 

Maximum prices for sales to 
consumers are no higher than 
the current level of ceiling prices. 

Ceilings for manufacturers are 
increased slightly over the level 
for March, 1942, to provide for 
increased production costs due to 
substitutions in raw materials. 
The increase is absorbed at the 





therefore does not 
price to the consumer. 
sorption does not, 
duce wholesalers’ 
margins below their normal levels 
of October, 1941. 


and 
increase the 
The ab- 
however, re- 
and retailers’ 


wholesale and retail levels, 


Wholesale and retail specific 


prices for brands and sizes were 
determined by applying margin 
percentages that prevailed gen- 
erally in October, 1941, 
cost of the tires to the whole- 
salers and rétailers. 


to the 


Besides covering bicycle tires 


and tubes the new regulation cov- 
ers rim strips, which are given 
a retail ceiling price of 10 cents. 
and the service of mounting tires 
on bicycle wheels. 
exceptional cases, for which ceil- 
ings must be established accord- 
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ing to Maximum Price Regula- | 
tion No. 168, Services, the ceiling | 
price for mounting a tire on a| 
front wheel is 25 cents, and for| 
mounting one on a rear wheel is | 
50 cents. 

All features of the regulation | 


were established after thorough of the tires sold for replacement 


study of the industry at all levels, | use are of this size. 


and consultation with representa- 
tive manufacturers, jobbers, and 
retailers. 

Chosen as the base size tire 
in relation to which prices for 
other sizes are established, is 
size 26x2.125. About 76 per cent 








Increased Quotas for 


Domestic Ice Box Makers 


On June 30 the War Produc- 
tion Board announced a new 
schedule for production of do- 
mestic ice boxes during the calen- 
dar quarter. It will permit pro- 
duction of a total of 267,008 
non-mechanical refrigerators in 
the period although it is esti- 
mated that scarcity of materials 
and the difficulties of new manu- 
facturers from initiating produc- 
tion will continue to hold actual 
production below the approved 
quotas. In the period from July 
1, 1943, to Sept. 30, 1943, inclu- 
sive the companies listed below 
are authorized to produce without 
limit as to number pursuant to 
orders bearing preference ratings 
of AA-5 or highe tT, providing de- 
liveries be made prior to Oct. 
1, 1943. In addition each com- 
pany is permitted to produce the 
number of domestic ice refrigera- 
tors indicated below: 


No. of 
domestic ice 
refrigerators 


Bos- 


Name 


Advance Mfg. Co., 


ton, Mass. ...... 100 
Alaska Refrigerator Co., 

prookiyn, NWN. ¥......; 5,400 
American Fixture & Mfg. 

Co., St. Louis, Mo... . 12,500 


Atkins Table & Cabinet 
Co., Brooklyn, N. Y... 4,000 
Brunswick Refrigerator 
Co., Brooklyn, N. Y.. 
Chattanooga Stamping & 
Enameling Co., Chat- 


1,000 


tanooga, Tenn. —s 5,000 
Coleman Furniture Co., 

Pulaski, Va wee 5,000 
“olson Metal Products 

Co., Kansas City, Mo.. 9,000 
(“oolerator Co., Duluth, 

Minn 46,000 


George H. Dean, Inc., 


Norwood, R. I. ; 1,500 
Dratch’s Victory Refrig- 

erator Box, Brooklyn, 

i Serer ee eee 2,500 
Durasteel Co., Hannibal, 

SRY et eer .. 5,000 
Empire Cabinet & Table 

Co., Inc., Brooklyn, 

a Es ae é i re 1,000 
Fleetwood Craftsmen, 

Inc., Fleetwood, Pa.... 5,000 
Fy-Boro Metal Products 

Co., Inc., Brooklyn, 

M. ¥. i gtiacétianhn.. Tanne 
Getz Bros. & Co., San 

Francisco, Calif. ..... 5,000 
Globe Wood Products 

Co., Brooklyn, N. Y... 3,000 
Ice Cooling Appliance 

Corp., Morrison, II. 16,065 
Iceland Refrigerator Co., 

Inc., Brooklyn, N. Y.. 5,000 
King Refrigerator Corp., 

Brooklyn, N. Y...:.... 5,000 
Lorraine Woodworking 

Co., Inc., Brooklyn, 

eS Serer ve . 5,000 
Maine Manufacturing 

Co., Nashua, N. H.... 15,000 
Minton Lumber Co., 

Mountain View, Calif. 5,000 
Modern Refrigerator Co., 

Brooklyn, N. Y vere 5,400 


Modern Refrigerator 
Works, Glendale, Calif. 4,500 
Cc. Nelson Mfg. Co., St. 


Cs. | eee ‘ 5,000 
Progress Refrigerato 

Co., Louisville, Ky..... 6,843 
L. D. Reeder Co., Los 

Angeles, Calif. ..... 1,000 


Sanitary Refrigerator 
Co., Fond du Lac, Wis. 25,800 
Seeger Refrigerator Co., 











St. Paul, Minn. 18,177 
Sheridan Store Equip- 

ment Co., Kansas City, 

Ma. ... res tS 5,000 
Stoddard Mfg. Co., 

Mason City, BG... ..0-220 3,000 
Success Mfg. Co., Glouces- 

A re 5,004 
Victory Mfg. Corp., Bal- 

COG, Te éxcwaases 3,500 
Ward Refrigerator & 

Mfg. Co., Los Angeles, 

Ge tines: obs eles 11,229 
R. F. Williams Lumber 

Co., Dorchester, Mass. 2,500 








Wholesale and Retail Trade 
Division Transferred to OCR 


Retai! 
which the 


The Wholesale and 
l'rade 
Industrial and Hardware Supplies 


Division, of 


Branch is a part, has been trans- 
ferred from the Division of In- 
dustry Operations of WPB and 
is now a part of the Office of 
Civilian Requirements. As a re- 
sult, it will be under the direc- 
tion of A. D. Whiteside, who is 
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vice-chairman of the WPB for 
Civilian Requirements. 

The fact that the Wholesale 
and Retail Trade Division is now 
a part of one of the policy-mak- 
ing branches of WPB is consid- 
ered a most important step. In 
the past it was a part of one of 
the operating sections of WPB 
which administered orders after 
their issuance. 





ALL YOU 
WANT 


All that UNION offers in 
its hack saw frames, 
chisels, and "Champion" 
screw drivers is a line of 
tools that are well de- 
signed, excellently made, 
and priced to show you a 
profit. In other words, 
UNION offers al/ you 


want from any line. 


APs 
ee Mp Pe! 


REC.US.PAT. QFF 


TORRINGTON. CONN. 


IS' CHAMBERS STREET 


NEW YORK OFFICE 
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Pin’ your faith 


onthe good things 
coming back 


; ‘ in 
@ In these perplexing one in Se 
st good 
e trade—when the fine 00 

aie the shelves and war oe ane 
i cannot i - 
it obvious that they > 
yw replaced—let’s not waver for ae 
stant in the knowledge that eg ~ = 

as certain as Victory itself. You don 


(Washington Bureau 
of HARDWARE AGB) 


flashlight case when he 


public. The fact 


flashlights—that is, cases com 


illegality of his now 


It is illegal for retailers who 
in March, 1942, sold flashlights 
and batteris separately, now to 
require the purchaser to buy a 
only 
wants a new battery, OPA has 
announced in answer to numer- 
ous complaints from the general 
that the re- 
tailer may have offered complete 
- | consumer 
plete with bulb and batteries in 
March, 1942, does not affect the 
insisting 
upon combination sales of cases 





OPA Rules on Sales of 
Flashlights and Batteries 


and batteries which are distinct 
units. 

However, retailers who sold 
neither flashlight cases nor bat 
teries separately, but sold only 
flashlight complete with batteries, 
may continue to offer only com- 
plete flashlights and are not re- 
quired to offer batteries or cases 


separately. Furthermore, a_ re 
tailer need not remove batteries 
from cases in order to supply 


demand for batteries 
alone, if the flashlights were fully 
assembled, complete with bat- 
teries at the time of purchase by 
the retailer. 








get the boys who go with the colors and it 





is equally proper that you should not at 
et brands and products that or ~ 
Seasinte standbys in the days of Peace. 


@ Cortland screen wire cloth, ogni 
cloth and netting —— = see cg 
gotten—by either dealers” coon ar 
more than 65 years of service, : — 
made Cortland Brands so we oo 
also assure better than ever pe se 
kets once Wickwire Brothers, A 
pre return to normal production. Be 
help your customers patch, repa eer 
maintain their screens and nettings ore 
the day when you can again sell them 
favorite Cortland Brands. 


WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 


The War Food Administration 
has amended 


of domestic water systems to re- 
lease, without restriction, the re- 
maining 10 per cent of their 1943 





| tems and the remaining 20 per 
| cent of their 1943 production of 
| hand and windmill pumps, and 
pump jacks. 

This action, provided in Amend- 
ment 4 to FPO-3, eliminated the 
reserves previously maintained to 
ymeet any unusual local needs for 
equipment. The advancement of 
the season for which the equip- 


| 
| 
| 


from manufacturers that they 


Food Production | 
Order 3 to permit manufacturers | 


production of domestic water sys- | 


ment is used, plus indications | 


Reserves of Domestic Water 


Systems Released by WFA 


will soon begin their 1944 pro 
duction of the water equipment. 
removes the need for holding re- 
serves from the 1943 production. 
officials stated. 

| The items included in the 
amendment are: deep well sys- 
|tems of the reciprocal or jet 
| type; shallow well systems over 
| 250 gallons per hour capacity; 
| and power pump systems of the 
| horizontal type (up to and in- 
| cluding 75 gallons per minute, 
| 100 pounds pressure); hand and 
windmill pumps, and pump jacks. 
| Sales of water equipment to users 
are subject to rationing by the 
County Farm Rationing Commit 
tees. 








| for 1943 


\ chemical fertilizer distribu- 
tion program designed to make 
this important farm production 
supply item available to farmers 
in such a way to give maximum 
assistance in the production of 
needed food and feed crops is 
provided in revised Food Produc- 
tion Order No. 5, issued July 6 
by the War Food Administration. 
The new order controls the dis- 
tribution of chemical fertilizer for 
the 1943-1944 crop season. 

The revised order follows the | 
general lines of the original or- 





Fertilizer Distribution Plan 
-44 Established 


der, with some exceptions made 
in view of the improved supply 
situation. The order: 


(1) Continues the approved 


grade program, providing for 
grades of fertilizer satisfactory 


for crop and soil needs of the 
principal fertilizer - using states 
and yet meeting the 
conservation. 


need for 


(2) Again gives priority on 
the delivery of fertilizer to a list 
of Group A crops. 

(3) Makes the fertilizer avail 
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able according to a farmer’s crop 
requirements. 

(4) Continues the provision un- 
der which farmers are required 
to make application to their local 
dealers for the purchases of fer- 
tilizer according to their crop re- 
quirements. 


In addition to application for | 


fertilizers they will use this fall, 
farmers under this plan may also 


apply for fertilizer they will need | 


for use next spring. Manufac- 
turers, dealers and agents are re- 
quired to make deliveries of fer- 
tilizer for A crops before such 
deliveries are made for B crops. 


However, in order to insure pref- | 


erence for A crops when fertilizer 
is needed for both A and B crops 
at the same time, applications for 
fertilizer for A crops must be 
made at least 30 days in advance 
of the time required. 


‘The revised order also provides | 
for special grades of fertilizer 


| suitable for Victory gardens by | 


areas. The grades which will be | 
| available next year are: 6-10-4 


for Pacific coast states, 4-12-4 for 
Midwest states, and 5-10-5 for | 
Atlantic coast and Southern 
states. Victory gardeners will 
also be able to purchase small | 
quantities of nitrate of soda, | 
ammonium sulphate and ammoni- 
um nitrate to supplement the 
mixed fertilizer, where such is 
needed. Restrictions on the man- 
ufacture of “specialty” fertilizers 
for non-food uses are continued. 
Manufacturers may not use more 
than 50 per cent of the nitrogen | 
and potash used in such fertil- 


| izers in the 1941-42 fertilizer year, 


and each manufacturer may make | 
only one grade of a specialty fer- 
tilizer. 








Suppliers May 


Circumstances under which a 


seller may reject rated purchase | 


meet his 
terms of 


orders which do not 
regularly established 
sale have been clarified by the 
War Production Board. The in- 
terpretation will permit sellers 
to follow normal business prac- 
tice, under certain conditions. 

Rated orders may be rejected 
for the following reasons: 


| tributor, either for all sales or for 


Reject 


Rated Orders 


regular trade channels. 
3. Where a manufacturer or 
wholesaler has an exclusive dis- 


| a particular territory, he may re- | 


l. Where a rated order calls | 
for quantities which are less than | 


which a_ person 
For example, a 


the minimum 
regularly sells. 
manufacturer who has been sell- 


ing only in carload lots may re- | 


ject a rated order for less than 
a carload lot. 

2. Where a person regularly 
certain 


sells only to types of 


trade purchasers, such as whole- | 


salers, jobbers, or retailers, he 
may reject orders from 
types of purchasers, but only if 
the merchandise can be obtained 
in the required quantity through 


other 


ject rated orders from other pur- | 
chasers, provided the exclusive 
distributor is in a position to fill 
the orders promptly. 

These provisions, which are | 
contained in Interpretation 3 to) 
Priorities Regulation No. 1 clari- 
fy exceptions to the rule that a 
vendor must sell his product to 
any person who presents him 
with a rated order. 

The three cases fall within the 
scope of the general exception 
permitting rejection of rated or- 
ders “if the person seeking to 
place such order is unwilling or | 
unable ot meet regularly estab- | 
lished prices and terms of sale | 
or payment, but there shall be | 
no discrimination against such | 
orders in establishing such prices | 
or terms.” 











Suppliers May Prorate 
Deliveries of Farm Supplies 


General Preference Order 


M-330, which provides for the | 
| (other than AAA). 


setting aside by manufacturers 


and distributers of specified | 


amounts of farm supplies for 
distribution 


been amended to provide that if 


farm outlets, has 
a distributer’s orders from farm 
distribution outlets for any en- 
listed item calls for deliveries in 
excess of the amount ordered set 
aside, he may prorate deliveries 


1943 





| distributer 


} orders 


on the basis of normal shipments 
regardless of preference ratings 


this amendment, a 
under such circum- 
stances would have been required 
to fll orders on the basis of the 
preference ratings carried by the 
with the result that the 
higher rated orders would have 
filled in full while those with low 
ratings or none at all might not 
have been filled even in part. 


Without 











Plenty of Points 
to Think About 





WAS lucky to get that beautiful piece of beef, even 

though it cost me lots of ration points. And I feel 
doubly lucky to have my Grand Range, to give that 
roast beef the kind of superior cooking treatment it de- 
serves. Because my Grand has so many good points, too! 
The meat roasts evenly to a beautiful rich brown...and no 
waste from excess shrinkage. We get our full share of good- 


ness from those precious ration points. My Grand oven 


is perfectly insulated with Rock Wool, so there’s no wast- 


ed heat. That’s just one of the © 
ways it’s giving efficient war- 
time service. And you can just 


bet that when I get anew range, 





it will be another Grand for me. 


WHEN PEACE COMES...IT WILL BE GRAND 





i EE é 





CONGRESS OUTLAWS GRADE LABELING 
AND ELIMINATION OF BRAND NAMES 


Through amendments to both OPA and 
CCC bills which do permit standardiza- 


tion under specified 


ments were sponsored 


(Washington Bureau 
of HARDWARE AGE) 
Resolving a 


controversy that 


has generated considerable heat | 


in Congressional and Executive 
circles, the final has been 
sounded on the grade labeling 
and standardization issue. Sen- 
ator Taft, Republican of Ohio, 
who sponsored the amendments 
to both the OPA and Commodity 
Credit Corporation bills which 
dealt with grade labeling and 
standardization, told HanpWaARe 
Ace that grade labeling and the 
elimination of brand names 
now not permissible under the 
law and that standardization is 
permitted under the conditions 
outlined in his amendment to the 
CCC bill. 

When the President signed the 
CCC bill and specified that he 
signed it only on the condition 
that OPA be permitted to stand- 
ardize a commodity if necessary 
for effective price control he was 
merely in agreement, as the Sen- 
ator pointed out, with the amend- 
ment. Actually the President 
quoted the Ohio Senator’s com- 
ment on the amendment in sign- 
ing the bill. 

The OPA appropriations bill 
prohibited the use of funds for 
grade labeling and standardiza- 
tion, as a result of an amendment, 
also introduced by Senator Taft. 
The language of this amendment 
was not exactly clear and brought 
protests from Price Administra- 
tor Brown and his legal experts. 
They maintained that the bill 
would demoralize price control. 

Brown then offered a clarifying 
amendment which was submitted 
to the House members who draft- 
ed the original amendment and 
to representatives of canners who 
strenuously objected to the elim- 
ination of grade names. 

The amendment to the CCC 
bill as offered by Taft was only 
slightly different from the com- 
mittee amendment. Tatt said that 
the amendment met with the 
agreement of Brown and of all 
the directly interested trades. He 
also said that industries that felt 
that adoption of the amendment 
in the OPA bill would interfere 
with their usual standards would 
be assured by the provisions of 
the amendment to the CCC bill. 


note 


is 


conditions. Amend- 


by Sen. Taft of Ohio. 


The Taft amendment forbids 
UPA to eliminate or restrict use 
of trade or brand names; forbids 
it to require grade labeling; per- 
mits it to set prices in terms of 
standards only if those standards 
already are in use in an industry 
or required by another govern- 
ment agency, and permits it to 
standardize any commodity if “no 
practicable alternative exists for 
securing effective price control 
with respect to such commodity.” 

The President re-echoed Taft’s 





statements when he said, “Sena- 
tor Taft * * * * stated expressly 
that the modification (in the CCC 
bill) preserved power in the ad- 


| ministrator to ‘standardize’ a com- 
| modity in any case in which this 


was ‘absolutely essential” to an 
effective system of fixing prices. 
These assurances are in accord 
with the purpose and the terms 
of the compromise amendment 
and must be taken as controlling. 
“It is with this understanding 
that I have signed the bill.” 
Capital sources believe this ac- 
tion was superfluous in view of 
the conditions specified in the 
Taft amendment. 
Senator Taft could not see why 
much furor was raised over 
standardization and believes that 


sO 





there was never any great oppusi 
tion to giving the Price Adminis- 
trator the right to standardize. 
In his remarks to the Senate dur- 
ing discussion of his amendment 
Taft said, “As a matter of fact, 
if the Administrator does not 
have the right, the War Produc- 
tion Board has it today as to 
practically every commodity. ‘So 
there is no great issue on the 
question of standardization alone. 
I can only say that the represen- 
tatives of the industry with whom 
| have talked had no objection 
to making this exception to stand- 
ardization it was felt it 
was absolutely essential to an ef- 
fective system of fixing prices.” 

So as Congress headed for home 
the grade labeling and elimina 
tion of brand names issue was 
being buried and OPA’s right to 
standardize was given a new lease 
on life, at least until Jan. J, when 
the life of the CCC will again 
expire. 


where 








(Washington Bureau 
of HARDWARE AGE) 


In response to many inquiries 


through J. J. McDonald of the 
Builders Hardware Unit, at- 
tempted to clear up the recent, 
revision to the hardware simpli- 
fication order, L-236. Mr. Me- 
Donald told Harpware Ace that 
there were no changes in the 
tables throughout the  six-page 
order. There was some change 
in the verbiage of the text, but 
the prime reason for issuing the 
amendment was to free builders’ 
finishing hardware, cabinet locks 
and padlocks made of copper, 
copper base alloy and other 
metals. 

The 


amendment 


section of the July 21 
which makes these 
items available follows: “Not- 
withstanding the provisions of 
Conservation Order M-9-c, build- 
ers finishing hardware, cabinet 





from the hardware trade WPB, | 





L-236 (Builders’ Hardware) 
Amendments Issued to Free 
Copper Finishing Hdwe., Etc. 


Amendment releases many builders’ hardware 
items frozen under earlier WPB orders be- 
cause re-melting was found to be impractical. 


locks and padlocks may be manu- 
factured, assembled or completed 
pursuant to paragraph (c) of 
this schedule from fabricated 
parts which contain copper, cop- 
per base alloy and other metals, 
Provided: 

“(1) The content of metal, 
other than copper and copper 
base alloy, is equal to or ex- 
ceeds 10 per cent of the weight 
of the fabricated part, and 

“(2) Such fabricated parts 
were in the possession of the pro- 
ducer on or before the 31st day 
of May, 1942.” 

This amendment will release 
many builders’ hardware items 
which were frozen under earlier 
WPB orders. The items frozen 
were then found to be imprac- 
tical for re-melting purposes and 
WPB decided to release these 


items as out lined in the above 
portion of L-236. 
Althongh the July 21 amend- 








ment was not sweeping in its re 
visions WPB is presently work- 
ing on many additions and 
changes to L-236 which should 
be incorporated in a new amend- 
ment expected early in Septem- 
ber. This amendment will re- 
vise the tables throughout the 
order meet the conditions 
which have come up since the 
original issuance of the order. 

There will be changes in items 
such as split bolt locks, door 
checks, closet spindles and hat 
and coat hooks. The amendment 
is still in a formative stage and 
although there are other con- 
templated changes it is not pos- 
sible to predict just what they 
will be at the present time. 
WPB officials pointed out. 


to 


ELIMINATE SUPPLEMEN- 
TARY MONTHLY REPORTS 
ON COST OF LIVING ITEMS 


(Washington Bureau 
of HARDWARE AGE) 

The requirement in the Gen- 
eral Maximum Price Regulation 
that retailers of cost-of-living 
file monthly supplementary re- 
ports on their maximum price 
for those items with their loca! 
War Price and Rationing Boards 
was eliminated recently by OPA. 
This action was another step 
in OPA’s continuing program 
to eliminate the businessmen’s 
paper work and was_ taken 
through Amendment No. 56 to 
GMPR. OPA took this step be 
cause many of the cost-of-living 
items now are under other 
regulations and others are be 
ing brought under such regula 
tions. 
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(Washington Bureau 

of HARDWARE AGE) 
More stringent enforcement 
of hardware pricing regula- 
tions can be expected in the 
near future, according to in- 
formation received by Harp- 


hardware dealers, wholesale 
and retail, have been found 
to be complying to the 
pricing rules to the best of 
their ability, there are still 
a few dealers, OPA officials 
say, who have been found to 
be operating under what 





Expect Stricter Enforcement Of 
Hardware Pricing Rules In Future 


might be termed “black mar 
ket” conditions. 


entire hardware trade by en- 
acting new and more binding 
regulations, thereby piling an 
added burden on the trade, 
OPA feels that the plan to 


waARE Ace through OPA 
channels. enforce existing regulations 
Although the majority of would be most satisfactory. 


However, it was pointed out 
that price officials have been 
satisfied with the manner in 
which the hardware trade has 
been conducting its business 
in view of the added difficul- 
ties of operating under war- 
time conditions. 


Rather than penalize the 

















WPB Permits Disposal of 
Non-Standard Ammunition 


WPB, July 17, 1943, announced 
an amendment to Order L-286, 
permitting dealers to dispose | 
without restriction, of some 50 | 
types of obsolete and non-stand- | 
ard forms of ammunition now in 
inventory. 

All types of 
cept the following can be dis- | 
posed of under the new definition 
of “ammunition” in the order: 

.22 caliber long rifle 

.25-35 caliber 

25-20 caliber 

.270 caliber 

250-3000 caliber 

30-06 caliber 

30-30 caliber 

300 caliber (except 300 H. & 
H Magnum) 


ammunition ex- 


30 caliber 

32 caliber 

32-20 caliber 

35 caliber 

351 caliber 

38 caliber 

380 caliber 

357 caliber 

45 caliber 

12-gage 

16-gage 

20-gage 

110-gage 

The term “Ammunition” also 
includes primers, designed for 
reloading fired cartridges, but 
does not include any tear gas 
cartridge or projectile, any re- 
loaded cartridge, or any car- 
tridge not manufacturer in North 
(merica. 








1944 Milk Can Distribation 
Provisions Issued By WFA 


‘which also is on a quarterly 


Milk can manufacturers will 
distribute their 1944 production 
on the basis of their distribution 
into states and territories in 1941 
and 1942, under an amendment 
issued by the War Food Adminis- 
tration. The 1944 milk can dis- 
tribution program is provided in 
Amendment 3 to Food Produc- 
tion Order 3. as amended, issued 
June 30. 

The amount of milk cans each 
manufacturer may _ distribute 
within a state will be based upon 
gross sales in that state in 194] 
and 1942. The 1943 distribution 
was made on the basis of sales 
to individual distributors. 
other change places the distri- 
bution on a quarterly, rather 
than yearly basis, conforming 
to the 1944 production program 
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An- | 


basis. 

The amendment directs 
manufacturers to withhold a re- 
serve from which unusual needs 
occasioned by shifts in dairy pro- 
duction or population can be 
met. Between July 1 and Dec. 
31, 1943, the reserve will be 15 
per cent of the quarterly pro- 
duction. This will increase to 30 
per cent for the first two quar- 
ters of 1944, unless the War 
Food Administration specifically 
orders a disposition of the re- 
serves, which are established by 
quarters, the reserve for the 
quarter will be released auto- 


also 





matically 15 days before the ex- 
piration of the quarter, accord- 


MR. DEALER 


Thrifty Housewives are going to 
make their own butter now! 


A BUTTERMAKER 


In a modernized house- 
hold version of the fi 
Farm's | 





* The cost of 
your butter will 
be low 


* The churner 
is easy to use 
and to clean 











* It’s patriotic 
food preparation 


RETAIL 


95 


EACH 
GALLON SIZE 


Slightly higher west 
of the Mississippi 














Every smart housekeeper is in favor of this gallon 
glass jar and wooden churn . . . it's economical . . . 
it's easy . . . it's even fun! You can get the cream 
from your dairyman or pour the top off your milk, 
and with very little work, turn out delicious, creamy 
butter, and have skimmed milk, or buttermilk left for 
drinking or cooking. Tube of butter coloring and 
complete directions with every churn. 


Made by Girton Mfg. Co. 


Selling Agents—Supplee-Biddle of Philadelphia 
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Making the Second Sale 


Know the techniques of concentrated 


selling, 


trading-up, related selling 


and suggested selling and both you 
and your firm will make more money 


Ll TAKE 
TWO PAIR 
OF THEM 





Concentrated Selling 


E., retail hardware 


firms, or any others for that mat- 
ter, would be successful if every 
customer purchased only the ar- 
ticle he intended purchasing when 
he visited the store. 
ond sale, made on these occasions, 
that turns the transactions into 
profitable ones, helps to lower sell- 
ing costs and enables retail sales- 
men to earn more. Because of 
this, every retail salesperson 
should master the technique of 
making the second sale and prac- 
tice it at every opportunity. 
Extra matter how 
small, add up to impressive totals 
during a year. For example, an 
extra sale of only 10 cents on two- 
thirds of a salesman’s sales each 
day would amount to a worth- 
while total. Assume the individual 
waited on 60 customers a day. 
Extra sales of 10 cents from two- 
thirds of these customers would 
be $4.00 per day. Multiply this 
by 300 working days in the year 


It’s the sec- 


sales, no 
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By GEORGE G. HOY 


Associate Editor 
of Hardware Age 


and the extra business from this 
source would amount to about 


$1,200.00. 


Average sales per person for 
salesmen in hardware stores are 
approximately $10,000.00 per year. 
The $1,200.00 volume from extra 
sales is a 12 per cent increase for 
the year. And this was accom- 
plished by simply making a sec- 
ond sale of 10 cents to two out of 
every three customers. 

It’s not always easy or possible 
to make the second sale. This 
should not deter salespeople from 
trying to make it at every oppor- 
tunity. 


Four Selling Techniques 
for Extra Sales 


The four selling techniques, rec- 
ognized by leading merchandising 
authorities in the retail field as 
the best approach to making extra 
sales, are (1) concentrated sell- 
ing; (2) trading-up; (3) related 
selling, and (4) suggested selling. 


Concentrated Selling 


Concentrated selling means sell- 
ing the customer more than he 
originally had planned to pur- 
chase. There are many opportu- 
nities for the salesperson to do 
this every day in the retail hard- 
ware business. Wherever possible, 
items should be priced so it is to 
the customer’s advantage to buy 
a larger quantity for this will help 
the salesman make the larger sale. 


YOU'LL LIKE THIS 
BETTER QUALITY JTEM, 
IT HAS SEVERAL 

NEW FEATURES 





Trading-up 


For example, canvas gloves to 
retail for 15 cents per pair could 
and should be priced at the mul- 
tiple price of two pairs for 29 
cents. Gloves are worn out quick- 
ly and most customers will not 
object to buying two pairs at a 
time. A salesperson who sells a 
customer two pairs of gloves in 
place of the one pair he intended 
buying is doing a successful job 
of concentrated selling. The vol- 
ume of the individual transaction 
is approximately doubled, the 
quantity of gloves distributed is 
doubled, the selling expense on 
the transaction is reduced since it 
is shared by the two items, and the 
customer has provided for him- 
self in more adequate fashion. 

Customers often purchase fer- 
tilizer for lawn or gardens in 
quantities sufficient only for one 
application. This is an expensive 
way to purchase this material. 
Usually, two or three applications 
must be used for best results and. 
if this fact is pointed out to the 
customer, quantities can often be 
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Steam is 
ejected horizontally 


When peace comes, women will revel in clothes 
of glamorous new synthetic fabrics. But, like ray- 
ons, these new fabrics must be ironed slowly and 
carefully at comparatively low temperatures— 
unless protected by steam. 

Silex has developed a remarkable iron that gives 
this complete protection. It’s the only iron that 
spreads the steam horizontally over a wide surface 
instead of merely driving it through the cloth. 

The Silex Automatic Electric Steam Iron is not 
an “inventor’s dream.’’ Nor is it an iron that was 
developed hastily to meet the tremendous poten- 
tial postwar demand. It was in limited produc- 
tion before Pearl Harbor. 


*HORIZONTAL STEAM DISTRIBUTION 


insures a protective cushion over the entire ironing surface 


There are about 7,000 lucky women who ob- 
tained Silex Automatic Electric Steam Irons be- 
fore production was discontinued as a result of war 
restrictions. Their reports to us simply, “bubble” 
with enthusiasm and confidence. 

And best of all, practically no faults have been 
revealed by tests in these 7,000 “home labora- 
tories.”’ This is best evidenced by the fact that 
less than 1% of the irons in use have been re- 
turned to us annually. This is an amazing record 
for a new electrical product. 

The Silex Automatic Electric Steam Iron is an 
all-purpose iron too—it is a steam iron or a dry 
iron at the flip of a tiny lever. 


No Silex Automatic Electric Steam Irons will be available until after the war 


THE SILEX COMPANY + HARTFORD 1, CONN. 
Creators of the Glass Coffee Maker Industry 
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doubled or quadrupled while the 
volume of the specific transaction 
soars. 


Trading-up 


Trading-up is another method 
by means of which the sale can be 
increased. It means selling the 
customer a better quality or high- 
er-priced item than he originally 
had intended to buy. Real sales- 
manship is required to do success- 
ful selling by the trading-up meth- 
od. The salesman must know his 
merchandise and be able to make 
the customer desire the higher 
priced item of better quality, value, 
and improved functional features. 

When merchandise is _price- 
lined, low-priced items, those 
which are generally competitive, 
often do not carry the same profit 
margins as higher priced items. In 
such a case, trading-up is very 
important in selling if the bulk of 
the sales are to be secured on 
items carrying the more profitable 
margins. 


Related Selling 


Related selling can be applied 
in many transactions in the retail 
hardware store. It means selling 
the customer additional items re- 
lated to the original purchase. In 
order to do this type of selling, the 
salesman must have in mind a 
group of items related to specific 
jobs. When a customer asks for 
anv item in this list, thereby indi- 
cating that he intends to do this 
particular job, the salesman should 
suggest to him other items that 
might be needed to do the work 


WILL YOU NEED A 
PAINT BRUSH AND 
THINNER To DO 

P THE JOB? 


i 
ef 





Related Selling 
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successfully. These suggestions 
should be presented in such a way 
that the customer will construe 
them as an attempt on the part 
of the salesman to be helpful. 

The most common example of 
this type of selling opportunity is 
the paint sale. Customers who buy 
paint require several other items 
in order to do the complete job. 
A brush, brush cleaner, thinning 
fluid such as turpentine, alcohol, 
or linseed oil, ladders and sand- 
paper are almost indispensable 
and should be suggested or the 
customer should be interrogated 
about them. In almost every in- 
stance, an extra sale will result 
and the customer will be better 
satisfied. Nothing provokes a cus- 
tomer more than to get home, start 
to do a painting job and find that 
he does not have all the material 
or equipment he needs. Often he 
blames the salesman and the store 
for not reminding him of these 
items. 

Don’t ever hesitate to make sug- 
gestions of related merchandise to 
customers. This can easily be done 
once the salesman has in mind 
lists of suggestions for various 
types of sales. 


Suggestive Selling 


Suggestive selling is another 
type of selling that can be used to 
make the second sale. It is prob- 
ably the hardest type of selling to 
do without obviously revealing to 
the customer the fact that you are 
trying to sell him an additional 
item. Suggestive selling means 
selling the customer unrelated 
items, specials, etc., at the conclu- 


THIS WILL CUT YOUR 
CLEANING T/ME IN — 
HALF. IT’S ONLY 


39 CENTS 





Suggestive Selling 


sion of or during the first sale. 
It must be done subtly and it must 
never be done in a way that will 
offend the customer. 

For a salesman to be successful 
in this, he must be sold in his own 
mind and positive that the mer- 
chandise he is offering will be help- 
ful to customers and that they will 
secure pleasure and satisfaction 
from its use. This attitude is most 
important in doing a good job of 
suggested selling. The salesperson 
must concentrate on these facts. 
otherwise he will not be able to 
present the suggestion in the sin- 
cere manner in which it must be 
offered. A salesman who thinks 
only of making the sale during a 
suggested selling conversation will 
not be able to do as good a job as 
the salesman who concentrates on 
how the item will benefit the cus- 
tomer, forgetting his own stake in 
the transaction. 





Our Forefathers Cared 


VER the centuries, civilization 

has made great strides but 
how little most of us realize that it 
was all due to the fact that our 
forefathers cared. They were the 
men who asked for the help of a 
Divine Providence. 

As we look over the list of names 
in the record of our country, we find 
therein the true leadership of the 
men who cared. To them we owe 
everything, as their watchfulness re- 
sulted in the phenomenal growth 
and progress of the country that we 
love. 

A great majority, particularly 
politicians and public office holders, 


as each term of years rolls by, will 
tell us of how greatly they are re- 
sponsible for progress, forgetting 
that their predecessors laid the 
foundation which has brought the 
country successfully through the 
many trying years. 

It is a fact that we of today did 
not have the difficult and laborious 
job of pioneering. We are the heirs 
of the splendid heritage given to us 
by the generations of the past— 
so, beware, you men of the nation, 
states and cities, that you do not 
ruin the opportunities of the future 
by mismanagement and greed. 

—O.iver B. Surpess 
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PHOTOS BY U.S. ARMY SIGNAL CORPS 


The Army-Navy “E” pennant proudly waves over our plant 
as a symbol of outstanding excellence in ‘war production. 
It serves not only as recognition of high devotion, energy 
and skill in producing for a final and complete victory, but 
as a constant reminder of our pledge to carry on after 
victory with that same high devotion, energy, and skill in 
providing American homes with finer gas heaters than 


CI Q CU-RAY ever before built. 
BUltEeoeRS OF AMERTCA’S MOS TFT 


GAS HEATERS POPULAR LINE OF GAS HEATERS 


TENNESSEE ENAMEL MANUFACTURING CO. 
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Bicycle tires and _ tubes 
Effective July 29, Price Regulation 435 
was announced by OPA, affecting new 
bicycle tires and tubes. The order 
states in detail the maximum prices on 
the various authorized brands and sizes, 
from manufacturer to jobber, also for 
resale to the retailer. Ceilings for 
manufacturers are increased  slightiy 
over the level effective March, 1942, to 
provide for increased production costs 
necessitated by substitutions in raw 
materials. This increase is absorbed 
in the wholesale and retail prices, so 
as not to increase the prices to the 
consumer. OPA states that this ab- 
sorption of the incicase “does not re- 
duce wholesalers’ and retailers’ mar- 
gins below their normal levels of Oc 
tober, 1941.” The distributors will 
hardly agree with this comment. 


© - % 


Toy deliveries — Recent re- 
ports of toy manufacturers indicate 
that toy deliveries for the coming sea- 
son will be below the quantities or- 
dered earlier in the year. Even prior 
to the annual American Toy Fair, 
March 8-20, 1943, many manufacturers 
had already withdrawn from the market 
because commitments for their limited 
supplies had already been made. Others 
were out of the market because of be- 
ing on 100 per cent war work or be- 
cause of uncertainty as to the future 
availability of materials. It is pre- 
dicted that toy production this year 
will total somewhere between $75.- 
000,000 and $80,000,000. Indicative of 
the materials problem in the toy manu- 
facturing industry was a statement by 
T. W. Smith, Jr. Sun Rubber Co.., 
Barberton, Ohio, president, Toy Manu- 
facturers of the U. S. A., Inc., which 
was quoted in the April 1, 1943, issue 
of Harpware Ace. Mr. Smith said, 
in part, “The major change which will 
be noted in the toys which are being 
shown this year is the absence of 
critical materials, such as _ rubber, 
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metal and certain types of plastics. 
According to the best estimates, about 
$50,000,000 of the $110,000,000 of toys 
(manufacturers’ value) produced in 
1941 were made from these basic ma- 
terials.” Manufacturers have, of course, 
done a remarkably fine job in turn- 
ing out toys and other playthings with 
the substitution of various types of 
materials for steel and other metals, 
and in the creation of new types of 
playthings to take the place of peace- 


time items. 


Fence posts—Sellers of red 
cedar fence posts produced in Mis- 
souri, Louisiana and Oklahoma are to 
use Arkansas maximum prices for 
their product, with Flippen, Ark., as 
their basing point, OPA has an- 
nounced. In Revised Maximum Price 
Regulation No, 324 (Fence Posts), is- 
sued June 26, 1943, sellers of posts 
produced in Missouri, Louisiana and 
Oklahoma had been provided with 
Tennessee maximum prices, with Mur- 
freesboro, Tenn., as the basing point. 
The change to the Arkansas basing 
point is made by Amendment No. 1 to 





During June the Office of Ci- 
vilian Requirements received from 
the Army, after some persuasion, 
about 15,000 tons of barbed wire. 
The wire, WPB then said, was for 
agricultural purposes. Civilians 
were going to get a break. 

Later the Army unsuccessfully 
tried to get their gift back, but 
WPB said ro, claiming the Army 
had more wire than it knew what 
to do with. 

A large amount of the wire was 
black (ungalvanized) and military 
(long-pronged). One OCR official 
said recently that if farmers put 
the wire to use it would undoubt- 
edly result in the death of a large 
per cent of cattle. 





Maximum Price Regulation No. 324, 
and becomes effective July 30, 1943. 
The Amendment also provides that 
sellers must maintain cash discount 
and credit terms to buyers which are 
no less favorable than those allowed 
on Oct. 1, 1941, except that a cash dis- 
count in excess of 2 per cent need not 
be continued. This cash discount and 
credit term rule is a standard provision 
in most lumber regulations, 
ne oe * 

Commodity prices—Price av- 
erages at mid-July were the lowest 
since March 15, at 102 per cent of the 
1926 “par,” according to the Bureau 
of Labor Statistics index. A year ago, 
the mark was 98.5 per cent. Both 
farm and food prices have featured the 
recent price-easing. The latest news 
as to retail store prices was for May, 
reported by the Department of Com- 
merce. In May, these stood 9 per cent 
higher than in May, 1942—compared 
with a rise of 18 per cent in the year 
preceding OPA’s retail price control. 
Using the pre-war period 1935-39 as 
a base, the index of prices of commodi- 
ties sold at retail stores for May stood 
at 135. 

% * * 

Baby carriages Scheduled 
production of baby carriages for the 
third quarter of the year is about the 
same as the total authorized for the 
second quarter, while the scheduled out- 
put of strollers, walkers, and sulkies 
is increased by 31,900 units, the War 
Production Board announced recently. 
Schedule If of General Limitation 
Order No. L-152 (Baby Carriages). 
which authorizes quotas of production 
for the present calendar quarter, assigns 
the production of 289,622 baby car- 
riages and 265,400 strollers, walkers, 
and sulkies. This compares with the 
second quarter’s Schedule I, as amend- 
ed June 23, which authorized 289.369 
baby carriages and 233,500 of the other 
types. WPB’s program for the produc- 
tion of infants’ and children’s carriages 
is aimed at meeting an anticipated de- 
mand for 900,000 baby carriages, and 
about the same for strollers, walkers 
and sulkies. Quotas in Schedule I rep- 
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“BROTHER, YOU CAN’T FEED THE WORLD BY HAND” 


Only machines can keep U. S. agriculture doing the 
job ...and only the distributors and dealers of the 
nation can keep those machines going—by supplying 
the farmers with repair and maintenance parts! 


xkwekk 


It is estimated that 98% of farm production this year has 
to depend on machines already in service in 1942... in 
many cases, before 1942. 

This means a maintenance and repair program utilizing 


every scrap of metal — every spark of ingenuity — that 


farmers and farm implement suppliers can command. 

RB&W, whose EMPIRE Bolts and Nuts were used in 
the first metal plows in Amtrica, must and will continue 
to make its famous Plow Bolts available to the farmers of 
the nation through its usual distribution channels. 

The War Production Board, Wholesale and Retail Divi- 
sion, fully recognizes the vital necessity of a successful pro- 
gram for maintaining farm equipment. When you apply 
for a rating to extend on plow bolts or other parts, you will 
have no difficulty in obtaining prompt and sufficient help 


in filling your requirements. 
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BOLT AND-NUT COMPANY 


Factories at: Rock Falls, Ill.; Port Chester, N. Y.; Coraopolis, Penn.; Sales offices at: Philadelphia, Chicago, Detroit, Los Angeles, Portland, Seattle 
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Wholesale Hardware Inventories 
By Geographic Regions, for May, 1943 


COMPILED BY THE U. S. DEPARTMENT OF COMMERCE 


TOTAL HARDWARE 


END-OF-MONTH INVENTORIES (Cost) 


Percent Change 
REGION May 1943 
Number - . | 
of ay | | 
Firms | 1942 103 
New was 16 —19 4 
Midd'e Atlantic. . 67 —24 -—2 
East North Central 34 —41 —6 | 
Wost North Central 24 —23 +6 
South Atlantic... 32 —34 b 
East South Contral 10 —34 —5 | 
West South Central 19 —22 b 
Mountain..... ; 6 | —2 b | 
Pacific... | @ | -#@)} -3 | 
U.S.TOTAL a...| 221 | -28 | —1 


STOCK-SALES RATIOS 


Thousands of Dollars 


on Ma: April May May | Aoril 
1943 | 
—|- 


1942 | 1943 1943 1942 1943 
| | 
$1,667 | $2,056, $1,729 188 217 | ~=«+184 
5,881 | 7,706| 6,003 116 145 117 
7,141} 12,108 7,586| 185 229 163 
6,648 | 9,183; 6,261 188 231 151 
2,763 4,167; 2,760 127 154 119 
1,744; 2,651; 1,842) 127 162 132 
5,642; 7,256, 5,637 172 242 178 

621 820 | 624, 237 | 
6,151 7,504; 6,319; 176 | 249 | 174 
| | | | 
38,409| 63,699| 38,924, 156 | 204 | 181 





Bureau of the Census 


Current Statistical Service 


a Includes data for 4 firms not allocated to geographic regions. 


b Less than 0.5 per cent. 


Stock-sales ratios are percentages obtained by dividing the cost value of stocks by sales 


for an identical group of firms. 





resented gross estimates of manufac- 
turers’ capacities. Quotas in Schedule 
Il are the results of adjustments to 
make the quotas more consistent with 
manufacturers’ actual capacities and 
compatible with the supply of available 
materials. 


* . * 


Nails and wire products— 
With nails, staples and smooth wire 
now coming to the jobbers under lim- 
ited “directives” from WPB, the flow of 
these lines is not as liberal as during 
the two preceding “quota” quarters. 
Jobbers are more careful about accu- 
mulating and extending to their, sup- 
pliers (on form CMP-11) the high- 
rated tonnage shipped out of their 
stocks on industrial and government 
orders. These tonnages are replaceable 
to the wholesaler. Under Order M-21- 
b-2 as amended June 15, a steel pro- 
ducer may, in any month, within the 
limits of his production directive for 
certain wire and sheet products, make 


bull rings, although reserves of the 
proper wire are said to have been ready 
fur several months, awaiting approval 
of the Copper Recovery Program. An 
effort has been made to use steel rings, 
but much complaint has resulted of 
rusting, and of stock infection because 
of this rusting. The case is being 
pressed at Washington, and the aid is 
being sought of farmers and others who 
know the practical difficulties of the 
attempted substitutes. 


* * * 


Work gloves—The tight 
leather situation has curtailed the quan- 


tity of leather palm gloves which will 
be available for fall. The Controlled 
Canton flannel market, and the labor 
shortages in glove factories promise 
also a continuing shortage in ordinary 
cotton work gloves. Some factories have 
been setting up “quotas” for their regu- 
lar customers against their limited pro- 
duction of work gloves, but quota allot- 
ments for the third quarter have not 
yet been announced to the distributors. 


a“ * * 


Heels, taps, shoe repairs— 
With rationing of shoes, people gen- 
erally seem to be looking up their old 
shoes, and having them repaired. A 
shortage of both leather and rubber 
repair items has resulted. Cutters of 
leather taps have appealed to Washing- 
ton for relief from the recent “freeze” 
order on bend stock, so that they may 
proceed with further cutting. Cattle 
slaughter is far below normal, and hide 
supplies are dwindling. 


* * * 


Lawnmowers — Although the 
WPB Consumers Durable Goods Divi- 
sion is doing its utmost to insure the 
assembly of lawnmowers for civilian 
use it is doubtful whether any action 
can be taken to get lawnmowers to ci- 
vilians this year. There are several 
manufacturers who have sizeable inven- 
tories of lawnmower parts and the prob- 
lem is to get authority to assemble 
these parts and produce the finished 
product. The industry has represented 
that no additional material will be 
necessary but WPB says this is not 
true in all cases. WPB has found that 
gray iron castings and carbon steel 
for coating are needed for hand mowers 





Wholesale Hardware Sales 
By Geographic Regions, for May, 1943 


COMPILED BY THE U. 8S. DEPARTMENT OF COMMERCE 


TOTAL HARDWARE 





Seas a a & eo el ® 


=. 





delivery of these products to ware- —_ REPORTED rieantnssteenienetall 
houses on orders which are not au- Percent Change | 
thorized controlled material orders, REGION May 1943 Thousands of Dollars 
f : from Percent | __ Five Five 
after he has filled all authorized con- Pe arbien Tt | Change | Months | Months 
trolled material orders for the same or May | April | May | Ma April | ja> (add (ada 
product group calling for delivery in | Firms | 1942 | 1043 | 1063 | 1942 eS 
the same month. This helps the lines | 
P ‘ js B } Bh des . } } | = 
in question, which are: Galvanized or eae a. tn =3 =$3 aoe | 500 | P| oa | aea18 seas 
ainted form Aon East North Central. | 49 ~1% | —7 | 8732) 6772) 6,138) —18 | 30,410| 37,008 
pa ed -Toofing and siding; West North Central....| 38 —12 | -13 | 4386) 4983, 5023) -18 | 2%, 30,973 
wire bale ties; wire (barbed and twist- south Manette a -" _ . | 3208 | 4 | = by <i 
. South Central. . - 2. j | i ez. 
ed), wire fence (woven or welded), West South Central et ae b | 5.182 438 | 5,163; —8 | 24,730 2788 
netting; fence posts and gates. lowntain. ... - feng & =i ss | ol ae 
cade | 2 +4 Bes 8 6,932 | 7,554 | +6 50,908 
| os we U. 8. TOTAL a. | 386 i 6 — 6 | 37,494) 39,963. 39,859 | -—9 220,788 | 242,408 





Bull rings—This industry is 
having a difficult time getting copper 
released for the needed production of 


Bureau of the Census Current Statistical Service 


a Includes data for 4 firms not allocated to geographic regions. 
b Less than 0.5 per cent. 
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and engines for power mowers. These 
engines will be the most difficult to 
procure, if present indications hold 
true. A few powermowers have been 
assembled for military and government 
requirements but aside from this it ap- 
pears that there will be no. mowers 
before next spring. 


* * * 


Knives—A WPB survey of ma- 
terials in the hands of knife manu- 
facturers revealed that a large number 
of knives could be produced and as a 
consequence certain types are now be- 
ing delivered to suppliers for civilian 
use, Thirty-three thousand dozen cattle 
premium stock and utility farm jack- 
knives are being released to stock 
raisers. Pocketknife production has had 
to be subordinated to military require- 
ments for other types of knives and 
OCR still feels that the production of 
ordinary penknives or pocketknives is 
not essential. This is in line with the 
non-issuance of ratings (WPB 547) on 
knives or cutlery. 


* * * 


Binder twine—An adequate 
supply of binder twine is available for 
this year’s harvest of grain crops, it was 
reported at a meeting of the WPB 
Binder Twine Sub-Committee of the 
Cordage Industry Advisory Committee 
and government officials recently. This 
ample supply has been made possible 
through the blending of cotton with 
henequen and the advisory committee 
reported that the use of this new blend- 
ed binder twine had proven satisfactory. 
The supply of binder twine for 1944, 
based on information received from the 
Department of Agriculture, is expected 
by the committee to meet grain pro- 
duction goals. Experiments are now 
being made in the use of substitute 
materials such as American hemp, jute 
and paper. Use of paper in binder twine 


is unrestricted, 
= * * 


Post hole diggers—On post 
hole diggers, which have been difficult 
to secure for several months, jobbers 
report the present shortage “desperate.” 
Lack of handles and handle timber is 
preventing the manufacturers from com- 
pleting any new tools, even on AA-l 
ratings. Order M-330 is intended to 
relieve this situation, with others of 
like nature in the farm tool category, 
but the resultant ratings and allotments 
can have little effect until the labor 
situation in the timber areas is re- 
lieved. 


Saddlery hardware—Saddlery 
hardware manufacturers are also re- 
porting manpower shortages, having 
lost many of their moulders to war 
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WHEN AIR BATTLES HINGE ON 
Face REFUELING... 


Fighting planes require fast refueling and service. Every minute 
counts, Pumping units, powered by small gasoline engines, pro- 
vide faster servicing of planes. Here again, some of the hundreds 
of thousands of dependable, instant-starting Briggs & Stratton 
engines, now serving our armed forces, are on combat duty. 


Meeting wartime demands for 
Briggs & Stratton gasoline en- 
gines has proved a BIG JOB. 
But we like big jobs. In fact, 
we'd like to see just how big a 
job we can handle with our facil- 
ities for high quality, precision 
production. 
We will welcome the oppor- 
tunity of discussing your 
4-cycle, air-cooled gasoline en- 


gine requirements — either for 
immediate or post-war needs. 


BRIGGS & STRATTON CO7P. 
MILWAUKEE 1, WISCONSIN, U. S. A. 


FOR VICTORY BUY WAR BONDS 
A: 
fom fa 4 


ee Se -T eT 
GASOLINE 
SC ENGINES 





plants or others paying higher wages. 
The result is a curtailed production ot 
snaps and buckles, and similar acces- 
sories. Manufacturers are not seeking 
any new business, and it is said that 
some orders placed last year for popu- 
lar numbers have not yet been com- 


pleted. 


Pressure cookers — Reports 
from manufacturers of pressure canners 
received by the War Production Board 
show that the program for producing 
275,000 of these food-preservation out- 
fits in time for this year’s canning sea- 
sons will be about 85 per cent complete 
by Sept. 1. It is estimated that more 
than 123,000 pressure cooker-canners 
will be completed by the end of July, 
and that by Sept. 1 the total will be 
more than 225,000. Production and, con- 
sequently, deliveries to retailers, have 
been slower than expected because only 
two manufacturers were able to get 
under way until July. Two more have 
now joined in, which will considerably 
speed the production rate. » 


% * * 


Floor coverings--WPB re- 
minds the public that linoleum and 
printed floor coverings are being pro- 
duced in sufficient quantities, despite 
manpower problems, direct war-work in 
many plants, and increasing war de- 
mands for some of the essential ingre- 
dients, like linseed oil, as well as im- 
port difficulties. Used in new housing 
projects and in reconditioned old build- 
ings for migrant war workers. such 
floor coverings not only save lumber. 
nails, and labor, but, being easy to 
clean, they contribute to sanitation. 
Patterns are still diversified, but the 
industry is concentrating on the sim- 
pler, and more popular ones, to save 
labor, materials and machines. Practical 
colors alone will compose the war pat- 
tern picture. Blues, certain shades of 
green, and some of the brighter colors 
have been dropped, since the chemicals 
needed to make them are in more 
urgent demand for explosives, pharma- 
ceuticals, and other war goods, Almost 
all the linoleum now produced has a 
felt-base, made of paper and rags, and 
saturated with asphalt. Burlap, com- 
monly used as a base fabric before the 
war, may not be used only in linoleum 
for Army, Navy and Maritime purposes, 
So little burlap can now be imported 
that there is insufficient for the essential 
industrial and agricultural bagging. So 
much linseed oil is needed for paint 
and varnish for ships, planes, tanks, 
and guns; coated fabrics for war use. 
and for export purposes, that linoleum 
and floor covering manufacturers may 
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use only 50 per cent of the amount they 
used in 1940-41. 


* + * 


Clay heating stoves—Stoves 
and room heaters made of clay have 
been developed experimentally to the 
point where their manufacture for use 
by the public will soon be under way, 
WPB announced recently. Four designs 
for space heaters and one for a cooking 
unit have been worked out. The heaviest 
model space heater weighs about 580 
lb. of which only 30 lb. are metal. It 
has a capacity of around 45,000 B.t.u. 
per hour. 


Flashlight batteries—WPB re- 
cently announced that a limited number 
of flashlight batteries are now available 
for civilian needs. As long as this sup- 
ply lasts, wholesalers may make appli- 
cation for them on form WPB 547 
(PD-1X). A rating of AA-5 will be as- 
signed on approved applications. These 
batteries are to be sold to retailer with 
no rating required, and resold to ci- 
vilian or other purchasers of non-rated 
requirements. Wholesalers and retailers 
must appreciate that there is a critical 
shortage of flashlight batteries and 
limit their sales in a manner that will 
«spread the supply they receive as thinly 
as possible. The distribution of these 
batteries, for civilian and other non- 


rated requirements, should not be con- 
fused under Order M-330 or PR-19. 
Wholesalers selling farm outlets should 
continue to apply on WPB-547 (PD-1X) 
using the certification specified in 
Order M-330. A rating of AA-5 will be 
assigned on approved certified applica- 
tions. Wholesalers’ orders upon manu- 
facturers, carrying the M-330 certifica- 
tion, will be shipped prior to orders 
without that certification. However, bat- 
teries purchased on a certified M-330 
order can only be sold on certificates 
from farm retail outlets who, in turn, 
may only sell to the farmer on certifi- 
cates as called for in order PR-19. 


* * x 


Radio batteries—The Army 
for some time has been turning back 
into civilian channels quantities of 
small batteries used in portable radios. 
According to WPB the batteries have 
been standing too long in Army ware- 
house to measure up to the high stand- 
ards set by the Signal Corps. At WPB 
it was said that it is expected an in- 
creasing flow of this kind of batteries 
will be released from time to time. 


* * * 


Electrical goods—tThe electri- 
cal apparatus and equipment industry 
in the post-war year 1946 should pro- 
duce consumption goods valued, in 
1942 prices, at $1,244,000,000, accord- 





Wholesale Hardware Collections 
on Accounts Receivable 
By Geographic Regions, for May, 1943 


COMPILED BY THE U. S. DEPARTMENT OF COMMERCE 


TOTAL HARDWARE 


Percent 
REGION May 1943 
from 
Number 
| of | May 1 
Firms 1942 1943 
New ind 25 —26 +2 
Middle Atlantic 92 —19 -—1 
East North Central 48 —38 -—6 
West North Central 36 —41 -—2 
South Atlantic 47 —33 -4 
East South Central 20 —36 +13 
West South Central 25 —21 -—1 
Mountain 6 —15 +28 
Pacific. . 25 -7 +3 
U.S. TOTAL a 328 —26 ina 1 


Bureau of the Census 


ACCOUNTS RECEIVABLE 


Collection Percentages 

Thousands of Dollars 
_ Ma April May Ma: April 
1 194: 1943 | 1943 194 1943 

| | } 

$1,312| $1,763; $1,287; 86 | 71 85 
8.097| 10,041; 8,216; 84 72 83 
6,090! 9,753; 6,463; 98 75 94 
4,807; 8,304; 4,997; 91 66 94 
4,226| 6,270) <a | 84 | (68 78 
2,265; 3,519| 2,006 87 72 84 
4.015; 5,058! 4,046, 100 79 98 
375 439 292| 61 70 140 
8,774, 9,405) 8,558| 83 73 83 
40,250 54,722; 40,490, 88 72 87 


Current Statistical Service 


a Includes data for 4 firms not allocated to geographic regions. 


States comprising regions: 


New England—(Conn., Maine, Mass., N. H., R. I., Vt.) 


Middle Atlantic—(N. J., N. Y., Pa.) 


East North Central—(Ill., Ind., Mich., Ohio, Wisc.) 

West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., 5S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., 8S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 

West South Central—(Ark., La., Okla., Texas) 


Mountain—(Ariz., Colo., Idaho, Mont., 
Pacific—(Calif., Ore., Wash.) 


Nev., 


N. M., Utah, Wyo.) 


HARDWARE AGE 
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ing to a mathematical projection based 
on past relationships, according to H. 
E. Way, Machinery & Motive Products 
Unit, Bureau of Foreign and Domestic 
Commerce, U. S. Department of Com- 
merce. This total, reduced to a quan- 
tity basis, would be 130 per cent of 
the output for 1929 (as an example of 


a pre-war year of large production) and | 


is contingent on the assumption of full 
employment in the post-war year. 
Te - * 


Planning for more steel 
The War Production Board drive for 
2,000,000 additional tons of steel dur- 
ing the last half of 1943 is expected to 
expand the already remarkable record 
of the steel industry in turning out this 
vital war metal. Actual steel production 
in 1916, the year before the United 
States entered the World War |, was 
17,900,000 tons. During 1940, the year 
before Pearl Harbor, steel production 
in this country totaled 67,000,000 tons. 
The output jumped to 82,800,000 tons 
in 1941, and hit 86,000,000 tons in 
1942. The production goal for this year, 
even before the proposed drive was an- 
nounced, was 91,500,000 tons, or 24,- 
500,000 tons more than the production 
of 1940. 

m Ox * 

Price control on used items 
—Fifteen kinds of used consumers’ 
goods have been brought under a new 
OPA Regulation No. 429, which pro- 
vides a simple pricing formula‘ cover- 
ing these articles when “used,” and 
these same commodities when rebuilt, 
reconditioned or renovated. These ar- 
ticles include used furniture, bedding. 
stoves, floor coverings, portable lamps 
and lamp shades, miscellaneous house- 
ware items, shovels, wheelbarrows, 
hatchets, and carpenter’s tools. Also 
covered are used baby carriages. 
musical instruments except pianos, 
commercial kitchen equipment, beauty 
and barber shop furniture, store and 
office fixtures, and coin-operated vend- 
ing machines. 

* * * 

Civilian goods—Without fan- 
fare, the government is evolving a plan 
which may aid the “every-day” citizen, 
who has been handicapped by lack of 
what once were “every-day” items. The 
program is not extensive, since it must 
enter competition with the armed forces 
for critical materials. However, urged 
by Director Byrnes some weeks ago, 
the Office of Civilian Requirements be- 
gan a study of the sorest spots for 
civilians. By shunning red-tape and 
cumbersome directives, Mr. Whiteside’s 
OCR office can show that allocation 
of only a few tons of steel would satisfy 
demands for several small, but impor- 
tant, civilian items. In some localities 
only repair parts for such things as 
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ice boxes are needed; while in others, 
the need is for production of new 
boxes. Evidences of the changed em- 
phasis already are available. For ex- 
ample, kitchen cutlery and cutting tools 
used in food processing now will be pro- 
duced in greater quantities, though non- 
essential lines will be prohibited and 
patterns will be limited. Cut-backs in 
production of strictly war munitions as 
a result of experience abroad may mean 
that some small quantities of vital ma- 
terials may be available from time to 
time, if these opportunities are watched, 
and intelligently used. 


* ~ ta 


Paint pricing clarified—OPA. 
hy revision of Price Regulation 188, 
provides that necessary formula 
changes, under WPB order, in_ in- 





terior and exterior paints, enamels, 
primers, floor varnishes, etc., may be 
made by the manufacturer without re- 
ducing his maximum prices. Certain 
conditions, however, must be met. First 
—the total cost of raw materials due 
to the revised formulas shall not be 
lowered more than 5 per cent (or 5 
cents per gallon), and manufacturers 
must report the exact changes or cost 
savings to OPA for approval. It is also 
required that the changed formulas 
must provide equivalent serviceability 
and substantially maintain brushing, 
flowing, spreading. and drying prop- 
erties, washability, abrasion resistance, 
and flexibility. 


u a 


Construction Curtailed 
—June construction awards (the far- 
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DWINDLING PROFITS! 


Wartime restrictions cutting down 
sales and profits ... must be replaced somehow ... what is 
more logical or more natural than Hearing Aid Batteries? 
The brand that’s in demand is BURGESS!” 


Pioneers in the hearing aid battery field, Burgess Batteries are 
already established with agents and consumers. 


BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 


BURGESS 


fearing fi 


‘BATTERIES 


No. XX30E, a 45 
volt “B" Battery for 
vacuum-type aids 
















west omitted) continued the decline 
which began last March, and all major 
classifications except nonresidential 
building were lower than in May. The 
F. W. Dodge Corp. total of $230,000,- 
000 was equal to only one-fifth of 
the all-time high record of $1,200,000,- 
000 set in June, 1942, when war con- 
struction was in full swing. Since that 
peak, utilities construction has de- 
clined 84 per cent, nonresidential 
building 83 per cent, and public works 
82 per cent. Residential awards were 
the lowest for June since 1935, and 
73. per cent below the most recent 
high for that group, in August, 1941. 
Total construction declined 50 per 
cent in the first six months of this 
year, compared with the like 1942 


period. 
* * * 


Surplus Army Property— 
Complete overhauling of the Army’s 
procedures for disposing of surplus 
government-owned and Army-controlled 
industrial and construction equipment 
and materials has been announced 
by the War Department. The new pro- 
cedures eliminate many former “red- 
tape” requirements which delayed dis- 
posal of such surpluses, and permit 
their sale to regular wholesalers and 
dealers, after it has been learned that 
there is no immediate use for them 
under existing Army war production 
contracts, or by other government 
agencies. It is good news that an ef- 
fort will be made to avoid the pile-ups 
and later “indigestion” of such mate- 
rials and merchandise. 


” *- * 


Carloadings — Loadings of 
freight in the week ended July 17 
totaled 877,330 cars, the highest figure 
since Oct. 31, 1942, and an increase of 
2.4 per cent over the corresponding 
week a year ago. Total carloadings for 
the year to July 17 totaled 22,635,088 
cars, compared with 23,529,445 in the 
corresponding period of 1942. 


* * * 


Cut sole ceilings—Cut sole 
manufacturers have been advised by 
OPA that leather outersoles heavier 
than those included in definitions of 
military outersoles, in WPB order 
M-310, must continue to be sold at or 
below ceiling prices that were estab- 
lished for them as military outersoles 
—this despite the fact that they may 
be sold to civilians. Higher ceilings 
that individual cut sole manufacturers 
may have established before receiving 
approval of military maximum prices 
may not be charged on sales of the 
heavier soles to civilians, unless or un- 
til a change is made by formal action 
of OPA. 
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SALES OF 1264 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 
June, 1943, Comparisons 


SUMMARY 





Total 1,264 +4 +3 $8,807,479 $8, 493,267 "$8, 535,087 





Cumulative sales first 6 months of 1943 showed an increase of 
4 per cent, 1943, $51,914,530; 1942, $54,424,971 


Per Cent Change 




















Number June ’43 June ’43 Dollar 
of firms vs. vS. Sales 

States by Regions reporting June ’42 May *43 June ’43 

ngl 77 -] be $703,593 

~~ aie ) + 8 + 6 81,797 
New Hampshire & Vermont 10 -16 + 4 173,859 
Massachusetts 37 +9 + 3 313,224 
Rhode Island sey! . ag 
Connecticut ; 17 + ] —12 106,079 

Middle Atlantic 133 + 6 +3 1,042,286 
Pennsylvania ; 133 + 6 + 3 1,042,286 

Fast North Central 375 bd +4 2,429,906 

“ants ankax 106 be +4 782,228 
Indiana , ' 56 -4 +1 343,290 
linois ; roe 84 + 2 +4 543,601 
Michigan Tas 41 t + 6 316,245 
Wisconsin int 88 —1 + 6 444,542 

st North Central 166 +1 +7 699,748 

gt , 49 + 3 + 6 218,158 
Missouri . 38 + 3 + 4 138,748 
Nebraska 38 35 + 2 +1 111,756 
Kansas 4 —1 +12 231,086 

South Atlantic 46 +16 — 3 342,818 
South Carolina ll — 1] —10 79,566 
Georgia ...... roses 18 bd —13 97,674 
ON SS ee, oe ee 8 +40 + 8 165,578 

East South Central..... 13 +5 —13 72,426 
Alabama ......... & 13 +5 —13 72,426 

South Central. 110 +10 $ 626.395 

ge tnes ahet 2S ce 18 +7 —5 107,052 
Oklahoma ........... 35 +28 4 118,850 
Te 4s. dS Site 3 57 + 6 +1 400,493 

DE uicccrachcbada ana 88 —1 +4 662.968 
SR oc co eae & aie es 21 +4 —1 151,141 
| EARL es RT ee 18 +12 +1 139,411 
Er beau = =f 7S 
Colorado ...... Fe ody! 26 +3 + 6 122,486 
ee eee 7 —l7 +12 138,361 
SE o.oo. n'y a a.55e aoe ; * "hy rae tee ety fe foe 
RE chs Ang Scns, geet bd eae Tes cle: 
eee . 

Pic's os hac n decree 256 +8 +4 2,227,339 
Wahingion ey ¥ 41 +28 +7 303.396 
i eee : 27 +5 +7 268.432 
ON ne 188 + 5 + 3 1,655,511 

Chicago, Til. + 20 +9 +2 90.161 

Los p oad on Cal. 23 —22 + 3 252.658 

Portland, Ore. 8 +31 — 5 23.129 

San Francisco ... 21 +10 +7 65.099 

Seattle, Wash. es ll +51 +9 40,022 





* Note while stores in these states are included in grand total, figures for 
these states are not shown. in this chart, because of insufficient data. For states 
marked # the change was less than 0.5 per cent. Compiled by Bureau of the 
Census, U. S. Department of Commerce. 
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Tire chains—American Chain 
Division on July 25 outlined to their 
Weed tire chain distributors their ap- 
plication of Limitation Order L-201, as 
amended July 10, which will govern 
until March 31, 1944. The permissible 
manufacture of tire chains still remains 
at 40 per cent of the manufacturer’s 
sales between April 1, 1941, and March 
31, 1942. American Chain Division, in 
keeping with L-201, has broken this 
percentage into the following groups, 
which their distributors will be _per- 
mitted to purchase: 


9.6% in complete passenger car 
chains 

6.4% in passenger car cross 
chains, units and parts 

14.4% in complete truck chains 

9.6% in truck cross chains and 
parts 


The communication enumerates the 
types still permitted under Order 
L-201, and includes a re-statement of 
the jobber and dealer net prices on 
these types, unchanged from the basis 
established May 1, 1941. Distributors 
may order for special authorized pur- 
poses other sizes and types, but only 
sufficient for the direct authorized use 
—none for stocking in either dis- 
tributor’s or dealer’s inventory. The 
American Chain Division will cancel 
non-rated orders received prior to July 
24, to make a fresh start with each 
distributor under the revised pro- 
visions of the order. It is pointed out 
that, because of WPB’s intent to place 
chains in the hands of essential users, 
the manufacturer reserves the right to 
allocate regardless of quota, “to the 
best interests of the war effort.” While 
Order L-201 in itself requires no pri- 
ority, rated orders are to be given pref- 
erence. Dealers and distributors are 
to pass along to the manufacturer any 
rated orders they receive, which orders, 
however, become a part of the dis- 
tributor’s quota. 


* * * 


Linseed oil—The market re- 
mains at the reduced level fixed June 
Ist. Temporarily, the supply of linseed 
oil is frozen. When released—probably 
in the near future—pure linseed oil 
will be available to paint manufacturers 
and similar users, who purchase it for 
further reprocessing. Linseed oil sub- 
stitute will be available to all others, 
with a formula as follows: 1/3 raw lin- 
seed oil, 1/3 bodied linseed oil, and 
1/3 thinner. Turpentine prices ad- 
vanced July 21 for the second step of 
two cents per gallon above the level 
which held for the long period from 
September to June. 
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BUSINESS MUST BE FREE— 
FOR FREE PEOPLE 


%& We in this country have enjoyed the ‘‘Four Freedoms” for 
so long that perhaps we forget the existence of these Freedoms 
—and their maintenance through the years—has been largely 
the economic result of a Free Enterprise System. 


When business is free to plan ahead, to dare, and to risk with 
faith in the future—with faith in the possibility of a reasonable 
profit, all the people benefit! When the imagination and inven- 
tive genius of industry can forge ahead with new production 
methods, develop new products, and invade new markets—then 
mass employment and the Four Freedoms are assured. 


Free Enterprise, spurred on by the Profit Motive, and operat- 
ing under our traditional American Way of Life, has con- 
stantly raised the living standards of millions, created new jobs, 
kept wages and salaries rising, and cut the cost to the consumer 


of goods produced. 


No dictator ever arose in a healthy, prosperous civilian econ- 
omy. None ever will. Only industrial stagnation breeds those 
unhealthy forces of discontent that alone lead men to the de- 
struction of their own Four Freedoms. 


Industrial progress promotes Freedom, when industry in turn 
is free of hampering government regimentation. Government 
must encourage industrial progress, not handicap its develop- 
ment. Repression is foreign to the conception of free people. 
And, because appreciation comes only from knowledge and 
understanding, we in Industry must explain these benefits of 
Free Enterprise to those who may not understand them today. 
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Production, Price, and Rationing Orders 
Spotlight Stove Institute's Meeting 


Possible stove production given as 4,300,000 units. Class 
“A” and class “B” manufacturers likely to resume produc- 
tion in future. Simplification program being developed to 
reduce number of stove models. Restrictions on price lev- 
els of stoves held to be a factor deterring stove production. 


Y 
OVERNMENT or- 


ders controlling production, price 
and rationing of stoves were sub- 
jects of keen interest to the more 
than 350 representatives of leading 
stove companies and supply houses 
attending the summer meeting of 
the Institute of Cooking and Heat- 
ing Appliance Manufacturers. The 
meeting was held June 9-11, 1943, 
at the Netherland-Plaza Hotel in 
Cincinnati, Ohio. 

Proposed provisions of the revised 
WPB Limitation Order L-23-c con- 
trolling stove production was dis- 
cussed by George Baldwin, Plumb- 
ing and Heating Division of WPB, 
at the opening session. He said that 
WPB was of the opinion that class 
“A” and class “B” companies should 
be permitted to resume production 
of stoves. This opinion, he said, was 
reached when class “C” companies 
were unable to supply the distribu- 
tors and dealers formerly served by 
the larger companies and when crit- 
ical stove shortages developed in 
certain areas and among certain 
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types of customers as a result. Also, 


few class “A” and “B” companies, 
he said, were using their stove pro- 
duction facilities in war work and 
many of their employees were un- 
suited for any work other than the 
»roduction of stoves. 

Mr. Baldwin stated that WPB also 
felt that some production of oil and 
gas space heaters was required so 
it planned to revoke Order L-173 
and to permit limited production of 
these items under the revised order 
L-23-c. A simplification program, he 
said, is proposed in this new order. 
It will reduce stove models to what 
WPB considers a practical working 
minimum, he told the group. 

Other features of the order men- 
tioned by Mr. Baldwin were slight 
modifications of maximum unit 
weights for coal and combination 
ranges and coal heater production 
control by number of models pro- 
duced. He also said that WPB will 
encourage the production of cast 
iron stoves in place of steel wher- 
ever possible in the future. 

Perhaps the most important basic 
change proposed in the new order, 
he said, is the elimination of quota 
restrictions for manufacturers. This 
will give WPB several advantages 
he said. Under this, it will be able 
to allot materials to those compa- 
nies which have production facilities 
and employees available to make 
civilian stoves, he pointed out. 

The following figures were given 
to the group by Mr. Baldwin as the 
“possible production” of stoves that 
would be permitted. He stated that 
these include the estimated require- 
ments of all claimant agencies. 


Coal and wood ranges and 


cooking stoves .......... 700,000 
Laundry stoves ........... 150,000 
Re 5's ooo dk ee 750,000 
Oil cooking stoves and 

Tee eee: 





SAMUEL DUNCKEL 


Managing Director, Institute 
of Cooking and Heating 
Appliance Mfrs. 


Coal and wood heaters..... 900,000 
Sheet iron heaters........ .500,000 
SE ee 
Oil heaters. including por- 
table heaters ........... 300,000 
| RAC er ae 4,300,000 


J. Knight Allen, chief of the Heat- 
ing and Cooking Rationing Division 
of OPA, told the convention that 
under the expanded rationing pro- 
gram quotas will be set by local ra- 
tioning areas and such quotas will 
be increased or decreased as pro- 
duction figures rise and fall. Con- 
sumers will have to have a rationing 
certificate in order to buy a stove 
from a dealer, he pointed out. Deal- 
ers, manufacturers, and distributors 
will be asked to declare their inven- 
tories, and each will have to estab- 
lish himself as a genuine dealer or 
distributor, he said. This, he added, 
will prevent black markets. 

Mr. Allen emphasized the fact 
that the rationing program is not in 
its final form as yet, nevertheless, 
under the present draft, dealers will 
be assigned a standard inventory. 
They will be entitled to “purchase 
certificates” authorizing them to buy 
stoves if their actual inventory is 
lower than the standard, he pointed 
out. OPA, he stated, is very anxious 
to get this program into effect in the 
early summer of 1944. 

Harvey C. Mansfield, Consumer 
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Durable Goods Branch of OPA, told 
the manufacturers not to expect in- 
creases in the level of prices now in 
existence for the 112 per cent of 
early 1941 prices will stand. Some 
simplification of procedures for han- 
dling price cases in the stove indus- 
try can be expected, he said, and a 
new formula will be sent to manu- 
facturers in the near future. 








! Always Order 


AMERICAN 
SCREWS 


and | never say 
“Of equivalent” 


Wartime production conditions are proving more and 
more that there is no equivalent for American Screws 
or American Service. For every screw in every package 
is inspected to make sure it completely meets all spec- 
ifications . . . that it’s the same high quality as every 

other screw in the order. And, equally important, 
American distributors are in a position to give reason- 
ably prompt service backed by our high-speed produc- 
tion facilities and special consideration to customer 
requirements. 

These are the considerations that are rapidly widening 

the practice of writing ...on orders for screws and 


OPA expects to set dollar and 
cents retail prices on stoves, he said, 
and this will probably be done 
either by states or by areas. No 
price relief will be given to stove 
manufacturers except where the 
manufacturer can make economies 
in overhead or manufacturing costs, 
without making changes in the prod- 
uct, he concluded. 





Burton Bigelow, Burton Bigelow 
Associates, New York. N. Y., dis- 
cussed post-war planning for the 
stove industry at the dinner which 
followed the president’s reception 
the closing evening. Mr. Bigelow is 
a nationally known consultant. 

Albert M. Kahn, vice-president, 
Estate Stove Co., Hamilton. Ohio, 
and president of the Institute, pre- 
sided at the meetings. In his report 
to the convention he outlined the 
work of the Institute in handling 








100 appeals for member companies and bolts . . . the definite demand: ‘‘American Screw Com- 
100 in filing governmental applications pany brand—do not substitute”. 
100 of all sorts. He also stated that the : 
Institute has sponsored 10 meetings Right: Type A (Gimlet Point) Hardened 
100 in Washington for the purpose of Self-Tapping Sheet-Metal Screw. 
a keeping the industry in close con- Left: Type Z (Blunt Point) Hardened 
00 tact with the government’s produc- Self. Tapping Sheet-Metal Screw. 


tion, rationing and pricing plans. 




















“ Other speakers addressing the 
ne convention were M. H. Waterman, 
a School of Business Administration. 
*3 University of Michigan, who spoke 
al on the subject of Renegotiation of 
Ki War Contracts; Henry M. Brund- 
age, regional director of SWPC, 
sel New York, N. Y.. who discussed ac- 
= tivities of the Smaller War Plants 
1. Corp.; and E. L. Keenan, regional 
‘ director, War Manpower Commis- 
= sion, Cleveland, Ohio. who talked on 
q manpower problems of the industry. 
a At the forum session, an informal 
j round table discussion, representa- 
tives of the supply houses outlined AMERICAN SCREW 
ot the supply situation with regard to 
‘” the various types of materials used COMPANY 
. in stove production. Serious short- 
iI ages were reported on some items. : 
"7 while fairly liberal supplies were Providence, Rhode Island 
m available on others. 
y Meetings of the following divi- 
s sions of the Institute were held CHICAGO DETROIT 
d during the convention: Coal Stove 589 E. IMinois Street 5-267 General Motors Bldg. 
8 Research Group, Gas Range Divi- 
“ sion, Oil Division, Solid Fuel Divi- 
sion, Kerosene Stove Division. and WOOD SCREWS 
r Electric Range Division. MACHINE SCREWS * HARDENED SELF-TAPPING-SCREWS * STOVE BOLTS 
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How to File Claims for Loss or 






Damage With Common Carriers 


The hardware dealer 
who reads this 
article will save 

himself time, 
trouble and money 


F it were possible to 


eliminate all loss or damage in 
the transportation of merchandise, 
and thereby remove the necessity 
for filing recovery claims with 
common carriers or shippers, it 
would be a happy day for the re- 
tail hardware dealer. Few relish 
the reports and the paper work 
necessary to file claims accurately. 
Neither can they afford to absorb 
the losses that arise. A thorough 
knowledge of how to file claims 
for losses and damages, there- 
fore, is extremely important. 

Claims can be filed against 
the receiving or delivering car- 
rier (transportation company) or 
against the shipper (usually the 
dealer’s supplier). This article, 
however, will deal with the filing 
of claims against carriers. There 
are four types of carrier claims: 

1—Claims for losses or short- 
ages. 

2—Claims for damages or break- 
ages. 

3—Claims for concealed losses 
or shortages. 

4—Claims for concealed dam- 
ages or breakages. 


Loss or Shortage Claims 


Claims for losses or shortages 
are filed against the transportation 
company when it fails to deliver 
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(EXHIBIT "4") 


Standard Form for Presentation of Loss and Damage Claims 


APPROVED BY THE INTERSTATE COMMERCE COMMISSION; FREIGHT CLAIM DIVISION, ASSOCIATION OF 
AMERICAN RAILROADS; NATIONAL INDUSTRIAL TRAFFIC LEAGUE, AND THE NATIONAL 
ASSOCIATION OF RAILWAY COMMISSIONERS, 


irs sae # T 10.143 
: bt G Me. >, bt. 


(Clasmant's Number) 


(Carrier's Number) 






















Bill of Lading issued Bre: <2 
Paid Freight Bill (Pro) Number. Bee. oe 
Name and address of consignee (Whom shipped to)... 
If shipment reconsigned enroute, state particulars: __ 








DETAILED STATEMENT SHOWING HOW AMOUNT CLAIMED IS DETERMINED. 
(Number and description of articles, nature and extent of ioss or damage, invoice price of articles, amount of claim, etc.) 


FE Te ee 








IN ADDITION TO THE INFORMATION GIVEN ABOVE, THE FOLLOWING DOCUMENTS 
SUBMITTED IN SUPPORT OF THIS CLAIM.* 


























Exhibit “A”—Standard form for presentation of known loss and damage 
claims of all types. It must be filled out by the dealer and claim can be 
filed against either the receiving or delivering carrier. 


the dealer when the merchandise 
delivered is broken or damaged 
and such damage is apparent at 
the time of delivery. 


to the dealer the number of pack- 
ages consigned to it by the ship- 
per. The number of packages con- 
signed will be shown on the orig- 
inal freight, express, or other bill 
of lading which the transportation 
company issued when it accept- 
ed the goods for shipment. 


Concealed Loss or 
Shortage Claims 
These losses are usually not ap- 
parent at the time the package is 
received and it is only after the 
package has been opened and 
checked that the loss or shortage 


Damage or Breakage Claims 


These are claims against the 
transportation company filed by 
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ge 
be 


is 
the 
nd 


ge 








is noted. Dealers may file claims 
for losses or shortages against the 
transportation company if it can 
be shown that the package was 
opened and part of the contents 
removed while in transit, 

Packages, therefore, should be 
carefully examined before they 
are opened. If shortages are noted, 
after the package is opened, the 
entire shipment should be weighed 
and this weight compared with the 
bill of lading. A difference in 
weight would indicate that the loss 
occurred while the shipment was 
in transit. 


Failure to Pack 


Remember, with concealed loss- 
es or shortages, there is always the 
possibility that the supplier or 
shipper failed to pack the required 
quantity. This possibility should 


be considered before claims are 
made against the carrier. 


Concealed Damage and 
Breakage Claims 

Claims for concealed damage or 
breakage may be filed against the 
transportation company. ‘These 
losses are usually not discovered 
until the shipment is opened and 
usually there is no evidence of 
damage to be noted from an exam- 
ination of the outside of the pack- 
age. 

A typical example of this might 
be broken glassware which was 
not discovered until the shipment 
was opened. 

Transportation companies are 
not always to blame for losses of 
this type. Rough handling on the 
part of the shipper’s truckmen or 





Shipper’s Claim No... 





(EXHIBIT "B*) 
Standard Form for the Handling of Concealed Loss and Concealed Damage Claims 


CONSIGNEE’S FORM 


eee Required from Consignee in Support of Claim 
For Concealed Loss or Concealed Damage 


aConsignee’s Claim NoO.....esecssessesssesssseserssssees ‘R. R. Claim No... 
Aegewmenen OF SHIPMENT 


Destination ......... PGF 
Number of 


: aS ee 





raw 














2 Name of truckman? 


3. What protection was given shipment while in 


4. If not received by truckman, state how received. 


1, When (date and hour) was shipment received at your place of business? Lage SANT al 280 ptm. 





— 














5S. On what date was loss or damage discovered? 


6. On what date was carrier notified of loss or damage I Bung. 6, 1743 — 
Conugatid howd eartin 


7, Kind of container? 


Wie 











% How was package protected against abstraction of or damage to contents (strapped, sealed, or oy” * 


9. Was container examined before opening? 


10, If condition of container at 





*13. State whether or not shipment was insured againit loss or damage while in transit over any portion of the route. 


*14. Lf insured, state whether any provision of the insurance policy covers carrier's liability. 


*Applicable to import and coastwise shipments only. 


‘ 
1S. What condition of container or contents indicated that loss or damage occurred while in possession of carriers Mag hide 
° ° p . . 
OM. KLAAA BANE LAA a MA A fg } “4 MAALA 2 Le “dade. 





jme of such examination indicated cause of loss or damage, explain C, Gclor chonad 
MY . - - 
g i 4 


= 


Or after opening? 











I hereby certify the foregoing statement of "LY to be true in every particular. 


6 (9. 








pet doth hy fo 








Exhibit “B’—In filing for concealed loss or conceaied damage claims this 

form must be made out by the dealer in addition to the regular form for 

known loss and damage. A “shipper’s form” similar to this must also be 

made out for these losses. Dealer should request this from his shipper and 
include it with the documents in support of his claim. 
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the dealer’s freight handlers may 
result in breakage or damage. 
Careless packing or poorly de- 
signed containers for fragile mer- 
chandise are sometimes responsi- 


ble. 


How to File Claims 
far Loss and Damage 


Standard forms are available 
for filing claims for loss and 
damage against common carriers. 
Hardware dealers should secure 
these blanks from transportation 
companies handling their mer- 
chandise. Each carrier prefers 
to have claims against it filed on 
forms bearing its name. 

A standard form, properly filled 
out, for filing a loss or damage 
claim is shown in exhibit “A” on 
the first page of this article. In 
the example, claim is made against 
the carrier for four kegs of nails 
that were short on the shipment. 

The following steps should be 
taken to prepare documents to sup- 
port and file claims for loss or 
damage: 

1—Before you pay the freight 
bill, be sure that the carrier’s 
representative (railroad agent or 
truck driver) makes a notation of 
the shortage, loss, breakage, or 
damage on the freight bill and 
that he signs it. 

In the case of express shipments, 
dealers should accept the ship- 
ment then notify the express com- 
pany immediately of the shortage 
or damage. Such notification must 
be given within 15 days after date 
of delivery of shipment. 

2—Fill out a standard form for 
handling loss or damage claims in 
the manner shown in exhibit “A.” 

3—Attach to the form: 

a—The original bill of lading 
(usually available from your sup- 
plier and normally attached to 
your invoice of the goods.) 

b—Original paid freight or ex- 
press bill with notations of short- 
ages or damages if required. 

c—Original invoice or a certi- 
fied copy of it which shows cost 
of damaged or lost items. 

4 -File claim promptly with the 
transportation company. While 
bills of lading permit claims to be 
filed up to nine months after de- 
livery, or failing to make delivery. 
nine months after a_ reasonable 


(Continued on page 80) 











Elmer the Bulhorg says: 


YOU WIN THE 
FARMER'S THANKS — 
AND HIS BUSINESS. 


—Wwith these Victory model 


Electric Fence Controllers 


They help the farmer keep up food 
production, in the face of short- 
ages in farm labor and materials. 
They help you keep up profitable 
volume, in the face of merchan- 
dise shortages. 


All the famous Prime quality is 
here. The only real difference be- 
tween these Victory models and 
higher priced Prime controllers is 
that some “convenience” features 
have been removed, saving critical 
materials. 

Model 48-V (shown above) for hi-line 


use, carries the Underwriters’ Seal of 


Approval for safety. Sells for $34.50. 
Model 33-V for battery operation, is a 
high-quality unit selling for $15.50. 

Prime is the No. 1 name in the 
electric fence business, backed by ten 
years of successful operation, Pick 
Prime and assure your future in this 
growing industry. See your jobber. 
Prime sells only through jobbers. 


The Prime Mfg. Co. 


Milwaukee, Wisconsin 





© 1943 The Prime Mfg. Co. 






A New Zealander 


Takes Pen in Hand 


W. H. Benson wants an early victory, 
a new American lawn mower, bet- 
ter British-American relations and 
understanding in the post-war era 


EDITOR'S NOTE:—Mr. Ben- 
son's home address is “Wai- 
runga” (which is Maori for 
“above or overlooking water”) 
Governer’s Bay, Nr. Christ- 
church, New Zealand. His let- 
ter to the Pennsylvania Lawn 
Mower Works, Philadelphia, 
Pa., is published below be- 
cause of its human message 
which should interest many of 
our readers, particularly fami- 
lies who have boys in service 
“somewhere in the South Pa- 
cific’ area. N. D. Perine, vice- 
president and sales manager of 
the lawn mower company, tells 
us that Mr. Benson is a stranger 
to him and the company. The 
letter follows: 
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OU may be inter- 

ested to know that I am still using a 
16 in. “Keystone” lawn mower which 
I purchased about 17 years ago, and 
although, like myself, showing signs 
of wear and tear, is still carrying 
on. For the past six years it has cut 
about a half acre of lawns every 
week, practically throughout the 
year, and during the period of 17 
years has been sharpened only twice, 
and has required no replacements. 
Being its sole operator, and on the 
wrong side of 60 years, I find the 
driving getting harder, and would 
much like to be able to procure a 
new. lighter running machine 
“Keystone” of course—but this is 
impossible at present, as there are 
no imported mowers in New Zea- 
land and the only alternatives are 
some very inferior locally made ma- 
chines at absurdly high prices. 

“However, [ am living in the hope 
that the war will be finished in time 
for me to procure and use a new 
mower, before becoming too de- 
crepit to do so. This hope is fortified 
by the knowledge that you folks 
over there are now putting your full 
weight into the job of knocking L 
out of Hitler. and cleaning up the 
treacherous yellow rats. 





“It is to be hoped, further, that 
the British-American cooperation 
and partnership will continue to 
function as well in peace as at pres- 
ent but the difficulties will require 
handling with great tact, foresight 
and determination, on both sides. 
Provided that your great president 
—a real 100 per cent human being 

-and our splendid Bulldog Church- 
ill are available for the job, then I 
think we can feel optimistic. How- 
ever, in democratic countries it is, 
after all, public opinion which has 
the final decision on many, many 
vital questions with unexpected and 
far-reaching repercussions and, un- 
less such opinion is rightly educated 
and guided, selfish interests and in- 
fluences will soon create the same 
old conditions of grab, greed, sus- 
picion, luxury and poverty, and un- 
employment, want and misery in the 
midst of abundance. 

“T feel confident that the brother- 
hood of arms between your fighting 
men and ours will do a great deal 
to educate public opinion on both 
sides, and help to create a better 
and permanent understanding and 
mutual respect, and a clearing up 
of the small differences which cause 
irritation and_ ill-feeling. Please 
pardon my saying so, but one of the 
main causes of such irritation among 
every section of the people in this 
patriotic little country. and in Eng- 
land also, is due largely to the over- 
doses of over-enthusiastic and boast- 
ful claims, per medium of screen, 
radio and print, with which we have 
been fed since about 1920, telling 
us that America alone won the last 
great war. As every intelligent per- 
son knows the true facts, they are 
usually either derisive or merely 
amused, but. after a time, they nat- 
urally become irritated, and though 
such propaganda may be appre- 
ciated by a section of your people, 
its result is neither beneficial nor 
helpful in creating better under- 
standing and harmony. 

“If the same thing occurs after 
the present war it will be most de- 
plorable, and certainly will neutral- 
ize a lot of the increasing friendli- 
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ness existing since we took on this 
big job together. We Britishers have. 
of course, our peculiarities and 
points, which amuse or irritate you. 
One of these may be our reticence. 
and our habit of objecting to talk 
about our efforts. etc., and it is 
rather a pity that the grand old 
game of cricket is not played and un- 
derstood in America, as in England, 
as the word nowadays has a deeper 
significance than the actual game. 

“If your film producers, column- 
ists, and writers, could be persuaded 
to pipe down a little. as compared 
to their last war standards the result 
would be tremendously helpful. 

“When Hitler boasted to his Huns 
and the world that London was fin- 
ished, and the people fleeing in 
panic, and that he would soon be 
entering it at the head of his glori- 
ous army, etc., etc., did the average 
American citizen believe it? I don't 
think they did even in those early 
days. When Pearl Harbor was 
treacherously attacked and Tojo 
told his yellow rats and the world 
that your fleet had been so crippled 
and broken that you would be help- 
less, easy meat, etc.. did we British- 
ers believe it? We certainly did not, 
and the general impression could be 
summed up in that apt expression 
‘sez you.’ 

“T am safe in saying that every 
Britisher admires and appreciates 
the wonderful efforts of your Navy, 
Army and Air Force, also your man- 
ufacturers, and admits freely that 
the position would be pretty sticky 
without you—no doubt your people 
feel the same towards Britain. This 
is how things should be, and how 
every right-thinking person hopes 


they will remain during the peace. 

“[ have never missed an oppor- 
tunity of talking to a number of 
your boys in the different services 
whom I have met in Christchurch on 
my one day weekly trip in—it is 
10 miles over the hills from this 
quiet peaceful spot. I have, in every 
instance, found them interesting, in- 
telligent, reasonable and very like- 
able, and only too willing to discuss 
our different points of view. I lent 
to two naval ratings two small books 
which I believe caused consider- 
able controversy in America when 
published after the last war—“A 
Straight Deal,” by the author of that 
grand book, “The Virginian” 
Owen Wister—and “Honour or Dol- 
lars,” by Peabody. and others. On 
returning the books they said they 
had enjoyed them and been some- 
what enlightened. and freely ex- 
pressed the opinion that similar 
frankness and fairness should be 
shown after this war, not only in a 
few books, but by all records and 
publicity, ete. 

“When I started this letter I had 
no intention of allowing my pen to 
run away as it has done, but I am 
writing outside in the sun, and have 
nothing else to do in the meantime, 
hence the reason why the brake has 
not been required. 

“However, I expect to be hustling 
that old mower round again for 
about three hours in the morning. 

“Will you please accept this let- 
ter as a small token of appreciation, 
and an equally small but sincere 
gesture of friendliness and good 
will.” 

Yours faithfully. 
(Signed) W. H. BENson 


They Ease Retailer's Man-Power Shortage 


HREE salesmen who normally 

travel territories in the neigh- 
borhood of Binghamton, N. Y.. and 
who live in that city are helping 
A. L. Davis’ Son, Inc., Binghamton, 
N. Y., solve a serious manpower 
shortage problem. They are work- 
ing in the retail hardware store in 
their spare time. 

Frank G. Howard, owner of the 
company, recently asked Matt Mil- 
ler, W. Bingham Co., A. T. Haga- 
man, Craver, Dickinson Seed Co.., 
and Herman Rosencrants, Barker, 
Rose & Kimball, Inc., all salesmen 
for the respective concerns, if they 
would be willing to spend part of 
their spare time working in his 
store. All of these men were spend- 
ing less time on their territories due 
to gas and tire rationing and had 
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a week or more of time on their 
hands. Now they are working in 
this retail store selling all kinds of 
merchandise, arranging stock, and 
doing any and all of the other odd 
jobs that must be done in a success- 
ful retail business. And, incidental- 
ly, they are learning at first hand 
a great deal about the hardware 
dealers problems. 

“These men are doing a splendid 
job for us.” says Mr. Howard. “They 
have helped us take care of our cus- 
tomers during the very busy spring 
season when we could not secure 
extra help. These men were famil- 
iar with most of our lines, for we 
are their customers. This fact en- 
abled them to do a fine selling job 
from the start. We are very grate- 
ful to them for the splendid help 
they are giving us in these times.” 
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The Collins Co., Collinsville, Conn. 
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SAUNDERS NORVELL 


UTHER R. STEIN, 
vice-president and _ general sales 
manager of the Belknap Hardware 
& Mfg. Co., Louisville, Ky., has just 
completed a trip of about 6000 miles 
attending retail hardware conven- 
tions and making calls on hundreds 
of customers of his house. 

It was my good fortune to visit with 
him when he was in New York re- 
cently. This was an opportunity to 
get information that [ could not fail 
to grasp at first hand from an expe- 
rienced and very practical hardware 
man. It was the opportunity to get 
an “over all” report covering many 
angles, that would answer many 
questions in our minds as to the 
general condition of manufacturers. 
wholesalers, and retailers as to what 
had happened to them in the past 
two or three years—especially the 
war-time conditions at this time. 
We had read so many reports of the 
troubles of all hardware men that 
we were deeply sympathetic with 
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the tribulations of our hardware 
friends. Here was a great opportu- 
nity to get the “lowdown” on the 
entire picture, 

So we took out our note book and 
proceeded to ask questions and 
make notes in regular journalistic 
fashion. 


Present Day Conditions 

To say this interview was surpris- 
ing is to express our feelings in very 
mild form. Here are most of our 
questions and the answers. To save 
space and paper we have tried to be 
brief. Necessarily, many stories and 
illustrations have been cut out. 

1—“How is the morale of the 
trade?” 

Answer—"Never knew it to be 
higher or better.” 

2—“Are many merchants going 
out of business?” 

Answer—“Very few. There are 
fewer failure than usual, mostly 
‘weak sisters’ and ‘hole-in-the-wall’ 
stores. A few old-timers are taking 





the opportunity to liquidate—but 
fewer than in normal times. The 
live, energetic dealers are actually 
looking for hardware stocks to buy 


” 


up. 
3—“How are collections?” 
Answer—“We never knew them to 
be better. More of our customers are 
‘discounting’ than ever before. Our 
retail customers also are having un- 
usually good collections. They tell 
me their customers are paying up 
and are in better shape—financially 
than ever, getting in old accounts 
they had charged off and never ex- 
pected to collect. Federal Reserve 
regulations shortening retail credit 
terms is one of the few war regula- 
tions retailers really approve and 
hope will remain after the war.” 


4—“How about shortage of per- 
sonnel?” 

Answer—“Of course, there are 
some difficulties, but many hard- 
ware men were older—have worked 
in same store for years and are on 
deferred lists. The merchants have 
drawn on the women and girls for 
help—either full or part time. 
There, of course, have been troubles, 
but the situation as a rule has been 
well handled. Most owners, mana- 
gers, bosses are back on the selling 
floors and doing service work which 
they have not done in years—not 
only necessity but patriotic im- 
pulses explain long hours of hard 
work. Many ‘hardware wives’ are 
in there pitching.” 


5—“How about shortages?” 


Answer—“The wholesalers of 
hardware have always carried heavy 
stocks. They saw trouble ahead and 
made great efforts to get goods. 
They had credit and ample capital 
and stocked up. The wholesalers 
have—conditions considered—taken 
fine care of their customers from 
accumulated inventories. The re- 
tailer is usually about six months 
behind the wholesaler in inventory. 
The wholesaler feels the pinch of 
shortages first. If the retailer could 
not get goods (not in all lines) how 
could he have kept up his record of 
increased sales month after month 
if he didn’t have a lot of goods to 
sell? 1942 was a top record in 
every way for most hardware retail- 
ers. Even now at the end of each 
month their volume is larger than 
they thought would be _ possible. 
After all, if we hadn’t had these 
shortages, creating demand for any- 
thing the dealer had or could get 
and the great cash demand, the 
hardware trade wouldn’t be in the 
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Caution be; 
DO NOT BURN 


Sterno in this ghass jar 
Contents this jar 
same as 
_FIVE small cans 






StemMo 


O€6. v6 Par. Orr. 


Canned heat 


canine ALCOHOL a: 
For Refilling Purposes Only | 4 4% 
DO NOT BURNIN JAR | ~ © 


Read Direction Label Caretully- age 
Contents 13 %o0x% No. 4013 Printed in U.S: x} 















STERNO 
now in GLASS JARS 


Due to the Government conservation program, Sterno Canned 
Heat can no longer be put up in tin cans. We are now putting out 
our product in Glass Jars. 

This is strictly a refill package as the material is scooped from 
the Jar and burned in an empty Sterno can. It is the same product 
formerly put up in cans and will burn in the same satisfactory 
manner. 

Conserve your stock of Sterno in cans at once. 

Impress upon your customers to save their empty Sterno cans 
for refilling from Jars of Sterno. 

You should have these “Sterno in Jars” in stock at once to cash 
in on the national advertising. Buy through your wholesaler. 


IMPORTANT 


A beautiful 4 color counter display featuring Sterno in Jars 
sent free to any retailer upon request. You will find a prepaid 
self addressed card in each carton of Sterno Jars. 


Retail Price_jar 49° Far West 60¢ 
P ed 12 to carton 
Seat Price -. Mee $430 Far West $540 


STERNO CORP., Dept. H, 9 E. 37th St., N.Y. 
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REMEMBER Doo-KLIP 


The World’s Finest Grass Shear 


The minute the war is over we will be out with our com- 
plete new Doo-Klip line. We believe it will be the finest 
line of lawn tools ever offered. ¢ Quality will be main- 
tained in every particular, and the same aggressive pol- 
icy of advertising and merchandising will be back of the 
line. ¢ It will pay you to remember Do6o-Klip. 


ALLIANCE MANUFACTURING CO. 
ALLIANCE « OHIO 
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Now With Serrated Edge Blades 








REMEMBER ALLIANCE!—YOUR ALLY IN WAR AS IN PEACE 
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Step up fall sales... when 
wise gardeners sow and 
repair lawns. 


Such customers understand 
value of top-grade mixtures 


. Adapted to local growing 
conditions. 


Don’t miss this second 
season market. 


Complete dealer helps for this 
top-profit line. 


Write Woodruff tod ay. 


Grass Seed Division F. H. 
Woodruff & Sons, Inc. 
Milford, Conn. 


WOODRUFF 


Adapted LAWN Seed 





best condition—as it is today—that 
it has ever been before.” 


6—“But how has this supply kept 
up?” 

inswer—‘Jobbers’ stocks melted 
last summer and fall—dealers had 
a lot of those goods the first of this 
year. Dealers’ stocks have melted 
since January | and they are now 
worried. Maybe we will get more 
goods by the time dealers think the 
outlook is blackest. Don’t forget 
when restrictions were started there 
was an immense backlog of goods 
and manufacturers had a lot of civil- 
ian goods in process. It took time 
for all this partly made supply to 
work out through the mills. The 
unfinished consumer goods were in 
great quantity and came gradually 
on the market and, of course, this 
supply helped. This is a time when 
the peace-time-price-only-buyer’s. the 
merchants who had scattered their 
buying, suffered. Those with goods 
remembered and they naturally took 
care of their loyal good old time cus- 
tomers, regardless of their size. 
Many retailers are learning the long 
pull, success requirement that was 
drummed into me as a buyer for our 
company over 30 years ago, namely. 
to ‘make connections rather than 
deals.’ ” 


And Salesman? 


7—“What did you do about your 
salesmen?” 

{nswer—“Most of our salesmen 
are older men. We did not let any 
out. As younger men went into the 
service we divided their routes 
among the older men. Calls were 
not so frequent, but we continued to 
call on all oyr customers. We did 
not give up far away routes. We 
kept our men calling and they man- 
aged to get around by train, buses, 
ride-sharing, etc. We demanded that 
they call on the little fellows and 
cross-voads stores and not neglect 
them for easy-to-reach volume buy- 
ers.” 


8—“How did you post your men 


on goods on hand?” 

Answer—‘*We sent out daily and 
weekly stock sheet. —first come first 
served. We allotted hard-to-get 
items to our salesmen. Once when 
sales got ahead of the house we had 
all our salesmen take a two-weeks’ 
vacation at the same time. Orders 
largely stopped coming and we 
caught up.” 

9—“How about mail orders?” 

Inswer—‘We did not seek orders 
by mail. Our mail order business 








has not increased—compared with 
rest of business. We turned down a 
volume from ‘cruising’ buyers that 
was possibly larger than the volume 
we shipped to our regular custom- 


ers. 
How About Prices? 


10—“How about prices?” 

Answer—“We have carefully lived 
up to ceiling prices. As a result of 
the natural elimination of practi- 
cally all price cutting at both the 
wholesale and retail levels because 
there are no surpluses, competitive 
fights, etc., and the fact that many 
low-priced, narrow-margin items are 
not available, gross margins on 
some lines are somewhat better, but 
higher operating costs have more 
than offset that advantage. The very 
rapid turnover of inventory has 
helped, but the rapid turnover of 
employees is another expensive off- 
set. As our sales increased and we 
could not get goods in proportion. 
our cash balances also increased 
and surplus cash was somewhat of 
a problem. As always, we dis- 
counted all bills, paid off all indebt- 
edness of every kind and invested 
heavily in Government bonds. Most 
retailers have done the same. [| be- 
lieve retail hardware dealers are in 
better financial shape than ever be- 
fore. Dealers’ stocks are freer of 
slow sellers ‘white elephants’ and 
previous buying mistakes than ever 
before.” 


11—“What about black mar- 
kets?” 

{nswer—"We have heard rumors 
of goods being offered in quantities 
at higher prices but we have delib- 
erately steered clear of all such 
deals. We have urged our customers 
to do without volume rather than 
patronize black markets—all of us 
surely want to be able to look every 
soldier in the eye and with clear 
conscience when they return.” 

12—“What is the outstanding 
thing in trade changes as a result of 
present conditions?’ 

Answer—*“The marked decentral- 
ization of business as a result of the 
shortage of gasoline. People are 
buying at the nearest store. The 
sales of small dealers for the first 
time in years are running ahead 
in percentage—of chain stores and 
mail order houses. This is shown 
clearly in recent reports of the U. S. 
Census Bureau. This is true of all 
independent retailers in all lines.” 

13—“Now in conclusion, let us 
ask just one more question—rather 
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a pointed one—what change do you 
think in government policies or 
plans should be made for the com- 
mon good?” 

Answer—‘Our big job is to win 
the war as quickly as - possible. 
Never cease fighting for elimination 
of government controls so we can 
get back to doing what made this 
country great, namely, individual, 
independent enterprise spurred by 
incentive of reward in proportion to 
ability and effort.” 

All goods fall under two heads, 
essential and unessential. In my 
opinion, food is as important as am- 
munition. All workers must be kept 
in good working condition, both 
mentally and physically, and equip- 
ped to work. We can’t get along 
without food. To me, it seems poor 
policy to tie up the sales of things 
used by the farmer and other work- 
men, such as tools to produce foods 
and do necessary work, or to tie up 
the kitchens of the country in the 
necessary articles to prepare and 
take care of foods. Why should so 
many things, farmers and workers 
need to do essential work. be wrap- 
ped up in a lot of red tape causing 
'osses and delays, expense and ab- 
sorption of men and man hours? | 
know in Washington they have had 
an almost superhuman job and what 
is needed is just a little more think- 
ing on “horse sense” lines and with 
a realization that most of the people 
and most of the work and most of 
the business is in rural America and 
not the big cities. 

After all, if we hadn’t had these 
shortages and the great cash de- 
mand the hardware trade wouldn’t 
be in the best condition—as it is 
today—that it has ever been before. 

Take the “work items” out of the 
rationing program. In all my con- 
tacts I have not heard any complaint 
about the rationing of tires and 
sugar and coffee and food and 
things that people can buy and 
hoard and consume, but when a 
farmer must drive 20 miles to a 
county seat rationing board to get 
a certificate to buy a milk can or 
a scale beam for weighing out his 
cotton or any other thing he needs 
to do his work, he thinks that 
Washington is just plain “nuts” and 
he classifies those responsible as 
“screwballs” and other things I 
should not mention. 

The protest of farmers and deal- 
ers about “signing papers” for ne- 
cessities is so strong that open re- 
volt against the whole plan would 
not surpise me. Farmers don’t buy 
poultry netting and milk cans and 
rope and such things to put in their 
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parlors, or to show to their friends 
or for any kind of pleasure. They 
resent, and think it is perfectly 
“cockeyed,” to ask them to sign any 
kind of papers mentioning criminal 
penalties, etc. They don’t see how 
they could do anything “criminal” 
with such things. 

Then too, you know that all farm- 
ers are wary and reluctant to sign 
any kind of papers. They think 
somebody is trying to get a deed to 


their property or something of that , 


sort, and they don’t hesitate to say 
to retail dealers—‘“Well, I’ve got a 
son in the Army and they are ask- 
ing me to raise crops, but I'll be 
darned if I am going to fill out and 
sign a lot of Government papers 
that I don’t understand to get some 
rope to put hay in my loft or get 
water out of my well.” 

I know that the civilian supplies 
group in Washington wants to keep 
the necessary work of the country 
going by supplying necessary things. 
There can be a lot of discussion 
about what is necessary. Nobody is 
smart enough to specify where war 
work starts and stops, but my feel- 
ing is that a good basic rule is to 
look at the item and ask the ques- 
tion—“Does any one get any joy out 
of spending money for it?” If the 
answer is “no,” then furnish it. 

| am thinking about the compari- 
son of a manure fork with a fishing 
rod; a galvanized tub or pail with 
a tennis racket; a cooking stove 
with a radio; a milk can with a set 
of silverware; poultry netting with 
ornamental fencing; an_ electric 
toaster with a coffee pot; a carving 
set with a butcher knife or a paring 
knife; horse with washing 
machines. 


shoes 


Rope 

Rope is just as much a necessary 
working tool for a farmer or ranch- 
man as a micrometer for a machin- 
ist who is making shells. Harness is 
just as necessary on a horse or a 
mule-operated farm as is milling 
machinery or punches or lathes in 
a munitions plant. 

Hoes, forks, fencing, pails, water 
pipe, implements and the thousands 
of articles used on farms and jn 
farm homes and necessities like 
beds and bed springs and kitchen 
utensils to be used in farm and 
other workers’ homes are just as 
necessary as machinery, office equip- 
ment, hospital supplies and all the 
things that have been so lavishly sup- 
plied to munitions plants. 

A fence stretcher, a pump cylin- 
der, guttering, tackle blocks, hames, 

(Continued on page 87) 























PROMPT SHIPMENT 
UNIFORM HIGH QUALITY 
10 LARGE PLANTS 


Principal products include—Alloy Steels, 
Tool Steels, Stainless Steel, Hot Rolled 
Bars, Hoops and Bands, Beams and 
Heavy Structurals, Channels, Angles, 
Tees and Zees, Plates, Sheets, Cold 
Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 


ene 


ALE RT is the word for this ‘‘crack’’ 


soldier-of-service! Schalk’s Crack Filler is 
on the job in Home Defense... filling 
cracks, holes and nicks in wood, wallboard, 
plaster, tile... ‘keeping things together’’ 
for the duration. Order from your jobber! 
Schalk Chemical Co.,Los Angeles, Chicago. 
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“QOURJOB™ 


IN THIS WAR 


Is to produce the finest of coal 
heaters for those who 
new stoves to maintain life, 
health and comfort — Armed 
Forces — Defense Housing — 
Civilians. 

We are justly proud of the 


STIGLITZ 


WARM-AIRE HEATER 



















Vv-618 
with exclusive 
Air-Jet Carburetion 


. 
Saves Vy 
on coal 


One firing lasts 
up to 3 full days 





Burns the 
smoke and soot 


Proven Satisfactory from Coast te Coast 


StlGLitg 


Manufactur.ng Healing Epupment 
FURNACE. & FOUNDRY CO. 


‘The Olttest Stowe 


in America” 
2007 PORTLAND AVE.. LOUISVILLE, KY 
Marketed Through Leading Distributors — Exctusively 










drm-and-Hammer 


ARMSTRUNG BROS. 


SOLID STOCK and DIE SETS ~- 


Cadmium Finish 


ARMSTRONG BROS. Stocks are of certified malle- 
able iron, accurately machined and have the bal- 
ance of fine tools. They are smoothly finished so 
they fit comfortably into the hand. 

ARMSTRONG BROS. Dies are of special van- 
adium tool steel with “back off" teeth that start 
easier, cut faster with less effort and come off 
ipe without tearing or 
amming. They cut 
smooth, snug fitting 
thread. 


Write for catalog C-39a 





ARMSTRONG BROS. TOOL CO 


14 N FRANC facie Velie) A 


scO AVE 
Eas! WV house & Sales: 199 Lafayette St. New York 





How to File Claims for Loss or 
Damage With Common Carriers 


(Continued from page 73) 


time for delivery has elapsed; it 
is desirable that dealers file claims 
as soon as possible. 

The steps to be taken in filing 
claims for concealed loss and con- 
cealed damage are similar to those 
required in filing claims for known 
loss and damage. Standard forms 
for use in supporting these claims 
are available from each carrier. 
Several additional forms are re- 
quired when filing these claims. 

The following steps should be 
taken to prepare documents to sup- 
port and file claims for concealed 
loss and concealed damage: 

1—As soon as the concealed 
loss or damage is discovered, re- 
port it to the transportation com- 
pany. Such reports must be made 
within 15 days after receipt of the 
shipment. If shipment is received 
from a trucking company that has 
no local agent, notify the nearest 
agent by letter and keep a copy 
of it for your files. 

2—In case of loss or shortage, 
weigh the entire shipment and 
keep it intact until an inspector 
can make a report. 
damage, keep container and con- 
tents together and undisturbed 
until transportation company in- 
spector can examine shipment and 
make a report. 


In case of 


3—Secure’ copy of inspector’s 
report which you must file to sup- 


| port claim for concealed loss or 


damage. Signing inspector’s re- 
port, as you must, does not con- 


| stitute filing a claim with carrier. 


4—Request your supplier, the 


| shipper, to fill out and forward to 
| you a “shipper’s form” for han- 


dling concealed loss and damage. 
Dealer must include this with 
other papers supporting his claim 
against carriers of freight. 

5—Fill out a standard form for 
handling concealed loss or con- 
cealed damage claims in the man- 
ner shown in exhibit “B.” 

6—Also, fill out a standard form 
for handling loss and damage 
claims as shown in exhibit “A” 
and attach the following: 

a—Form for handling concealed 


loss and damage filled out as shown 
in exhibit “B.” 

b—Inspector’s report. 

c—‘“Shippers form” for han- 
dling of concealed loss and dam- 
age claims which you must secure 
from your supplier (wholesaler or 
manufacturer). This form is not 
required in filing these claims with 
express company. 

d—Original bill of lading. 

e—Original paid freight or ex- 
press bill. 

f—Original invoice or certified 
copy of it which shows cost of 
lost or damaged items. 

7—File claim promptly with the 
transportation company. 

Loss and damage claims are a 
burden to the dealer, shipper, and 
the transportation company alike. 
All are desirous of eliminating and 
reducing these claims wherever 
possible. All should cooperate in 
the exchange of information that 
will bring about improvements in 
container design, eliminate rough 
handling, and stop careless pack- 
ing and addressing. 

Where just claims against the 
carrier arise, dealers should pre- 
pare the documents required in 
filing the claim carefully and the 
claim should be filed promptly if 
payment for the loss is to be se- 
cured in the shortest possible time. 


Coming Conventions 


American Hardware Manufactur- 
ers Association, meeting jointly with 
the National Wholesale Hardware Asso- 
ciation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. Charles 
E. Rockwell, 342 Madison Ave., New 
York City, is secretary-treasurer of the 
manufacturers’ group, and George A. 
Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
saler’s group. 


National Wholesale Hardware 
Association, meeting jointly with the 
American Hardware Manufacturers As- 
sociation, Oct. 18-21, 1943, at the Hotel 
Commodore, New York City. George 
A. Fernley, 505 Arch St., Philadelphia, 
Pa., is secretary-treasurer of the whole- 
salers’ association, and Charles F. 
Rockwell, 342 Madison Ave., New York 
City, is secretary-treasurer of the manu- 
facturers’ association. 
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wih Pal 
TAIL PIECES PLASTIC 
4 sizes ay ce 
»© © ©0080 
— © © - FLUSH ELBOWS 4 sizes 


2 sizes STOPPERS 7 sizes 
Made by Pioneers and ORIGINATORS of MOLDED PLASTIC 
PLUMBING SPECIALTIES 


write for samples, details and prices. 


FOR IMMEDIATE SHIPMENT: Saran* Tubing 


TANK BALL 
GUIDES 


American Engineers, pioneers in molded plastics lead 
the way in these better Plumbing Specialties. American 











experience is chief of many reasons for the conspicuous 
success of “Indestructo” units in all markets. Wire or 


and Fittings, Pipe and Fittings and Sheets. 
*Trademark of The Dow Chemical Company. 


Branch Offices Located in Principal Cities 


47 Kemble St- 


J. M. Butts Co.. 
J. M. Kane.. 


‘Atlanta, Ga. 
Fort Worth, Texas 
John Livingstone & Co....... 
Seattle, Wash. 


Products Preferred, Inc... .... 
Boston, Mass. 
Paul R. Spencer Co... 
Denver, Colo. 
John G. Kelly, Inc... . 24-14 Bridge Plaza South 
Long Island City, New York 


Mitchell Love 712-16 No. 16th St 
Philadelphia, Pa. 
Potter-Roemer Co. 4 
os Angeles, Cal. 
703 Market St. 
San Francisco, Cal. 
Canadian Distributors —W-H. Cunningham & Hill Ltd., 269-271 W. Richmond St., Toronto 2, Canada 


. ..-Bona Allen Bldg 


.-P. O. Box 1552 4000 York St. 


2432 E. 8th St 





.164 Jackson St. Clyde Cary 





The American Shield identifies consistent Quality 
1758 NORTH HONORE ST. (1600 NORTH, 1800 WEST) CHICAGO 22, ILLINOIS 

















Serving Uncle Sam 
until VICTORY 


then it's 
your turn 


* 


ARCADE MFG. CO. 
1201 SHAWNEE ST. 
FREEPORT, ILL. 








HAROWARE & TOOLS 
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-) || MAKING 
| MERCHANDISING 
HISTORY 








Are destined 
to again be 
one of the 
largest sell- 
ing items in 
Housewares 
Departments 
-Everywhere- 


Packaged In 
Rolls 


3 Popular 
Sizes 

















Retailing for 


$1.00 $1.95 SAVES FUEL 
$4.95 If there was ever a year 
to save fuel—This Is lt! 


ALFOL INSULATION CO., IXNC., NEW YORK, N.Y. 
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\atonnt Still a symbol 
of fine 


HARDWARE 












UT for the duration many mem- 

bers of this extensive line will 
not be seen on the home front. The 
facilities of our large modern plant 
give first call to the war effort, and 
whateveravailable hardware is allotted 
for civilian use will be fairly rationed 
to our many loyal dealers. 


We hope the day is comin}, soon when 
a decisive victory will give us the 
“GO” sign for full-speed production 
to serve a world at peace. 

Wesuppest using, Government priority 
forms for all of your urgent hard- 
ware requirements. 


NATIONAL MANUFACTURING 


COMPANY 
STERLING - + - ILLINOIS 












GTEELGRIP Prompt deliveries 
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both types! 


WIREGRIP HKelt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning cards that hold hooks in 
perfect alignment, revent han- 


dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or pong engths for wide conveyor 
ag ave 2-piece hinged rocker 
pins 


Priority Business 
—is waiting on belt lacing at local 
piants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 
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One of Henry Kozelka’s hob- 
bies is taking moving pictures, 
in and around Prairie du 
Chien, Wis., where he oper- 
ates the Kozelka Hardware. 
His movies are of interest to 
local people as well as him- 
self and he frequently exhibits 
them for friends. Last year he 
brought out three old buggies 
which he offered for sale at 
$50.00 each, although he had 
paid $100.00 each for them 
and had them in storage since 
1918. He is shown in this pic- 
ture taking a shot of the old 
buggies. Each year Prairie 
du Chien has a Villa Louis 
Pageant for which residents 
dress in French, British and 
American costumes of 1826. 
Mr. Kozelka is always on 
hand taking pictures of the 
event. Villa Louis was built 
on the site of old Ford Craw- 
ford where Dr. Wm. Beau- 
mont, U. S. Army. performed 
a series of experiments on an 
Indian. which provided the 
basis for much of our modern 
knowledge of digestion. 





Hunting and unusual merchandising and advertising methods are the hobbies 

of A. L. Kommers, Antigo, Wis. Last November he and three competitors— 

all hardware men in Antigo—enjoyed a hunting trip which netted four deer. 

shown behind the hardware huntsmen and a 400-lb. bear which is not shown 

because its weight was too great for the pole. Left to right are: William 

Neufeldt, Antigo Hardware; H. Olsen, Olsen Hardware; H. Jacobus, Jacobus 
Hardware, and Mr. Kommers. 
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“Let's Keep Regulation W” 


(Continued trom page 29) 


Hardware stores, as a group, have 
always been more stable and strong- 
er financially than many other lines 
of retail business—principally be- 
cause they enforced proper credit 
policies and were better collectors. 
Of late years, however, credit meth- 
ods of some specialty stores and 
some spineless hardware dealers 
have caused us all to somewhat re- 
lax in credits and collections. If 
we are to keep in a reasonably liquid 
condition—or in a condition which 
will justify granting of credit to us 
by wholesalers, manufacturers and 
bankers—we will have to brace up 
our credit and collection methods. 
Regulation W does this for us more 
effectively than we can do it our- 
selves. 

The writer is emphatic in his de- 
sire for what you refer to as “liberal 
yet intelligent” credit terms. Such 
terms are provided by Regulation W 

-and if these regulations be con- 
tinued, there will be more cash 
money spent, with less business fail- 
ures as well as less individual bank- 
ruptcies on the part of the buying 
public. 

Granted, there are two sides to 
this question. However, the only 
supporting arguments offered against 
continued credit control are: Ist. 
burdensome paper work involved. 
which argument is herein refuted, 
2nd, possibility of other business- 
controls by government. This last 
argument is sound—but if business 
will make itself heard after the war 
is won, such other controls are not 
likely to be imposed. 

These are the views from a hard- 
ware store which is neither among 
the largest nor the smallest—just 
“medium.” This store is located 
in an industrial town of about fifteen 
thousand population—the immediate 


trading area is principally agricul- 
tural. We have been in business 
thirty-three years, and these thoughts 
spring from the experience gained 
through that period of time. We 
will be interested in reading in 
HarpwareE AGE what opinions come 
from other sections and from larger 
and smaller businesses. 


August Retailers’ 
War Program 





; S ACT HOW... WHEE MER AYO 
ITS A REAL WAR JOB! 


MATERIALS ARE AURA PE 





War Program posters for August. 


ETAIL hardware dealers will 

receive two posters about July 
31, 1943, as a part of the Retailers’ 
War Program for August. These 
posters, reproduced herewith, will 
be delivered to retailers by Boy 
Scouts in the community. 

They will tie in with window dis- 
plays that you would normally in- 
stall in August and can be used to 
good advantage in them. The 
theme of one poster is the subject 
of home canning, while the other 
stresses the idea of preparing tor 
winter. 

If you do not receive your posters 
write to: Charles M. Isaac, Central 
Committee of National Retail Asso- 
ciations, 1627 K Street, N. W., 
Washington, D. C. 


Tidal Waves Ahead 


WAVE of home-buying will 

sweep over the country the in- 

stant war stops, predicts Richard 

Saunders in Nation’s Business. This 

wave will total about a million units 

and will come chiefly from middle- 
aged heads of families. 

A second wave will come from 
housing demands of demobilized ser- 
vice men, but this will be slower 
and probably will fall short of the 
million-unit mark. Coincident with 
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y both waves, the magazine says, will 
be a tidal swell of improvement and 
modernization work that may top, 
in volume, all new housing demands. 

Post-war housing will be more 
functional. Clothes ciosets replete 
with shelves and drawers, and bath- 
room units probably will be pre- 
fabricated. Living rooms are likely 
to have sliding panels so corners 
may be closed off into dining alcoves 
or studies, 








Bayer-Semesan Company 
becomes 


DU PONT 
SEMESAN COMPANY 


The Bayer-Semesan Company, 
maker of Du Bay Seed Disinfec- 
tants, became a wholly-owned sub- 
sidiary of E. I. du Pont de Nemours 
& Company on June 9, 1943. 

The company will henceforth be 
known as the Du Pont Semesan 
Company. 

As quickly as it is practicable, the 
Du Pont name will replace the 
familiar Du Bay trademark on pack- 
ages and sales literature. No imme- 
diate change will be made in 
formulae, or in sales policies as 
they affect jobbers and dealers. 
Mr. J. Hunter Gooding will con- 
tinue as sales manager. 
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Address Correspondence to 


DU PONT 
SEMESAN COMPANY 


101 WEST TENTH STREET 
WILMINGTON 98 DELAWARE 














WON'T SOLIDIFY Jia 


E-JECT-O gives you and your customer 

quick action. It's the fastest™-selling 

drain opener in the hardware field! 

The high-power E-JECT-O formula con- - 

centrates action at the stoppage, 

agitates and dissolves the 

Harmless to enamel and pipes. 
Standard 12 an om Bn Ret si ‘sib 

Yos.. Retail 96.00 


SCRANTON, PA. 
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. » the radio of the future is being tested today—unerringly carry- 
ing out the strategy and guiding the action of our armed forces. 
When the battle smoke has cleared away, Sentinel, now pro- 
ducing war equipment exclusively will be ready with up-to-the- 
minute radios and electronic devices that will thrill a product- 
hungry market...Equipment which has stood the acid test of war 
--.- Merchandise that promises volume sales for Sentinel dealers. 


SENTINEL RADIO CORPORATION 
2020 Ridge Avenue, Evanston, lil. 









Dramous © 
NAMES IN 


NETTING 
‘ Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 
100 E. 42nd St, New York City 


@ 





























WHATS NEW 


Pliable Plastic Tape 





Made of pliable plastic and put up 
in a convenient coil that unrolls like 
ribbon. Maker says it can be quickly 
applied around doors, windows, etc., to 
prevent the heat from escaping out- 
doors. Pressed into place it is said that 








the tape can be remuved in the sum- 
mer and re-used in the fall. J. W. Mor- 
tite Co., Kanakee, Ill. Circulars sent on 
request. 


Alphabets and Numerals 
Made of glazed white tile with baked- 


in black letters and numerals. Maker 
says they require merely soap and 
water to remove dirt and are discernible 


ABCDEFGH 
IT JKLMNOP 











at night. Can be used to make estate 
signs and others such as private, janitor, 
or for designating apartments. Mosaic 
Tile Co., Zanesville, Ohio. 





Insect Repellent 


Lotion which is said to repel gnats, 
chiggers, mosquitoes, etc., comes in 
squat, shaker-type bottle, easily carried 
and can be used by soldiers, bathers, 
gardeners, etc. Soilicide Laboratories, 
Montclair, N. J. 





HARDWARE AGE 








put up 
lis like 
quickly 
etc., to 
ng out- 
aid that 





he sum- 
W. Mor- 


sent on 


erals 


h baked- 
. Maker 
ap and 
scernible 








ce estate 
, janitor, 
. Mosaic 


el gnats, 
omes in 
y carried 
bathers, 
oratories, 


E AGE 








MAKE SURE 
OF 
MORE BUSINESS 


NOW! 
USE- 


Lists That Bring Maximum 
Success To Your Direct Mail 
Sales Promotion Advertising 
And To The Personal Sales 
Contacts Of Your Salesmen 


We can supply you with 
the following lists:— 


1397 Outstanding Major Hardware Retailers 
whose sales exceed $50,000.00 Annually. 
For $15.00 


10003 Major Hardware Retailers whose sales 
exceed $30,000.00 Annually. 
For $7.00 per M. 


5392 Hardware Retailers whose sales are 
$20,000.00 to $30,000.00 Annually. 
For $7.00 per M. 
17730 Hardware Retailers whose sales are less 
than $20,000.00 Annually. 
For $7.00 per M. 
33125 Hardware Retailers (Complete List). 
For $5.50 per M. 
10360 Builders’ Supplies Dealers. 
For $7.00 per M. 
1015 Department Stores handling Hardware 
and Housefurnishings. 
For $7.00 Complete 


We also supply lists of hardware retailers. in one 
state or in as many states as may be desired. 
When more than 2000 names are purchased, the 
price is $8.00 per M names; when less than 
2000 and more than 1000, $9.00 per M; and less 
than 1000, $10.00 per M. 


All lists are compiled in loose leaf list form. 
When desired on 3”x5” cards there is an extra 
charge of 70c¢ per M for the cards. 


We also do addressing and mailing of circular 
matter at reasonable rates. 


Ask for Details 


HARDWARE AGE 


Direct Mail Addressing Dept. 
100 East 42nd St. New York, N. Y. 
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pnportent! 


DEALERS.. 


Top-Line is taking advantage of 
Uncle Sam’s suspended produc- 
tion order to design more mod- 
ernized and efficient electrical 
appliances—to bring you greater 


sales from post-war customers. 


The Name 


Remember 


s¥e)e 


TENNESSEE VALLEY ASSOCIATES 
NASHVILLE, TENNESSEE 
Economaster is the “TOP-LINE” Electric Heater 











& How to 


@ make customers beat 
+ a path to your store 


@ Pian to remodel with a new Pittco 
Store Front either now, if you can 
comply with federal regulations, or 
later, when building restrictions are 
lifted. Write us for free book and 
complete information. Pittsburgh 
Plate Glass Co., 2290-3 Grant Bldg., 
Pittsburgh, Pennsvivania, 


Ve, 
PITTCO 
fuarite 





PITTSBURGH PLATE GLASS COMPANY 
"‘PuTTsBURGH stands for Quality Glass and bint 
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Classihied Opporvtumilien Section... 








Use this section to. reach Hardware Manufacturers, Manufacturers’ 
Agents. Jobbers. Jobbers’ Salesmen, Retailers and Retail Salesmen 





[ Chansified Adwentining Rater | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words....... $4.00 
All capitals, maximum, 50 words... 5.00 
Each additional word......... .08 
Positions Wanted 
(Special Rate) set solid, maximum, 
ee GEE «wt craeednnsncceeececées $1.00 
Each additional word......... 05 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
Ged GD ccc ccdewsccncecdesseetes 
Each 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 

4 msertions, 5% off; 8 imsertions, 10% off. 

Due to the special rate, these discounts do 

not apply on Position Wanted Advertise- 
ments. 


-@e- 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 


Samples of Merchandise, Literature, 
Catalogs, etc., will net be forwarded to 
box number advertisers unless accom- 

by sufficient postage for remail- 











ing. 











HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 

-~oe=- 


Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











< Giecness Qpyoortialiaa— 








GENERAL MERCHANDISE 
WANTED 


Reputable chain 
desires quality 


store 
sundry 


organization 


tities available. 
Address Box H-256, 
4 (00 E. 42nd St., 


eare of HARDWARE AGE 
New York City 17, N. Y. ¢ 


merchandise, 4 


popularly priced — immediate cash. ¢ 

Particularly interested in electric 9 

household and health appliances, cut- 2 
$ lery, cooking utensils, glassware, 

$ lunch and general utility kits, house- 

: hold needs and novelties, metal sun- 
dries, useful wood, plastic and rubber 
home necessities, pottery, etc.; also, 
smokers’ articles, razors, blades, 4 
flashlights, batteries, lamps, etc. Give 

, full description of merchandise, in- ; 

> cluding cost prices and advise quan- § 








eteteteteteted we ° 
> ALL PURPOSE METAL DURABLE NOZZLE 
> Available without priorities, large quantity all 
S purpose, non-adjustable nozzle. Suitable for 
S delicate plants, general utility garden use and 
originally designed as fire protection unit. 
Immediate delivery. 


Address—Hose Equipment Company | 


. 





1978 Galbreth Road, Pasadena, California | 








FOR SAI E--WELL STOCKED hardware- 
paint-house furnishing store Inventory about 
$15,000. Located in well populated town of 
Long Island about 40 miles from New York 
City. Also own two story building which can 
be bought or leased. No merchandise buyers 
need apply. Address Box No. H-24%, care of 

100 E. 42nd St., New York 


Harpwarr Ace, 
City 17, N. Y. 








CASH 


FOR YOUR STOCK OF FISHING 
TACKLE AND ACCESSORIES 
Here is an opportunity to realize 
real cash for your dead stock. At- 
tractive offers made regardless 


how large or small the quantities 
may be. Phone—write or wire 


STANDARDS 


11 Ann St., N. Y. C. Be 3-1977 














$ | 





HARDWARE, PAINT, PLUMBING 

AND SPORTING GOODS STORES 
We assume short term leases. Write § 
or wire for our representative to cali 
, at our expense. No real estate wanted. 
> Address Box H-259, care of HARDWARE AGE ; 
100 E. 42nd St., New York City 17, N. Y. 7 








200000000 








JOBBERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plumb- 
ing and electrical supplies, paints, etc. No stock 





too large or too small for our consideration. Get 
our price before you sell. Write Box 582, 1474 
Broadway, 

WILL INVEST $100,000 to $500,000 cash in 
going Manufacturing Concern. Hardware Man- 
ufacturing or kindred equipment. Buyer will 


stand strict investigation and furnish Bank Ref 
1451 


erences. Give a details. Michael Leder, 


Broadway, N. Y. 











Including Situations Wanted 
i 


PACIFIC COAST 
SALES ORGANIZATION 





of seven people thoroughly covering 
the, three west coast states can use 
just one more ,good line strictly com- 


mission basis. 


Address Box H255, 
100 E 42nd St., 





eare of HARDWARE a 
New York City 17, N. 











IF YOU HAVE SPECIALTY ITEMS TO 
SELL TO MILL, HARDWARE, MINE, 
PAINT, WALLPAPER AND OTHER TYPES 
OF INDUSTRIAL ¥ PPL Y JOBBERS, PAR- 
TICULARLY PAINT  AND_ KINDRED 
ITEMS. AND ARE LOOKING FOR A FAC. 
TORY REPRESENTATIVE ON A STRICTLY 
COMMISSION BASIS SELLING TO LEAD- 
ING JOBBERS IN PENNS¥LVANIA; AND 


SOUTHERN NEW_JERSE¥2-WRITE. AD- 
DRESS BOX NO. H-251, ARE, OF HARD. 
WARE AGE, 42n4 ST., "NEW YORK 


100 E. 
Civy 17, N. Y. 





MANUFACTURERS’ AGENT WITH 18 
YEARS of successful sales and technical experi- 
ence with major manufacturers, desires volume 
line of merchandise for distribution through 
hardware channels in either the Northwest or 
Gulf-coast territories. Have excellent following 


with trade and can furnish best of references. 
Address Box No. H-248, care of Harpware Ace, 
100 E. + 4 


42nd St., New York City 17, N. 





CASH PAID FOR ; 


CAN USE TWO OR THREE short lines an: 
closeout items on commission basis to sell to 
chains, drug, hardware and general merchandise 
jobbers, also department stores. Territory with 
in two hundred miles surrounding Kansas Cit, 
Address Box No. H-252, care of Harpwarr 
Ace, 100 E. 42nd St., New York City 17, N. Y. 





FACTORY REPRESENTATIVE—TWENTY 
YEARS personal contact among chain store syn- 
dicates hardware and electrical distributors in 
greater New York seeks line—references fur- 
nished. Address Box H-263, care of Harpware 
AcE, 100 E. 42nd St., New York City 17, N. Y. 








. MANUFACTURERS’ LINE WANTED ; 
; ON COMMISSION BASIS 

Experienced ealling on plumbing 
and Hardware Jobber, chain and department 


salesman, 


> 

>» store trade, desires additional lines jor 
> Kansas City area. Warehouse service avail- 
: uble. 


20000000 


Address Box H-250, care of HARDWARE AGE 
9 100 E. 42nd St., New York City 17, N. Y. 














SEEKING NEW LINES. TWENTY YEARS’ 
selling experience. We thoroughly cover the 
following trade: Chains & Jobbers, State of New 
York, Grocery, Paper, Hardware, Housefurnish 
ing, Electrical, Drug, Notion, Stationery, Paint. 
Chain syndicates, Department stores; Reference: 
Broker commission. Address Box H-261, care 





of Harpware Ace, 100 E. 42nd Street, New 
York City 17, N. Y 

SALESMAN, THIRTY-ONE, DRAFT DE- 
FERRED, desires to make change. Have been 
in the hardware and machinery business for 
thirteen years. Have good connections with 
manufacturers. Been doing buying for several 
years. Also have very good sales record. Best 


of references and sales records on request. Ad 
100 


dress Box H-260, 
E. 42nd Street, 


care of Harpware AGE, 
New York City 17, N. Y 


CAPABLE EXECUTIVE — 
AVAILABLE 


The major executive of a very successful 
business is interested in making a change. 
He has handled sales, credits and account- 
ing and has developed and supervised gen- 
eral operating policies. His experience 
embraces both domestic and foreign mar- 
kets and would be useful as a background 
for an executive position of importance in 
a manufacturing or wholesale business. He 
is prepared to furnish particularly excel- 
lent references as to his character, ability 
and dependability from a wide variety of 
business leaders who have known him and 
with whom he has had business relations. 


Bex H-253, care of HARDWARE AGE 
6 100 EF 42nd St., New York City 17, N. Y. 





























HARDWARE AGE 































hed 
fied 


it. 
‘ity 








lines ani 
o sell to 
rchandise 
tory with 
nsas City 
HARDWAR> 
Bey. Is 





'WENTY 
store syn- 
butors in 
neces fur- 
TARDWARE 
i ee 


ttt 4 


NTED 3 
; 


umbing 
irtment 
es ior 

avail 


1E AGE 
a vY¥. 
coronas 





YEARS’ 
cover the 
e of New 
sefurnish 
ry, Paint. 
teference : 
261, care 
eet, New 


FT DE- 
fave been 

iness fo 
ons with 
r several 


rd. Best 
est. Ad 

AcE, 100 
Y 





cessful 
-+hange. 
-count- 
d gen- 
erience 


1 mar- 
ground 
nce in 
ss. He 
excel- 
ability 
ety of 3 
m and 
ations. 


GE 
%. Y¥. 





t AGE 








» SELL HAND PROTECTION 
To The Millions Working With Their Hands 


“Little Doc” Liquid Gloves 


A NEW PRODUCT. ., made to order 
for mechanics, industrial workers, vic- 
>> tery gardeners, printers, painters and 
‘ others. Good profit and steady usage 
assured 


Weite todav for complete details. 


. SCHAFFNER COMPANY 


534 CALIF. AVE., AVALON, PITTSBURGH PA 











at) KEY BLANKS 


from 
4 . 
“America’s Largest Exclusive 
Locksmith Supply” 

In ordering, use any stand- 
ard manufacturer’s number. 
If the original blank is not 
available, we will endeavor 
to ship the proper’ substi- 
tute. 


oe 





WHITLOCK SUPPLY CO. 


17 Warren Street, New York 7, N. Y. 












Due to the war, "Clip: 


are unavailable. Until 





COOK! 


COOK'S 
SUPER VALUE 
NAIL CLIPPER 
Rite,’ "Gem" and "Gem, 


Jr."' Finger Nail Clippers 


conditions permit their 
sale, remember the name: 


THE H. C. COOK CO. 
27 Beaver St., Ansonia, Conn. 


workers. 





period comes. 


Booklet Prepared 
|'By Westinghouse 


A revised wartime edition 
“The Care and Use of Electrical Ap- 


” 


The Dean's Page 





(Cinta from pag 29) (HERE'S WHAT 


| singletrees and trace chains are just | 
as vital tools to a farmer 
bits and millwrights’ levels are to a 
munition or other defense 





I believe, as time passes, 
hardware will be declared essential | 
to the war effort and, while the shoe | 
may pinch here and there, we will 
get along until victory will give us | 
more problems of different kinds to | 
solve. Also, the retail dealer who 
stays in the ball game throughout | 
the whole nine innings and puts | 
everything he has into every “ 
will go into the major league when 
the big, after the war, replenishment 


WILL NOT SHRINK 
SLL UUBILUS pi 





Your jobber con give immedicte 
delivery on Durham's Rock-Herd 
Woter Putty. Pocked twelve 1-Ib. 
cons or Four 4-Ib. cons to cose. 
Also available in 25, 50 and 
100-Ib drums for industrial users. 


DONALD DURHAM CO. 


| pliance in the Home,” containing spe- 
| cial information on making simple re- 
pairs. Its purpose is to short-cut house- 
| work, time and energy. Explains how 
to care for electrical appliances so they 
will accomplish more and last longer. 
Includes a detailed index and general 
household hints. Westinghouse Elec- 
tric & Mfg. Co., Mansfield, 

















e WANTED SALES MANAGER 3 


6 by established hardware specialty manufac- §¢ 
§ turer (cabinet and builders’ hardware). Must § 
9 be experienced in building sales force and 2? 


§ sales promotion. Tremendous post-war oppor 














> tunity Give age, experience and salary ex- § 
Q pected 7 
9 Address Box H-257, care of HARDWARE AGE , 
100 E. 42nd St., New York City bl mS V. 4 
ANTED AT ONCE EXPERIEN( ED 


H: RaW ARE MANAGER. ” One who is capable 
of taking supervision of entire department. 
Splendid position for right man. Write or phone 
—-J. Grodzin, Zion Dept. Store, Zion, Illinois. 
Phone Zion 581. 

EXPE RIENC ED H: H ARDW ARE SALESMAN 
WITH EXCELLENT following among hard 
ware, plumbing and mill supply jobbers in the 
Southwestern States would like to represent an 
established manufacturer on commission basis. 
Address Box H-258, care of Harxpoware AGE, 
100 E. 42nd Street, New York City 17, N. Y. 








SEASONED PAINT 





est wholesale 


ers in Florida, 
full 


SALESMEN-—FLORIDA. HERE 
OPPORTUNITY to represent one 
companies in the East, 
| toys, housewares, and hardware. } 
now traveling regularly, visiting retail deal 
it will pay you to write us _ giving 
particulars in first reply. We 
ings for both part time and full 
commission basis. Address Box H-262, 
Harpware Ace, 100 E. 42nd Street, 
City 17, N. Y 


OUTSIDE SALESMAN yg beset me 
“RADE in Hudson County. Lane: aster 
ware Co., 22 Cook Street, Jersey City, 


SAL ESMEN— CALLING ON PAINT DEAL. 
ERS for fast-selling side line specialty; liberal 
commission; must have good clientele. i 
Box H-229, care of HARDWARE AcE, 
Street, New York City 17, N. 


i 
FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
ase. Will not shrink. 
Sticks and stays pat. 












A COMPLETE LINE 


75 Years Reoulaliors YOUR 


JOBBER 


SALESMEN WANTED 


salesmen with cars and es 


paint, hardware and 


and dealers. Profitable 
open territories. Salary 
accustomed to earning 
giving detailed outline all 
and. territories covered. Address 
To West 44th Street, 


OPPORTUNITY TO ADD to 
> of oldest jobbing con 
specialties in Metropolitan 


Connecticut, West 


, Jersey. Commission Basis 
7, care of HARDWARE Acs, 
York City 17, N 


REPRESENTATIVES WANTED 


Hardware, Electric & 


Trades now open in most territories 


handled and territory 
oO 1-254. care of 
42nd St.. New York 





CRACK 
FULLER 








AUGUST 5, 1943 
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THE SAVOGRAN co. 


a India Wharf, Boston, Mass. 


bv PRO 


AY opr RAN P 
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Changing Your Address? | : 
If you are, please send your new address “i “ 
Alfol Insulation Co. ...... . 81 | Martin Seneur Co. ................ 50 
to the CIRCULATION DEPARTMENT Alliance Mfg. Co. ........ cccee! OO | WGwest Slave GO. 0.6.2... cccssce 5! 
‘deuaid R ' ‘ 
at least 3 weeks before you move. ees ee See he , eae bere: ee eee 88 
American Chain Div. .............18| PO Die Bows: aaah 
@ American Molded Prods. Sales Co. 8! N 
Pe a ae a 1 National Mfg. Co. .. ; . 82 
merican Shearer ig. Co. 87 National Screw & Mf 
ig. Co. ivf 
HARDWARE AGE pees — ne dhe , - oI New Haven Clock Co. ; 12 
100 East 42nd Street New York, N.Y Sere gee tea ee ope Is 
— ? eS | Armstrong Bros. Tool Co. . 0] . 
| ain Nicholson File Co. ... . 
ms @ Co, £ C. ....... -* Norton-Lasier Company W 
9 8 “ 
t asy Baker Mfg. Co. ; 51 Peaslee-Gaulbert Paint & Varnish 
~& Sette .... 1“ Ce. peecebtaraahhedstiee tactaes ie 17 
to See — Oy Bethlehem Steel Co. ... s| oe ee - 
Briggs & Stratton Corp. 65 | Prime Mfg. Co. oy : oe 74 
Why so many adver- Burgess Battery Co. 67 1 
tisers use the Classi- a \ 
fied Opportunities Ray-O-Vac Co. ..... a 
Section of Hardware Cc Remington Arms Co., Inc. ........ 35 
Age when they want > Century Metalcraft Corp. .... 16 Rinehart's, Dr., Handy Hog Holder pe 
to reach Manufactur-.’ | Cleveland Cooperative Stove Co. 55 | Co. .........ceeeeeseeeeeeeeeeenes 90 fer 62 
ers, Manufacturers’ | Collies Co. ......... 75 =" Burdsall & Ward Bolt °. agri 
rege : MOM sc oiictanensaseecnmeetcd ; 
Agents, Jobbers, Job- Columbia First Aiders .. ~ 
Ua tetiamen. te | Saban Mand Ox <.... is Ryerson & Son, Inc., J. T. ... 79 T 
tailers and Retail y] Nes Rall Columbian Vise & Mfg. Co. 89 5 90 
Salesmen. They reach the very class they a= ree . ey! Petia eee” + 7! sand's Level & Tool Co. 15 ~« 
want to reach and get results. That is —<—S urtis Saw Div. .... | seveqren Company... 7 oe 
why the— Schaffner Co., Gus J. . 87 = 
Schalk Chemical Co. . . 79 
CLASSIFIED - <a oe pNengelingg 
Damascus Steel Prod. Corp 89 | Schwartz Mfg. Co. . . 10 
OPPORT UNITIES SECTION Delco Appliance . . 39 | Sentinel Radio Corp. ......... . 84 
; : : Deming Co. .... _... 20 | Shapleigh Hdwe. Co. ............- 92 
of Hardware Age is so well patronized—advertisers KNOW — Devoe & Raynolds _ 17 | Sheffield Bronze Powder & Stencil 
they are advertising in the right medium. Hardware Age | pomes of Silence ee ce ee 
carries their message straight to the “Cream of the trade” | pyo.satety Ladder Co. 50 Silex Co... 0... .eceeeeeeeeecs ress BD 
without waste circulation. Your advertisement speaks the | py pont semesan Co. 83 Simonds Saw & Steel Co. ......... 12 
Hardware language to the Hardware trade. Send your ad | purham Company, Donald - int, Inc., Landon ee ene, 90 
with remittance to Soilicide Laboratories ...... we 
’ I GS econ cid tice cencdiades . 
HARDWARE AGE E GO TEEN. . ccdciccccdccscscicce ag 
Béonemecine Peediacia’ Co. 85 POL TING: Kconsbenanbadeewehesan 91 
Classified Opportunities Dept. Edlund Company ....... gp | BO COPS ovens seseccnscrsneses = 
Stevens Walden, Inc. ...........4. 52 
100 East 42nd St. New York City Stiglitz Furnace & Fdry. Co. ...... 80 
—————— F Supplee-Biddle Hdwe. Co. ........ 57 
— - Farm Journal ‘ 37 
° ~ T 
e la i) Y s 
(senuin DOMES of SILENCE | Tennessee Enamel Mig Co. ...... 61 
6 Sie Ga, We al asek ee 
SLIDE SILENTLY - SOFTLY - SMOOTHLY | Gephart Mfg. Co. ; is | 
40c SET-10c SET-10c SET SAVE FURNITURE __ Gillette Safety Razor Co. ........ 89 u 
& FLOORS ys CREATE QUIET Grand Specialties Co. .. ’ 89 | Union Hardware Co. ...........+.. 53 
4 es United Gilsonite Laboratories ... 83 
TO A a a Silence” - United Wall Paper Factories..... 45 
SET Hercules Powder Co. 4-5 w 
Domes of Silence — Insulated Cushion Glides Wadsworth, Howland & Co., Inc. 17 
For Tile, Marble, Cement and Bathroom Floors. F Whitlock Supply Co. ‘Shree 87 
Noiseless. Sizes for metal beds, wood beds, large ae gq | Wickwire Bros., Inc. ....... sleet 
— — Woodruff & Sons, Inc., F. H....... 78 
3 satay . : Wooster Brush Co. ............... 2 
Ask your Jobber nof supplied write fo | L 
| 
c i » , Y 
DOMES of SILENCE Inc Khe Pear St. % Y (* Lindemann, A. J., & Hoverson Co. 49 
Lockwood Hdwe. Co. ............. 23 | Yale & Towne Mfg. Co. ........ 3, 43 — 
88 HARDWARE AGE A 








Varnish 
. 17 


. 8 
. 74 


. 5 
. % 














go 
duct e A 
jity PFO os 
Ove oductio® veto war neee n d 
Our A oind in it vic- 
airect!Y to ore peed g more 
i rere) ours: | 
hy pier \ SS 
ne” Award quality ™ . 
—, it 
April 8, '943 


THE COLUMBIAN VISE & MFG. CO. 


9017 BESSEMER AVE. CLEVELAND, OHIO 
THE WORLD'S LARGEST MAKERS OF VISES 














EGG BEATERS 


AND 


CAN OPENERS 





STILL in production — 
short in supply because 
war needs come FIRST! 
To meet this situation 
equitably, it is neces- 
sary to distribute only 
through jobbers, basing 
allotments on previous 





sales. 


SHIPMENTS NOT AVAILABLE. 


FACTORY 
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SETTING THE PACE 
ON EVERY PRODUCTION FRONT 
Saving 90% of clamping time—new 
designs for high speed production 
work, one hand operation. Non-creep 
replaceable grips, proof-tested alloy 
r steel construction of forged clamp 
capacity. 





















Quikcet 4 second clamp will hold tight 
even on tapered surfaces without creep- 
ing. Fast ratchet rod action under 
powerful fulcrum leverage Screws, 
rods and handles copper plated against 
. the welding spatter. 
~ >» VEaeneue A complete line of modern time-sav- 
. Pussies ing clamps—both rnalleable iron and 
(ithe alloy steel: Dual Grip ‘‘C’’ Clamps; 
Heavy Duty Speed Clamps; Standard 
DeLux; Standard Alloy-Steel; and 
Quick Lockcet, the last word in mod- 
ern clamp design. 
Write today for circular 


GRAND SPECIALTIES CO. 3101 W Grand Ave. Chicago, III 





| 3 
© Ask about 

aptp QUICK 
LOCKCET 





89 










Handsaws 


Hacksaws 
Keyhole Saws 
All Other Types 






Bo 7 - 
4 


Crosscut Saws 
E. C. ATKINS AND COMPANY « 410 S. Illinois St., indianapolis, Ind. 


Circular Saws 


PAINT & VARNISH 
REMOVER 


THAT MEETS 


OU. S. GOVERNMENT 
































) HERE’S a 
LABOR 
SAVER 

















One man holds largest ea 
—for ringing. vaccinating, castrat- 


Save woo 


s ay Dealer r 
Time Es os pain | ing, etc. One end for large hogs, one 
Order \ charges pre- | for pigs. Worth its weight in gold 
Tig tage Prepaid any- | +5 farmers short of help. Durable, 





BH 6Uwhere on \y | ao 
from this Fh. “doz orlarg- | good for a lifetime. 
Mm, er lots. for quick profit! 

) DR. RINEHART’S HANDY HOG HOLDER Co. 
P. O. Drawer 1946 Galesburg, Illinois 


Order Today 
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There are no substitutes for quality—buy RED DEVIL Modern-line 
GLASS CUTTERS, glaziers and painters tools and machines. 


LANDON P. SMITH Inc. Irvington New Jersey, U. S. A. 


= 








Looking for a 
HARDWARE STORE? 


HE place to find it is,under the heading of Busi- 
ness Opportunities in the Classified Opportun- 
ities Section of the regular issues of Hardware Age. 


By watching the for-sale ads you'll be reasonably 
sure to secure a good paying business at a fair price 
or better still, let the trade know the kind of a store 
you are looking for. 





HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd Street. New York City 











HARDWARE AGE 
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—in producing more milk... water rate more 
—saving farm hours... 
—protecting their herds... 


Today Dairy Farmers have the urgent responsibility of produc- 
ing more milk for the War Effort. Dealers in turn, have the 
responsibility of providing the essential tools to help the Farmer 
in this important job. Starline Farm and Barn Equipment will 
save those farmers many hours of work, ease their labor short- 
ages, protect their herds, and produce More Milk. 


By Government order more Barn Equipment is available — yet Wor 

not enough to supply all demands. So carefully check your stee] Pon ck, 5 4 kind of 
farmers’ minimum requirements for Starline Steel Stalls, Stan- ard styles for “fe 
chions, Pens, Water Bowls, Litter Carriers, Hay Carriers, Venti- oF forks, sings 
lating Equipment, and Barn Door Hangers. 


LITTE 
Look To Starline — for the essentials in Barn Equipment for the He nan 
car 


Home Front. Tiers _ 


STARLINE IN WAR PRODUCTION 


In a separate factory, Starline is also supplying the 
Fighting Front with important war materials. In Post 
War “look to Starline” for the latest developments in 
Barn Equipment — a leadership Starline has earned 
for over 60 years. 


ORIGINATED 


PERFECTED 
and PATENTED 








Dimov EpGE and KEEN KUTTER Tools and Cutlery & 
Have attained a commanding position in the confidence | 


~ of the American People through More than 70 Years — 
bes of continuous Fai Service. | 4 


SHAPLEIGH HARDWARE COMPANY 


ST.LOUIS 


Shapleigh National Series No. 2411 








